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Shown in its nat- 


1 
ural color, the 
Say bo Meet Owr New Columbian Rope 
Merchandiser 
stands 532" high 


ROPE SALESMAN! ee ae 


space. 





“It's the greatest idea | ever saw to help sell more rope. 
And here's why, Dad. Just look at the features of this 
Columbian Rope Merchandiser .. . 


@ ‘It holds seven sizes of rope which is stored in the 
basement and pulled up through the floor into the 
display unit. 
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@ ‘It lets our customers see and fee! the rope they 
buy, and helps them to determine the sizes they Made ba Atnditondy Mousetd 
want. [ee Manufactured Only hy 


@ ‘It's easy to measure rope accurately on this Cali} 18 JAN ROPE Co 


machine. The large dial is as easy to read as a 

gas-pump dial. . a} - . = 

“Over a period of five years, Columbian Mer- . za me 
chandisers have demonstrated their great value =| sein ae 

to Hardware Dealers. 


“Over 1,000 machines are now in use by Retail ns i 
Dealers. qtasigasiplibeg techy 
for your store 


_ 


“I’m all for it, Dad. It's a salesman that will never let us rCcigelakolate[tt-Tamal-l] Min Zolt MT -1] Masel col ol 


”s 1 
down. quickly, accurately. See your jobber toda 


i Zol am Atl i Melati ioldailohilelar 
COLUMBIAN ROPE COMPANY, Auburn, "The Cordage City”, N. Y. 
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BOSS MODEL 





HETHER she wants a table- 

top, console or cabinet, or a 
lower-priced, open model, there is a 
BOSS Kerosene Stove for every 
prospect. Whether she prefers a 
wick-type, or wickless burner, you 
can satisfy that preference, too. 
Whatever price she has in mind, 
there is a stove in the big BOSS 
Line to fit her pocketbook. 


Whichever BOSS she buys, you will 
make a satisfied customer and a sat- 
isfactory profit. 





BOSS now offers a choice of burners: 


“Top-Speed" Long Chimney, wick type burners 
“Blu-Hot" Adjustable, wickless type burners 
“Swift" Valve Control, wickless type burners 
“Prize Needile-valve, wickless type burners 


Write for the 1940 Catalogue, and get the details. 





Hardware 
39th 8t., 
$1.00 per 





THE HUENEFELD CO. «+ Cincinnati, Ohio 
BOSS STOVES, RANGES, OVENS 





Here’s why it’s the finest sander for rental use! 


EASY TO HANDLE! Perfectly balanced; scientifically designed 
handle makes it easy to feather off the cut! 

NEEDS NO ATTENTION! Sealed ball and roller bearings used 
throughout require no oiling — lubricated for life! 

PROFESSIONAL CAPACITY! 2300 ft. of sandpaper on the floor per 
minute — has full 1 H. P. motor! 


DOES PERFECT JOB! Produces smooth, ripple-free surface be- 

cause the exclusive “ROTOGLIDE” Drum eliminates pound- 

ing bumps that cause wavy floors with ordinary sanders! 
SKILSAW “ROTOGLIDE” RENTAL SANDER is the ideal machine for 

the rental customer... an unbeatable profit-maker for you! It 

will bring you added business in varnish, paint, sandpaper, 

etc.—it will attract new customers to your store. Popularly 

priced, it pays for itself quickly and goes on making 

profits for you for years to come! 


You will increase your 
volume and profits with the 
Skilsaw ROTOGLIDE Sander 
plus our tested “’sure-fire’ 
merchandising plan: 


* You'll get a higher rental per o 
y—the sander will pay for " ER oe 
itself quicker ! ‘ ; ’ ey 


) You'll sell more varnish, shel- 
lac, wax, filler, brushes and 
sanding paper! 


You'll increase store traffic — 
attract home-owners, con- 
tractors, janitors, painters! 


Built By America’s Leading 
Quality Tool Manufacturer 


SKILSAW, INC. 
4763 Winnemac Avenue, Chicago 


36 East 22nd St., New York ¢ 182 Main St., Buffalo 
52 Brookline Av., Boston 15 S.21st St., Philadelphia 
2124 Main St., Dallas ¢ 918 Union St., New Orleans 
1253 South Flower Street, Los Angles * 2065 Webster 
Street, Oakland * 29 North Avenue, N. W., Atlanta 
Canadian Branch: 85 Deloraine Avenue, Toronto 
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BENCH STONES get a Display 


ee 

NORTON ABRASIVES 

_SQYEeES]== 
a BENCH STONES 


FOR REAL CRAFTSMEN 


ERS OF ARTIFICIAL ABRASIV 
GRIN DING ros ‘ons TOMES Ano ABRASIVE ‘SPECIALT . 









































RE "PICK- 
2 sue LAZY TOOLS 





IN RED, GOLD AND BLACK 
RICH — FORCEFUL—COMPACT 


Show These Universal Stock Ptems 


v 


(2 QUALITY 6” OILSTONES 


4 Crystolon Combination — Fine and Coarse — Silicon Carbide 
4 Washita — From the Ozarks — Woodworker’s Favorite 
4 Queer Creek — No Better Value At Its Price 


DEALER PRICE — $5.98 DENVER and EAST — $6.26 FAR WEST 


fan Orlstone por Every Purpose 








SEE YOUR JOBBER Omen Horse 


or write direct to APRIL 25 -MAY 4 


BEHR-MANNING (10s oF somos comme) TROY, N.Y. mm 
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A PRIZE-QUALITY 





ITEM IN A 


NEW PRIZE-WINNING PACKAGE! 


Prive of the craftsman are these 
Nicholson X. F. Swiss Pattern Files 
in the new plastics case which re- 
cently won a first award in the 
Modern Packaging contest! One of 
the neatest and handiest file sets 
that ever graced the work-bench or 
tool-kit of the homecrafter, hobbyist, 
inventor, model maker, electrician, 
precision-mechanic or vocational- 


training student! 
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The range of customers is wide— 
the utility of these files and the at- 
tractiveness of the package make the 
item fast-selling and profitable. Send 
in a trial order to your jobber at 
once. Display where your customers 
can examine a set and “‘feel’’ the in- 
viting smoothness and substantiality 


of the case. 


NICHOLSON FILE CO., Providence, R.1., U. S. A. 
CANADIAN PLANT, PORT HOPE, ONT. 


FILES 


RPOSE 


SNS 


SSS 
CANN 
SAAR en 


MY 
DIYS 
AARMANY 


Saba 
SIA 


MONO ARRAS 


SSoosooccs 


NSA 
~ 


ee SS 
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THREE TYPES OF SWISS PATTERN FILES 


12 assorted shapes each 
Knurletl-handle Needle Files — sizes 
4”. 434", 544’ 


4’, 5%", 6%"; cuts 0, 2, 4, 6. 
Die-sinker Files — size 314"; cuts 0, 1, 2. 
Bench-filing Machine Files—sizes 3%" 
x 4”",3\%" x \%”; cuts 00, 0, 2. 














For “thandy-file’”’ seekers — Nicholson 
or Black Diamond Handy File . . . two 
files in one: Single cut, for tool-sharpening 
and polishing, on one side; double cut, for 
rougher filing, on other side. Handy hang- 
up hole; fiat bulgeless handle—easily car- 
ried in hip or leg pocket. 





sy 
USA. 


MADE IN U.S.A 














SOMETHING WORTH THINKING ABOUT 






MOST OF THE GREAT ARTISTS 
FROM THE OLD MASTERS TO 
MODERN TIMES HAVE USED 





















MORE THAN 35,000 FARMHOUSES 
BUILT BY THE U.S. FARM SECURITY 











ADMINISTRATION HAVE BEEN PURE WHITE LEAD PAINT— 
PAINTED WITH PURE WHITE LEAD IT LASTS SO LONG WITHOUT 
PAINT— BECAUSE OF ITS OUTSTAND- CRACKING! 


ING ECONOMY AND DURABILITY. 


MOST BIG GALLONAGE JOBS 
ARE GIVEN TO PAINTING CON- 
TRACTORS. THEY ARE THE 
PAINT DEALER’S STEADIEST 
CUSTOMERS... YOUR BIGGEST 
VOLUME BUYERS. 





TO HELP Fill All DEMANDS 
FOR WHITE LEAD PAINT, 





MANUFACTURERS IN 

SOME LOCALITIES ARE ' 

NOW OFFERING PURE fal MR. AND MRS. AMERICA — BY THE MILLIONS — 
WHITE LEAD PAINT “ ARE BEING “SOLD” ON WHITE LEAD’S MANY 
PREPARED READY-TO- ADVANTAGES BY ADVERTISING IN LEADING 

USE —IN WHITE AND COLORS —IN NATIONAL MAGAZINES, 

POPULAR SIZE CONTAINERS. 


P..$.—iN RECOMMENDING PAINTS TO YOUR 
CUSTOMERS IT’S A SAFE RULE TO SAY: THE 
HIGHER THE WHITE LEAD CONTENT, THE BETTER 
THE PAINT! 





LEAD INDUSTRIES ASSOCIATION 
420 Lexington Avenue 
New York, N. Y¥. 
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"Double our 


Money Cpe 
for HARDWARE 
OPEN HOUSE | 


Master 
“NEW FACTORY’ SPECIAL No. 600 
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ORDER AT ONCE! ! Offer strictly limited to 
your jobber’s present supply 


Gti wee ¢ OU WARD a You uy a dozen each of the world’s fastest-selling 


Improved No. 500 










ow sta orld’s nay oe 13%" laminated 
the w laminated steel case, famous 

ing 0 Fe ded- pe er strong, Master multi- 

a warded type se- spring securit 

Celebrate #8 padi 3 marketing curity, 20 key j with 60 KEY 
most m 3 indepen” changes, 2 cor- CHANGES. Hard- 
me to rugated, embossed ened 942’shackle. New, 

ica keys, individually individual packaging 


in colorful cartons. 
display carton. 


ingew FACTO" 
* ei © \ and - ve 


No- 60° as packed in colorful 


Dsuperior features 
Miclassify this 434” 
sturdy steel hasp as 
a quality item. Heavy 


500 3.00 A dozen 25c No. 704 Master ' 

No- Ee be steel staple (not wire). 
vie e 704 oe all §12.00 Safety Hasps : Brass ree pin. Cad- 

1 Dot carer’ ae 46.00 fot ~J mium rust-proofed. 
your cos Earn extra profits from “Open House” crowds — by getting 
, xe packe? twice your cost with MASTER’S “New Factory” Special. 

os 

Gnee Wino ay special Build permanent good will by showing that you can offer 





qn E ee See Tee ERC uae re eee 
- R jonBEr (GR PIORGIO VAIUes se fF hese ig p DE 
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2\0) PANTHER ond 
DRAGON TAPES 
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In these eye catching Cartons Panther Open House display represents our No. 1 < 
Friction Tape is a natural “plus” sale and 2 Display Carton. However, all tape - 
t 

with tools, accessories, or sporting goods. _can be bought in or out of individual boxes ion 
Be sure to feature it for Open House. through your Distributing Jobber. Order = 
» » The Special Carton with red card for your stock today. zs 
13 

HAZARD INSULATED WIRE WORKS FR 
DIVISION OF THE OKONITE CO. tec 


WORKS: WILKES-BARRE, PENNSYLVANIA 


W 


New York Chicago Philadelphia Atlanta 
Dallas Washington Cleveland 


Pittsburgh Buffalo Boston Detroit Seattle 


San Francisco St. Lovis Los Angeles 
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Your Heller Counter Display is your opportunity 
to cash in on new sales during 


NATIONAL HARDWARE OPEN HOUSE WEEK! 


These attractive, colorful dis- 
players pack a powerful sales 
punch. They effectively tell that 
NUCUT “Wavy Teeth” Files stay 
sharp longer, cut faster, smooth- 
er, cleaner, and with less effort. 
At a glance your customer can 
see the shape of file he wants 
and read the “good news" price. 


Like all other Heller Counter 
Displayers, the sturdy 94/2” x 
13%” displayer shown above is 
§ FREE. Moreover, each file is pro- 
tected by an attractive cello- 
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phane wrapping. Yet, all you 
pay for are the fast-moving 
NUCUT Files,—the files that are 
twice as good as ordinary files, 
yet cost only slightly more. 


Order your Heller Counter Dis- 
players from our nearby jobber 
today and cash in on the “buy- 
minded” public for some healthy 
file profits during your Open 
House Week! 


HELLER BROTHERS COMPANY 


Newark, N. J. Newcomerstown, Ohio 





TEs 


HELLER NUCUT WAVY TE! 


PUT THESE 


HARD-HITTING SALES AIDS 
TO WORK FOR YOU... NOW! 


] 
“SPECIAL FIVE” 


You get 5 dozen NU- 
CUT Files: 6” Extra 
Slim Tapers; 8” Mill 
Bastards; 10” Mill Bas- 
tards; 12-8” Farmer's 
Own; 6” Double Extra 
Slim Tapers. Size of 
Display: 10” x 1334”. 


2 
“BIG THREE” 


3 dozen fast-moving 
NUCUT Files: 8” Mill! 
Bastards; 10” Mill Bas- 
tards; 6” Extra Slim 
Tapers. Size of Dis- 
play: 6” x 13%”. 


3 
“ALL PURPOSE 
FILE“ 


Coarse cut on one side 
-—smooth cut on the 
other. You get: 12-8” 
All-Purpose Files. Size 
of Display: 1134x244". 


4 
BALL PEIN 
HAMMERS 


You get 12 Machinist's 
Parkerized Black Finish 
Ball Pein * Hammers: 
2-4 o2.; 2-6 oz.; 2-8 oz.; 
2-12 oz.; 2-16 oz.; 2-24 
oz. ‘‘Rubberi'’. Size of 
Display: 19%” x 16”. 


5 
CARPENTER’S 
NAIL HAMMERS 


You get 12 Nail Ham- 
mers: 3-16 oz. Heller 
“*Rubberi"’; 3-16 oz. 
Electric; 3-16 oz. Ex- 
celsior; 3-16 oz. Black 
Top. Size of Display: 
244" x 14”, 
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You'll Find Real Profits in 
Bug-a-boo, Super Insect Spray 





Bug-a-boo’s 
Extra Power Brings 
You More Sales... 
Repeat Business... 
Greater Profits 











UG-A-BOO, the Super Insect Spray, 
leads you to real profits! It moves 


fast ...every sale means a real profit. 

Super-powered Bug-a-boo is an out- 
standing spray. More powerful than 
other insect sprays, it works quickly, 





Mr. and Mrs. America these advan- 
tages of Bug-a-boo. 

Join the swing to this super-quality 
money-maker. Start ringing up profits. 
Get a supply of Bug-a-boo from your 
wholesaler, or address the nearest 





Bug-a-boo 





surely... has a pleasant fragrance... office of Socony-Vacuum Oil Co., Inc., 
won’t spot or stain. Powerful ads tell _—_or one of its affiliated companies. Kills tlies, mosquitoes 
moths, ants and mang 
. 
ee) 
TWO MORE BUG-A-BOO MONEY-MAKERS ae , 4 


BUG-A-BOO MOTH CRYSTALS 














zl These are pine-scented crystals, ready- 
a = packed in an attractive vaporizer, or in 
GysPale |....| cans. Hung in a closet, these crystals 

so" | give offa saturated air that kills de- 
ae structive moth worms. 


Py BYE 





Duavrante wd by 


BUG-A-BOO GARDEN SPRAY 


Kills or controls insects found on flow- 
ers and shrubs. Highly concentrated, 













4 ounces make 12 to 18 gallons of ; GOOD 
spray. When used as directed, it is HOUSEKEEPING 
harmless to humans or pets. a y dvertised hewn 
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THE INSECT SPRAY THAT PAYS A PROFIT 
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nished in 
and weig! 
.250Savaj 
100-Gr,; . 
30 Win., 
Gr.; .30-’ 
.30-’06 | 
.30-40Kr 
220-Gr.; 
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Savage, 1 
Gr.; .32 F 
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Soft le 
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jacket. 
batterec 


Tougl 
jacket c 
encases 
core an 
silver” 


Specia 
bind 
lead cc 


colore 
and ow 


18 CARTRIDGES 
15 CALIBERS 


SILVERTIP bullets will be fur- 
nished in the following calibers 
and weights: 


.250Savage,100-Gr.;.257 Roberts, 
100-Gr.; .270 Win., 130-Gr.; .30- 
30 Win., 170-Gr.; .30 Rem., 170- 
Gr.; 30- ’06 Springfield, 180-Gr.; ® 
.30-06 Springfield, 220-Gr.; 
.30-40 Krag, 180-Gr.;.30-40 Krag, 
220-Gr.; .300 H & "H Magnum, 
Rimless Belted, 180-Gr.; .300 H & 
2 —— Rimless Belted, 220- 
-300 Savage, 180-Gr.; .303 
ronilee 190-Gr.; .32 Special, 170- 
Gr.; .32 Rem. 170-Gr.; .348 Win., 
250-Gr.; .35 Rem., 200-Gr.; .375 
H &H Magoum, Rimless Belted, 
300-Gr. 


Your Big Chance to Increase Center-Fire Sales! 


T will be mighty easy to sell Super- 

Speed SILVERTIP cartridges to big 
game hunters when they learn that this 
sensational new bullet mushrooms at 
ALL effective hunting ranges. And they’re 
learning it right now, in full-page, 4- 
color announcements in leading outdoor 
magazines. 

By controlling the rate and also the 
extent of expansion, the SILVERTIP— 


Insures Positive Expansion from the 
Shortest to the Longest Hunting Ranges 
The soft lead core is enclosed in a 


thin “nickel-silver” jacket, composed of 
copper, nickel and zinc, that retards ex- 


pansion. The bullet mushrooms gradu- 
ally and penetrates deeper. Then the 
tremendous internal pressure causes the 
core suddenly to break through the jacket 
and spend its smashing power within 
the animal’s vitals! 

SILVERTIP power, famous WIN- 
CHESTER accuracy, maximum velocity 
and maximum cleanliness are all com- 
bined in Super-Speed SILVERTIP car- 
tridges. 

Be prepared to cash in on the demand. 
Order NOW, from your WINCHESTER 
jobber. 

WINCHESTER REPEATING ARMS COMPANY 


Division of Western Cartridge 
New Haven, Connecticut 


CONTROLLED DELAYED EXPANSION PLUS DEEP PENETRATION—AT ALL RANGES 


A BULLET OF ENTIRELY NEW DESIGN 


EXPANDS GRADUALLY—IS NOT TORN INTO STRIPS 


Soft lead core 
protected by 
‘nickel-silver” 
jacket. No more 
battered points. 


Tough _ outer 
jacket of Lubaloy 
encases both lead 
core and “nickel- 

silver” jacket. 


Special kaurls 
bind together 
lead core, silver 
colored jacket 
and outer jacket. 


Jacket of “nickel- 
silver’ complete- 
ly encloses soft 
lead core at the 
bullet’s tip. 


Ex poses of the 
bullet is delayed 
while silver col- 
ored jacket 1s 
rolled back here. 


Ultimate expan- 
sion regulated by 
curling of edge 
of outer Lubaloy 
jacket. 


Bullet before 


impact.“ Nick- 
el-silver” jack- 


etaround core 
extends be- 
yond Lubaloy 
jacket, 


“nickel-silver" 


Silver color- 
ed jacket con- 
tinues to roll 
back without 
rupturing as 
bullet pene- 
trates deeper. 


On impact, 


jacket begins 
to roll back 
around Luba- 
loy jacket. 


i 
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After penetra- 
tion silvercol- 
ored jackct 
reaches point 
of greatest 
expansion. 


Jacket then 
ruptures. The 
soft lead core 
breaks thru 
and expands 
rapidly. 


100 YARDS 
Silvertip 
30-06, 180-Gr. 


200 YARDS 
Silvertip 
.30-'06, 180-Gr. 


300 YARDS 
Silvertip 


.30-'06, 180-Gr. 





MYERS . 
@ WATER SYSTEM 


:. £/-*. 


SHALLOW WELL 
PLUNGER TYPE 

























Have you read the current issue of MYERS WATER 
WAY? If not, grab a copy and get important infor- 
mation about the new Myers Planned All-Year Water 
System Sales Program now available to active deal- 
ers who are already selling Myers Water Systems or 
to the other water system dealers who are looking 
for bigger opportunities to make more money during 
the months ahead. 


Myers Factory Salesmen and Myers Distributor Sales- 
men are rapidly bringing complete information direct 
to their Myers Dealers. If you are not as yet familiar 
with this new Myers Program and what it means to 
you, wait for the Myers Salesman or the Myers Dis- 
tributor Salesman who regularly visits you to per- 
sonally tell you all about it. 


New dealers—write us direct for details. We are 
ready to support live dealers who are willing to 
cooperate and tie in with the biggest planned all- 
yeer program ever announced to the water system 
trade. 


THE F.E.MYERS & BRO.CO. 
ASHLAND, OHIO. 


PUMPS — WATER SYSTEMS — SPRAYERS — HAY TOOLS — DOOR HANGERS 
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HELPS YOU SELL 
SCREEN CLOTH 


...BUILDS REPEAT BUSINESS 






Because the red enameled edge is... 





eself-identifying — 
customers call for Red Edge by name 







eself-measuring— 
accurate marks save time and waste 






®self-protecting— weal 
rust retarding under nailing strip Recs Har her 





eself-reinforcing— 
selvage stays tight, body is firm 










WRITE FOR @self-repeating— 
SALES HELPS Red Edge quality brings buyers back 
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THE GE NAME IMMEDIATELY 
ESTABLISHES CONFIDENCE... 
ITS DOUBLY EASY FOR US TO 
SELL THE FULL LINE 









" HE G-E name immediately establishes 
confidence. There’s never any ques- 

tion about acceptance. Handling the G-E 
full line has so many advantages that we 
would never consider any other policy... 

: one source of supply . . . one name to ad- 

com 1 ena ceca See aa oe vertise .. . one high quality. And, G-E’s 
Refrigerators, including two four color pages each strong advertising and merchandising sup- 


in the Saturday Evening Post and Collier’s. In . 
addition there will be a large newspaper schedule pore make it doubly omy for us to sell 










G-E Appliance Promotion For April 


Use this advance summary of next month’s advertising 
and sales activity to plan your own tie-up promotion. 























and outdoor posters. Be sure you have sufficient the full line.” 
window displays and interior merchandising helps. ; Says: MORGAN BOOE 
Morgan Booe Company 
G-E CLEANERS: The dramatic new campaign % Leavenworth, Kansas 





starts in the April issues of Good Housekeeping, 


Woman’s Home Companion and Life (2 inser- ’ GENERAL ELECTRIC DELIVERS MORE 


tions). Sensational ads will feature the economy 


a woman can effect through the purchase of a at CUSTOMERS TO RETAILERS THAN ANY 


General Electric cleaner. Get all the details on 


the new A.B.C. merchandising plan, now. OTHER ELECTRICAL MANUFACTURER 










G-E HOME LAUNDRY: Cash in on the greatest national F BECAUSE: 
magazine advertising campaign in G-E Home Laun- 
dry Equipment history! More than 45,000,000 sales General Electric has the widest and most 






messages for G-E Washers, Ironers and Dryers— 
breaking the market wide open during your best 
selling season! A brand-new, dramatic advertising 
theme will stop women—sell them on coming to 
your store for a demonstration. It’s on now. 






complete line of electrical appliances for 
the home. 















General Electric has the biggest advertis- 
ing appropriation in the electrical industry. 


More money is spent for General Electric 
merchandise than for any other brand. 


ae 


Ask your G-E Distributor’s salesman to tell you how 
General Electric, the biggest and oldest electrical firm in 
the world, puts its full strength behind every full line dealer. 





itpay chien Ge 







G-E ELECTRIC SINK: The home G-E ELECTRIC RANGES: Warch 


, ; REFRIGERATORS IRONER TOASTER 
owners of America will be told _for the large color ad in Better 





as 








the many advantages of the Homesand Gardens. Hardware 

G. E. Electric Sink in American dealers will want the “Cooking ee —s ee 
Home, Better Homes and Gar- Rebus”. It tells the sales story ELECTRIC CLEANER GRILL 
dens, House and Garden and of G-E Ranges with pictures ; ASHER 

House Beautiful. and demonstrations. 3 DISPOSALL RADIO WAFFLE 





For complete information on the promotions listed above, : WATER HEATER MIXER CLOCKS 
be sure to call on your G-E Distributor’s representative. 






WASHER - DRYER MAKER FANS 
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MAKING PROFITS FOR 
YOU FOR 34 YEARS! 


CONTINENTAL means QUALITY to the public, PROFITS for you. A complete 
line of Screen Doors and Window Screens for every purpose ... Screen Doors can 
be furnished stained, varnished, painted or "In the White" . . . Sell the accepted 
line, the complete line—a style and finish to meet the preference of your trade. 


Call Your Jobber Now! 


CONTINENTAL SCREEN COMPANY 


DETROIT, MICHIGAN 
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1. Attract the 
Customer... 


with this premium 







During Hardware Open House plus— 





an additional week, you will be able 
to make this profitable premium offer 
of a Blue Tip friction proof folding 
rule to all customers purchasing a 






















Master Tape Rule. 













This °fte, acs CHa 
Ask your jobber for Master display Aoritagt® factors”, <artong qa) "ED Milled « 
a et, ° 
card No. 4. — Lat Mas is 
tee "Altes a . speci ie 
. carbon 
Ys-inch | 














A TWIN BILL FOR OPEN HOUSE | _. 


The Merchandiser Case is walnut veneer 
,paneled back by hard white maple—sturdily 


Masrer Rues built and pilferproof—reflecting in every way, 





. . the quality of the rules it displays. on 
: It has received the enthusiastic approval of ) tensile . 
.% 4 hundreds of dealers over the country and | 1035 ste 
s | has helped bring back the demand for high : oe 

FY quality rules. 
; Try it out for yourself, simply by sending your © Rec 


jobber a good order for Master Rules. fill ix 


j 


the f 
and < 
MASTER RULE MFG. CO., INC. Five 
815 EAST 136th STREET, NEW YORK, N. Y. Rega 





can | 
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1 STOCK OF AVtIT7# FASTENINGS MEANS PROFIT 
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Milled and rough Studs are stocked in popular sizes. As one of the largest producers of nuts, we supply 
When physical requirements and raw materials are Semi-Finished, Castle, Slotted, Cold Punched, Hot 
specified, made to order in production quantities of Pressed, Cold Forged, Stove Bolt and Machine 
carbon or alloy steel, or non-ferrous alloys, from Screw Nuts in any quantity from stocks. We make 






Y-inch to 1%-inch diameters, any length. nuts from non-ferrous alloys to specifications. 
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Lamson full finished Cap Screws of SAE 1020 steel Lamson Set Screws of a special high carbon heat 
have approximately 90,000 Ibs. per sq. in. minimum treated steel compare favorably with much higher 
tensile strength. Our high carbon cap screws of SAE priced alloy steel set screws in performance. Cost 
1035 steel, heat treated, have approximately 150,000 you no more than common low carbon set screws 
lbs. minimum tensile strength. available heretofore. 


® Regardless of what kind of fastenings you need to factures the most complete line of bolt and nut products 





fill in your stocks—you can get them from Lamson in in this country. It is an obvious economy of time, effort 

the familiar trade-marked all-over design packages and expense to order every kind of fastening you 

and cartons with the distinctive Lamson label on them. need—in one shipment, at one time, on one 

Five plants keep jobbers supplied with Lamson prod- invoice, from one manufacturer. Specify Lamson 75%h 
ucts, and your requirements can be filled promptly. products every time you fill in your stocks. 
Regardless of the size of your order, Lamson & Sessions ce) ANNIVERSARY 
can fill it completely and quickly, for Lamson manu- THE LAMSON & SESSIONS CO., Cleveland, Ohio 1865-1940 














LAMSON & SESSIONS 
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PUT THESE HUSKY NETTINGS 
ON YOUR Payr oll 


®@ These husky, good-looking CORTLAND nettings will start making 


profits for you just as soon as you put them on display. Animal 


breeders and poultrymen will be building new pens and repairing 
old ones this Spring. Be sure to get your share of this profitable 
business. Only FULL GAUGE Copper Bearing Steel Wire—heavily 


galvanized—is used in Wickwire Brothers nettings. 


CORTLAND NETTINGS UNROLL FLAT @© HANG STRAIGHT 
ARE HEAVILY GALVANIZED ® ELASTIC © TOUGH e RUST 
RESISTING @ HAVE BRIGHT, ATTRACTIVE FINISH 


imat PEN 


N 
pA purPose 


heavily galvanized. 
idths from 
of 150 linear feet. 


THE 
“SPORTSMAN 
3-SHOT 
AUTOLOADER 
12,16 « 20 GauGes 
WIDE RANGE 


WICKWIRE BROTHERS, ING. newyork “= 
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OVER HALF A MILLION 
ULM LLAL MTL ah Ld 
_AUTOLOADERS HAVE 
BEEN SOLD / 


THE 
“SPORTSMAN” 
3-SHOT 
AUTOLOADER 
12,16 & 20 GauGEs 
WIDE RANGE 
OF 
SPECIFICATIONS 


FASTEST SELLING AUTOLOADERS IN THE WORLD 





GET YOUR ORDER IN NOW AND BE SURE 
YOU HAVE THESE GUNS IN STOCK WHEN 
REMINGTON CONSUMER ADVERTISING SENDS 
CUSTOMERS INTO YOUR STORE! 





You're in business to make 
money. That means you want to 
handle products with a big market 
and a steady demand. In the auto- 
loading shotgun field that means 
the Remington Sportsman and 
Model 11—the original autoloading 
guns made in this country, designed 
by John Browning and perfected 
by Remington-Du Pont research to 
meet the exacting requirements of 
American sportsmen. 

There’s no gamble for dealers 


handling the Sportsman and the 
Model 11. They represent sure 


profits—and swre satisfaction to 
your customers. They had to have 
the dependable service shooters 
want in order to sell in such huge 
numbers. And the enthusiasm of 
present owners of these guns (over 
500,000 of them!) creates a steady 
stream of new buyers. 


Sportsmen in your community 
will expect you, as their local dealer, 
to have these guns in stock when 
they are ready to buy. Will you be 
prepared to serve them? More de- 
tails on the Sportsman and the 
Model 11 are on the next page. 


Remington, 


DU PONT ON THE AIR—Listen to ‘The Cavalcade of America’ every Tuesday 
9 p.m., E.S.T., over National Broadcasting Company Networks 


THE MODEL 11 
5-SHOT AUTO- 
LOADER 
12,16 & 20 GAUGES 
IMMEDIATE 
DELIVERIES 
CAN BE MADE 








" u | é. 
THE SPORTSMAN ANDO THE MODEL Ii * 





_ HAVE PROVED THEIR VALUE... 
PROVED THEIR SALES APPEAL 


Widest range of specifications 


¥12, 16 and 20 gauges. 


/ Only autoloader made in 20 gauge. 


V All gauges chambered for 2%" shells. 


¥ Full choke, modified choke, cylinder, 
improved cylinder or skeet boring. 


¥V Selection of barrel lengths. 


¥ Plain, solid rib or ventilated rib 
barrels. 


V Five or three shot capacity. 
¥ Receiver handsomely decorated. 
Vv Checkered fore-end and pistol grip. 


¥V Standard, skeet and specially engraved 
fancy grades. 


ADE 
MODEL 1A STANDARD GR 


HEN you place your order for the Sportsman and the 
Model 11, you know just what you’re getting. For these 
are the tried-and-true, dependable autoloaders that have led the 
field in sales and performance ever since they were introduced. 
THE ORIGINAL AUTOLOADER made in this country is the Rem- 
ington Model 11. The basic design came from John Browning, 
and as made by Remington it has never been surpassed by any 
other autoloading shotgun. The original design has been per- 
fected by years of research in Remington-Du Pont laboratories. 
‘Only with the Sportsman and Model 11 can you offer a truly 
complete autoloading line. The Sportsman is the most popular 
skeet gun of any type—the gun used by scores of national, re- 
gional and state skeet champions—the gun with which a new 
World’s Record Long Run at skeet was recently made. 
BACKED BY REMINGTON-DU PONT PRESTIGE and traditions in 
research and manufacture, you can be certain that every Sports- 


man and every Model 11 will give your customers the finest | 


service and lasting satisfaction. That’s the kind of product you 
like to sell! Delivery of these guns can be made at once. Get 
your order in now. Remington Arms Co., Inc., Bridgeport, Conn. 


Sportsman is Reg. U. S. Pat. Off. by Remington Arms Co., Inc. 


e 
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Remington |, 
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DON'T FORGET NATIONAL HARDWARE OPEN HOUSE... APRIL 25—-MAY 4... WE ARE COOPERATING 
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Beware!—for holes in your stock are 
like dry wells in an oil field—expensive in- 
vestments that hold no promise of profits. 

These are days of quickly changing 
business conditions, of sudden surges in 
buying, with the constant likelihood of price 
fluctuations in raw and finished materials 
—days when holes in your stock may pre- 
vent the acceptance of valued orders and 
jeopardize customer goodwill. 

R B & W, throughout 95 years of 
manufacturing bolts, nuts and industrial 


PORT CHESTER,N. Y. 


RUSSELL, BURDSALL & WARD 


BOLT AND NUT COMPANY 


HOLES /W YoursTOcK! 


threaded fastenings, has passed through 
many fluctuating periods—depressions and 
booms, wars and peace-times. And this 
year, as in former changing periods, ade- 
quate stocks can be supplied to “fill the 
holes”—to keep your storage bins and stock 
shelves ready to meet every need. 

Surely this ability, backed by almost 
a century of leadership in quality, reputa- 
tion and customer goodwill, is worth con- 
sideration during these times when satis- 
factory sources of supply are at a premium. 





ROCK FALLS,ILL. CORAOPOLIS, PA. 











THE jay IN SAWS... 


ATKINS 2000 


A FORECAST OF THE TOOLS OF TOMORROW 


The Kind of Merchandise 
Customers Will Expect 
For OPEN HOUSE WEEK... 


@ When the whole Nation is invited 
to visit its hardware stores in April, you'll want 
to show the last word in saws, the “Atkins 
2000”—a forecast by Atkins designers of the 
saw that will be popular in the year 2000. 


Just as its appearance suggests, this is a great 
tool, faster in action, lighter in “hang,” and 
as modern as tomorrow. But better still, it 
looks modern, which doubles its value as 
merchandise. This is the sort of saw customers 
expect you to have in this day and age. 

There's a plus feature, too: A tag on every saw enables 
the purchaser to secure his initials for the saw handle— 
personalizing his pride of ownership. Following the Atkins 
policy of suggesting other saw types (compass, coping, 
back saw, etc.) to accompany a hand saw purchase, the 
Atkins 2000 will lead you to big saw volume this Spring. 


Order Today from your jobber. 


E. C. ATKINS AND COMPANY 


410 South Illinois Street, Indianapolis, Indiana 
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UNION DRAWN STEEL DIVISION 

BERGER MANUFACTURING DIVISION 

NILES STEEL PRODUCTS DIVISION 
STEEL AND TUBES DIVISION 
TRUSCON STEEL COMPANY 


@ There’s a definite reason for the 
fullness and squareness of Republic 
Upson Quality bolt heads and nuts. 
That reason is this: to assure close 
wrench fit—to help prevent wrench 
slippage and the skinned knuckles 
which often result. 

Added insurance against slippage 
and breakage is provided by the 
tough, strong Republic steel from 
which Upson Quality headed and 
threaded products are made. It is 
carefully processed from Republic 
ore in Republic mills for one single 


purpose—the production of high 
quality bolts and nuts. 

Have your jobber send you 
Republic Upson Quality bolts. Try 
them yourself for strength and 
wrench slippage—and you'll realize 
what we mean when we say that 
we're thinking about your customers’ 
knuckles and your future business. 

Your jobber can obtain any size, 
shape and quantity promptly from 
the more than 20,000 items carried 
in stock by Republic Steel Corp., 
Bolt and Nut ‘Division, Cleveland, 
Ohio and Gadsden, Alabama. 
































FLORENCE OIL RANGES 


Model TDCS (top of page}—A modern, 5-burner table top oil range 
—one of the most beautiful models ever offered. Fully finished in 
porcelain enamel. 

Model TLDS fabove}—This big, good-looking 5-burner oil range 
appeals to the eye and the pocketbook. Unusual value. 


Ask about the NEW LIBERAL FLORENCE PROMOTION PLAN for Dealers 


FLORENCE STOVE CO. 

General Offices and Plant, 

Gardner, Mass.; Western Of- 

fices and Plant, Kankakee, IIl.; 

Sales Offices: 1458 Merchan- 

dise Mart, Chicago; 45 E. 17th 

St., New York; 53 Alabama e e 
St., S. W., Atlanta; 301 N, AA 

Market St., Dallas; and 2730 


16th St., San Francisco. 
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HINGS are picking up for the Smiths, too! They 

cook with oil. And Mrs. Smith knows that Florence 
builds oil ranges so modern and streamlined that people 
look twice to be sure they’re oil ranges. Florence national 
advertising has been selling Mrs. Smith right along! 

Be ready for Mrs. Smith when she comes into your 
store with money to spend and a new modern oil range 
at the top of her list! The new Florence models are sure, 
swift sellers. They’ve got what Mrs. Smith and thousands 
of other women ask for in ranges: streamlined beauty in 
gleaming porcelain; powerful wickless burners; insulated 
‘ovens; handy utensil cabinets. 

1940 is going to be an even bigger Florence year. Be 
ready with the Florence line—a model for every need 
and budget. Take full advantage of Florence national ad- 
vertising, free window displays, literature and ad-mats. 
They build business and profits for you! 


GO FLORENCE IN GAS, TOO! 


There are profits in the Florence Gas Range line, too! 
De luxe models with all 22 Certified Performance fea- 
tures—smaller models for smaller budgets. Sell them in 
any market: manufactured, natural, or bottled gas. 
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_ CABINET HARDWARE 
that combines Beauty, 
Simplicity and Efficiency! 























ES, all three of these virtues you can be assured 
are combined in all National Cabinet Hardware. 


Our efficient designers kept in mind the importance 
of beauty of line so that the installation of the hard- 
ware would add to the beauty of the finished job. 


The ease and simplicity of the hinge and catch actions 
= | are other distinguishing features of this hardware. 


National 


The beautiful finishes, too, blend well with the completed cabinets 
- and serve as a protective coating to seal their fine materials from 
Ss rust, tarnish and corrosion. 


r 


They Every requirement of your trade for this type of hardware can be 
ounce satisfied owing to the wide diversity of the line and to the one 
a high standard of National quality, proved through years of service. 
t110na. 


g! 7 de 4 , 
your Further information will gladly be sent on request 


range or refer to your National catalog for complete 
sure, descriptions of these popular hardware products. 
sands , 
ity in 
ulated 
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“ ee | a , No. 106 Solid 
No. 760R Cabinet Door Set No. 760S Cabinet Door Set Brass Door Pull No. 7705S Cabinet Door Set 








NATIONAL MANUFACTURING CO 
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3"WATURALS” fo: Qocn House Weck... 


BOG THE FAGLY 4 ee UNET Bo. 3 
I%—Sauce Pan, No er, 1% at. way Coffee rr 
403—Straight Kettle, 3% 1 Combination Cooker. 
Approximate weight for 


FOR THE FAMILY OF FOUR . . UNIT No. that jump sales Aky Migh 


woman , i 
IO TEE OF a AEE? The average woman jut won’ lt the femil 
Dutch Oven. Approximate weight for this set—19 lbs. 
gets one of these perfectly matched sets of 
beautiful Memco Decorated Vitreous Enamel- 
ware. Each piece in every set was selected. 
by one of the nation’s outstanding home 
economists, and a housewife has everything 
she needs in the way of cooking utensils. A 
splendid gift for brides . . . for mothers and 
wives ... you'll find a good display of these 
new MEMCO Units will pay you well. Special 
newspaper ads, window banners and folders 
available to help you get more business than 
you ever dreamed of. Get your order in at 
FOR THE FAMILY OF SIX . - ; UNIT Me. 3 ~~ once! If your jobber can't supply you ORDER 


ce Pan. No Cover. 81—3 way Coffee Maker. 


14.—Sau 803— 
Straight Kettle, 7 qt. 12-in-1 Combination Cooker. 1051—Dutch 
Oven. 713—Tea Kettle. Approximate weight for this set—21 lbs. DIRECT. 


THE MOORE ENAMELING & MANUFACTURING CO. 
WEST LAFAYETTE, OHIO DEPT. 2-440 


Tested And Approved By Good Housekeeping Institute 


BUY MOORE...SELL MOORE ENAMELWARE 
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ona al PRESSURE coonep. 
gre real real prot ot nakeps 














SUPER SAFE MODEL C 


Approximately 90°; of all pressure cookers in use today 
are NATIONAL made... take the easy way--feature the 
cooker that’s endorsed by over | 2,000,000 housewives. 
NATIONALS are preterced ae EIGHT to ONE! 


ce aaa |S Sapam 
| AY 7 aiaeca ual 
National Automatic Tin Can m_ PRESSURE COOKER 


seale eals, cuts and re 


anges tin cans for re-use NATIONAL PRESSURE COOKER CO., DEPT.(2 , EAU CLAIRE, WIS. 
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What all Good Painters 
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$ SAVABRUSH A HERO IN YOUR STORE? 


not, you're passing up a bravo-bet when it comes to net! True, there are all sorts of brush 
avers on the market. But Savabrush rates a trade-medal for two reasons: it's the original brush 
torer AND the only one that's been nationally advertised for years! Result? When people ask 

or Savabrush they expect to get...Savabrush! It is only good sales-sense to cash in on this 
brand-demand the nation over. Ask your jobber! Schalk Ahemical Co., Los Angeles and Chicago. 









For Distinguished Service in 


SAVING VEC. 
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MAKING G-E MAZDA LAMPS EASIER TO SELL 








pO 





IS THE G-E MAZDA HOUR OF 
_ CHARM WORKING FOR YOU? 





Kk Sunday evening at 10 
o’clock (EST) the “G-E MAZDA 
Lamp Hour of Charm” reaches more 
than 3,000,000 families—many of 
them your customers—telling them 


about the low price and high quality 


of G-E MAZDA lamps. You can 
profit from this radio program 
simply by stocking and displaying 
these lamps that are made to stay 
brighter longer. See your General 
Electric lamp distributor today! 


- Phil Spitalny’s talented and lovely All-Girl Orch- 
estra has made the “G-E Mazpa Lamp Hour of 
Charm” one of the most popular musical shows on 
theair. Sundays, NBC Red network, 10 P. M., EST. 
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CLEAN-UP TIME 
IS ALMOST HERE 





HERE’S one good way to take ad- 
vantage of the annual spring clean- 
up. That is to have a good stock of burner 
baskets on hand—and on display where 
customers will see them. 

And it’s a good idea to be sure that they 
are Cyclone “Red Tag” Baskets. The 
well-known Cyclone name helps you make 
the sale because it tells your customers 
that these baskets are well-made—that 
they will give long service. Cyclone prod- 
ucts are famous for quality that means 
long life. 








CYCLONE RED BURNERS— THE ECONOMY LINE 


Cyclone Burner Baskets are made strong 
and good-looking. They are available in 
three popular sizes—1 % (No.1),2 (No.2) 
and 2% (No. 3) bushel capacities. Inter- 
sections are welded for extra strength. 
Painted a bright red. At a small increase in 
price, the 2% (No. 3) bushel capacity 
Cyclone Flex-Top Basket may be had with 


U-S°S CYCLONE 








AND CATCH-ALL BASKETS 


the new, handy Flex-Top described at the 
right. 
CYCLONE “CATCH-ALL”’— THE EXTRA 
HEAVY FAVORITE 

Cyclone’s big rugged “Catch-All” Bas- 
ket can take a lot of punishment. Welded 
at every fourth intersection—a total of 198" 
welds. Crimped and welded 2” mesh. 
Pressed steel rims at top and bottom give 
it extra strength and rigidity. Enameled 
green finish or galvanized after fabrication. 
2% bushel capacity. 

Place your order now for these popular 
Cyclone Baskets. Be ready when the 
spring clean-up rush comes. 

Write us for display material to help you tie-in 


with the big promotional program of National 
Hardware Open House Week—A pril 25 to May 4. 


CYCLONE FENCE COMPANY 
General Offices: Waukegan, III. 
Branches in Principal Cities 
Standard Fence Company, Oakland, California 
Pacific Coast Division 
United States Steel Export Company, New York 


Reng” BURNER 








A smart, new 

idea in Burner 
Baskets 
Cyclone’s new 


Flex-Top 
has popular appeal 


HERE IS SOMETHING REALLY 
NEW TO SHOW TO CUSTOMERS. 












































































AND THE TOP CLOSES UP LIKE THIS 


It’s more convenient for customers 
to use and more convenient for you. 
The new Cyclone Flex-Top Burner 
Basket comes with the cover attached 
—yet baskets can be nested for ship- 
ment or storage. The top is sturdy 
—constructed of No. 6 gauge gal- 
vanized wire. It is a simple, clever 
ides that is sure to appeal to cus- 
tomers. Available in the 244 bushel 
capacity basket only. 

Call your jobber, or write us, for 
your supply of these new baskets 
right now, Be prepared for the burn- 
er basket business this spring with 
something really new. 





















BURNER 
BASKETS 











“MORE THAN 
DOUBLED OUR 
ROPE SALES! 


Mr. George J. Leven, Head of Franklin 
Hardware Company, knows from experi- 
ence the value of the Plymouth sales-maker! 


HAT’S what the Franklin Hardware Company of North 
Attleboro, Massachusetts, says! Here are their exact words— 
“We are certainly pleased with the Rope Sales-Maker, as we 
have more than doubled our rope sales. We can now sell rope in 
one-half the time that it used to take to make a rope sale, and we 
are sure that the customer is getting full measure and we are 


making our profit.” 
Why not have the Plymouth Sales-Maker make sales for you? 
Your customers can pick their rope at a glance—and it measures 
and cuts your rope for you! 5 feet high, it takes only 34” x 16” of 
floor space. The Sales-Maker turns that into profitable floor space! 
Today—telephone your Plymouth Rope Jobber and tell him you 
want a Plymouth Sales-Maker. Ask for the Basement or the 
Sales Floor storage model. Cost? Only $7.50 f.o.b. Plymouth— 
actually one-half its cost to us! 
GREAT NEWS iS ON THE WAY! Soon your jobber’s salesman 
will come into your store with the most amazing merchandising 
plan ever offered by a rope manufacturer. It’s new, different, 
POWERFUL in customer pulling power. See it—learn how it 
puts money in your pocket. 


ms ARR AO . 
NNN ances 


PLYMOUTH CORDAGE COMPANY By selling from larger coils, conveniently stocked in 

NORTH PLYMOUTH, MASSACHUSETTS, AND WELLAND, CANADA SP SSNS Ge ES Ge Heenan Se 28 Tee 

floor, you creatly reduce rope footage wasted in 

random lengths. For dealers whose rope is stocked on 

the same floor as the display, another model has 
been designed for Sales Floor storage. 


Sales Branches: New York, Boston, Baltimore, Philadelphia, 
Cleveland, Chicago, Houston and San Francisco 
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: MODEL 3708 e 
MODEL 416C 


Two-burner cabin stove. Re- 
movable heavy gauge steel _Instant-lighting, two-burner mod- 
tank. Built-in pump. Retails _ el, built-in oven. Solodur fuel tank. 


7.95. 7 other models. Retails $9.95. Others, $4.95 up. 
Colema CAMP & CABIN STOVES 
FLOODLIGHT LANTERNS 


MODEL 243A—Single mantle. Mica ; 
* globe. Steel fuel fount. Retails $3.95. _ (On Coleman No. 10 High Stand) 
Big, two-burner model. In- 


MODEL 242B—Instant-lighting,single stant lighting. Solodur fuel 
eqpantle. Pyrex glass globe. Brass tank. Built-in pump. Retails 
ount. Built-in pump. Retails $5.95. (less stand) $9.95. Folding 
L 220B—Powerful; instant- Stand, $1.95. 

: lighting -_ —— — 

MODEL MODEL moper enerator. Pyrex globe. Nicke Col ‘ew » 
2428 2208 ‘plated fuel fount. Retails $7.45. leman’s “Step-Up” Profit 
aliens ee vee eee Pian Gives You A Quick And 


Easy Way To Boost 

















Increase Your Profits With Coleman’s “Step-Up” 
Profit Plan! Coleman’s ‘‘Step-Up” Profit Plan 
for dealers actually boosts your income as much 
as 165% on famous, popular Coleman Camp 

Stoves, Cabin Stoves and Floodlight Lanterns. pep ag Be pa 
Write today for complete details. Order stocks Its Profit-Results! 
from your jobber, ask for prices on all models. 


THE COLEMAN LAMP AND STOVE COMPANY 
Wichita, Kans. Chicago, Ill. Philadelphia, Pa. Los Angeles, Calif. 
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VOLUME PROFIT ? 








THE KIT PLAN licks your biggest problems! It 
lets you show more models and at the same time cut 


your inventory investment. Builds volume and profits! 
It's NEWI It's GOODI It will make money for youl 


LOW PRICES put Gale in a more favorable posi- 
tion than ever! Gale prices are emphatically RIGHT! 
With Gale, you meet competition without sacrificing 
your margin. Your profits will NET bigger with Gale! 


GALE propucts 


GALES#QUR G, LtLin ors 
In Canada, GALE Products, Peterboro, Ontario 


~cermagrmpepcsecnscent = 


/ 





FACTORY TO YOU makes lower prices and closer 
cooperation possible. Gale gives you everything you 
need to do profitable refrigerator volume. Real help 
. .. protected territories . . . no high pressure or quotas. 
FEATURES that SELLI Model for model, price for 
price, Gale gives you features that give you a head-start 
with value-wise prospects. It's a complete line! A profit- 
able one regardless of how many refrigerators you sell! 


Division of 


Outboard, Marine 


a 
Manufacturing Co. 


Your present sales force 


can profitably sell GALE 
Portable Air Conditioning 


Units! Compact, plug-in 


appliances—easy to sell, 
easy to install (no plumb- 


ing or special wiring). Two 


models, popularly priced! 


















This Theme 
Brings 
Women 
Into Your 
Store 
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And So Will This Fresh New Design for 
the Modern Kitchen — Packed with win J 
FREE! Feminine Sales Appeal , 
. Beautiful, colorful Nesco Flower Basket Containers that will capture 
every lady’s heart—designed for her . . . and for you as a profitable 
Seven color p> sales builder. A special offering of attractive items to increase your 
motional material sales on the entire line. Nesco Flower Basket features even, glossy onl 
packed in each finish of rich white with gay red trim—bright, easy-to-clean interiors— 
deal. 30x40” win- smooth, well turned beads—distinctive, seven color decal decoration— 
dow poster. Two snug-fitting, well made covers. 

Sus 
oe Spepees Comes. No. 7000 — NESCO Special Deal seas 
Write for Mats, Quantity No. Size Inches Items _ 
Electros, and Con- 41/4"x51/4" 1 Ib. Tea Canister one 
sumer Circulars. Vid 7330 5144"x61/,” 2 Ib. Coffee Canister 

FLOWER, — 6Y/,"x618” 6 lb. Sugar Canister 
. . 4" x75" 6 lb. Flour Canister 
BASRET decorated containers doz. 7310 10 qt. capacity Step-On Can 
doz. 7311 139/4"x9V/e" x9” Roll Top Bread Box 
Ask your Jobbers’ Salesmen about this V/gdoz. 7324 24 qt. capacity Round Waste Basket ® 
SPECIAL OPEN HOUSE DEAL. Packed 1% dozen of each item per deal. Packed in 6 cartons. Weight a 
Write for Catalog Page and Price List. approximately 40 pounds. 
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**Arnold Didn’t Know” :— 


During my recent visit to the 
two California retail conventions 
I met an interesting man in his 
early forties. He had been in the 
retail hardware business for less 
than three years. For 15 years 
prior to that he had been in the 
retail grocery business with its 
long hours, short margins and 
very exacting legal restrictions, 
because the handling of food 
must necessarily be under control 
of the health authorities. His 
first name is Arnold. He insists 
that his last name be withheld in 
these comments. Arnold has been 
successful, in the hardware busi- 
ness, and, strangely enough, has 
kept his sales curve up in all 12 
months of the year for the entire 
time he has been in business. He 
has planned his inventory, his 
selling campaigns, his window dis- 
plays and his advertising to fea- 
ture salable goods at all seasons, 
and so he thinks the hardware 
business is the best all-year retail 
field available to an ambitious 
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young man. He is concentrating 
his purchases largely with one 
and never with more than two or 
three sources of supply and puts 
most of his time, talents and ef- 
forts into selling goods, not buy- 
ing them. He tries to keep his 
hardware store as clean, as invit- 
ing and as orderly as he had to 
keep his grocery store. He is 
making money. Arnold didn't 
know you could run a hardware 
store under any other set of meth- 
ods and, of course, you can’t suc- 
cessfully. 


U.S. Buying Power :— 


Four years ago the Federal 
Government started a survey to 
determine the income, spending 
and living standards of 300,000 
families, selected to provide a 
cross-section of our 126,000,000 
population. Early results from 
this study report that two-thirds 
of all American families lived on 
an average of $69 per month dur- 
ing 1935 and 1936; that 4,000,- 
000 families (estimated to be 14 





per cent of all families) largely 
on relief had an annual income 
of only $312 and that a decent 
standard of living for a family 
of four requires $1,200 income 
per year. A group of 8,000,000 
families (25,000,000 to 30,000,- 
000 persons) averaged $750 per 
year so’that an estimated 42 per 
cent of the total lived in those two 
years on incomes averaging less 
than $600 a year. Another group 
of 7,000,000 familigs (23 per cent 
of total) lived on an income of 
$100 per month and the average 
income for the nation as a whole 
was placed at $1,622 per family. 
Other high spots in the report in- 
clude these figures: two-thirds of 
the nation lived on less than $1,- 
500 annual income and average 
$826 per year; fewer than 4 per 
cent of all families had incomes 
of $4,000 or more per year and 
14 per cent of all families (low- 
est income bracket) bought only 
6 per cent of the food consumed 
in this country and the next 27.5 
per cent group bought 20 per cent 
of the food consumed. 


39 











Living Standards: 

In a country which has long 
been able to boast of its high 
standards of living, the income 
figures given above are somewhat 
shocking. They definitely chal- 
lenge the ingenuity, skill and re- 
sourcefulness of the nation’s lead- 
ers to bring about an improved 
income status for more families. 
Without an improvement in the 
average American family income 
we cannot have a permanent and 
secure bright outlook for the fu- 
ture. To improve the American 
wage structure, business must pros- 
per and be permitted to expand 
without undue taxation or other 
government handicaps. If able to 
do so, American business would 
welcome the opportunity to pay 
higher wages, knowing that high- 
er incomes mean greater buying 
power which is sorely needed to 
perpetuate commercial expansion. 
A vital factor is the need to take 
millions of families off relief and 
other government payrolls and 
put them back into private busi- 
ness. This can only be accom- 
plished when private business is 
encouraged; when incentive for 
expansion is present and when 
taxes and restrictions by govern- 
ment are on a basis that takes the 
shackles off the natural ambition 
which is typical of American busi- 
ness leaders. 


Chain Stores :— 


The other day I heard a very 
interesting comment by a_ keen 
student of another retail field. He 
is the publisher of a successful re- 
tail merchandising magazine which 
is the leader in its field. Said 
he, in effect—‘“Twenty years ago 
the chain stores started to harass 
the independent dealers in our 
field. They hired away from in- 
dividually-owned stores a_ great 
many highly competent mana- 
gers, and took from our ranks 
some of our best-known buyers, 
merchandisers, etc. In many 
parts of the country chain stores 
have taken a dominant place in 
our field, forcing out of business 
some very fine independent re- 
tailers. Although the national to- 
tal of individually-owned stores 
has not dwindled greatly, there 
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has been a definite lack of new 
independent stores, consistent with 
the increase in population and the 
increase in the sale of the goods 
our dealers handle. The growth, 
in number of stores, has certainly 
been the growth of chain groups. 
In the past year or two we sense 
an increase in the number of new 
independent stores and find many 
of these are being started by for- 
mer chain store clerks or man- 
agers who have smarted too long 
under remote control ownership 
and direction. We also sense, in 
a study of recent subscribers from 
the ranks of chain store em- 
ployees, an ambition of many 
more clerks, managers and buy- 
ers to return to the independent 
field either as partners or full 
owners of their own stores.” I do 
not know of any parallel develop- 
ment in the retail hardware busi- 
ness, but do believe that such a 
trend might well be expected in 
many retail fields, if and when, 
general business conditions and 
opportunities improve. It has 
long been an American tradition 
that today’s office boy may be to- 
morrow’s president in any busi- 
ness—and that is an ambition to 
be fostered and cherished. It has 
been a factor in making this coun- 
try great. In recent years taxa- 
tion and regulations have tended 
to cool off the desire to “enter 
business for myself” so that here 
again American voters have a 
challenge to elect the type of 
office-seeker who will encourage 
and not hamstring _ business 
growth. , 


Railroads :— 


It is interesting to learn that 
American railroads carry 63 per 
cent of the nation’s freight; spend 
$1,000,000,000 yearly for mate- 
rials and supplies; pay $1,000,- 
000 per day in taxes and have an 
annual payroll of $2,000,000,000 
paid out to 1,000,000 employees. 
These figures are furnished by the 
Association of American Railroads 
as part of its campaign to inform 
the public accurately on the vital 
statistics of railroad operations in 
this country. All of us, instinc- 
tively, recognize the size and im- 
portance of the railroads, but 
probably few of us ever realized 
that every day the tax bill paid 





by railroads is $1,000,000. This 
is a lot of money, and should be 
one of several strong reasons for 
blocking all efforts toward gov- 
ernment ownership or operation. 
If the government ever acquires 
our railroads there will be an 
immediate loss of this daily mil- 
lion dollars in tax revenue. And, 
if government’s performance in 
other fields competing with pri- 
vate business is any criterion, we 
have a fairly accurate and not too 
encouraging picture of what to 
expect. Too many of us are too 
indifferent toward the inroads 
government is making in competi- 
tion with private business and 
likewise too indifferent to the 
threat of further government op- 
erations and their socialistic im- 
plications. If every tax-paying 
eligible voter in this country 
would show more interest in gov- 
ernment we would prosper with 
better government, better office- 
holders and more constructive ad- 
ministration. One fundamental 
that all voters should support is 
every program calculated to keep 
government out of the railroads 
and out of every other essential 
industry now under private oper- 
ation. 


Poor Penmanship:— 


Careless, indistinct handwriting 
cost American business an esti- 
mated $80,000,000 during 1939 
according to Doris E. Almy, pres- 
ident of the National Association 
of Penmanship Teachers who is 
further quoted as saying: “I defy 
anyone to read most of the sales 
slips that go to the offices of a 
department store. In desperation 
these stores often employ some- 
one to teach their clerks how to 
make more legible forms.” This 
same criticism could be leveled 
against salesmen for wholesalers 
and manufacturers whose orders 
are slipshod and hard to read and 
equally to careless retail clerks 
who make out charge slips that 
invite costly errors. More care in 
penmanship is a subject worthy 
of every hardware executive's 
thinking and a topic highly suit- 
able for store and staff meeting 
discussion. And let the boss set 
a good example by making his 
own notes, order forms, charge 
and sales slips easy to read. 
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ILCO No. 3002 (De luxe): Sturdy barrel, 
specially processed enclosed spring, positive ad- 
justment; simplified application for right or left 
hand, inside or out; weather-resisting gun-metal 


finish. 

















ILCO No. 650 Liquid Closer: Compact and 
powerful—installed anywhere without revers- 


ing spring; rai speeds; best materials 
and workmanship. 


T’S open season on Screen Door Closer customers. Good 
I profits . . . steady business all season. ILCO dealers who 
if stock all four closers in this most complete line are going 
_— to bag the profits. They can’t miss because there are a flock 
of customers within range of each number. Each of these 
items is a time tested sales producer that you won’t want 


to be without in the busy season ahead. 








ILCO No. 3001 (Senior): Polished brass barrel, 
heavy duty special tempered spring, adjustable 


speeds—easily 


ILCO No. 2001A (Junior): Solid brass barrel, sortment at 
heavy spring, adjustable speeds—readily installed. 


installed anywhere. 


ILCO KEY 
BLANKS 
See us first. We 


INDEPENDENT LOCK CO. wcities 
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The attractive lithographed display card (shown above) 








will bring ‘em into your store. The working sample mounts 
invite inspection and the four-barreled ILCO line clinches 
the sale. 

Write today for information on how to cash in on 


National Hardware Open House week with ILCO. 











maintain an ex- 
tremely large as- 
all 
times, and can 
fill orders from 
stock. 


THE SYMBOL OF SUPREME 
LOCK PROTECTION 








Fitchburg 


BRANCHES IN ALL PRINCIPAL CITIES 
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(- many _ stores 


carry numerous items which they 
either cannot or do not display. 
This failing results in many lost 
sales, for many articles, including 
daily necessities, are bought on 
impulse, as the result of a customer 
noting displays of such merchan- 
dise. Whether an item is displayed 
on a table, in a window or on wall 
units, it is the merchandise a cus- 
tomer can readily see that really 
gets attention. 

John J. Leonard, president, 
treasurer and general manager, 
Hutchinson Hardware Co., Inc., 
Lynn, Mass., started modernizing 
that 107-year-old store last Sep- 
tember, in order to overcome the 
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The Hutchinson Hardware Co., Inc. 
Lynn, Mass., moved these lines up 
from the basement and two months 
later sales increased over 25 per cent 


store’s inability to display much of 
its housewares and giftwares line. 
As part of that modernization pro- 
gram, women’s lines were moved 
from the basement to the main 
floor. Mr. Leonard, in commenting 
on this change, says: “We moved 
the housewares department to the 
main floor to attract more women 
to the store and it is now one of 
our best profit-making depart- 
ments. The space in the basement 





was limited and women found 
shopping there unpleasant because 
of the cramped space and their 
nearness to bulky items. Under the 
old arrangement women seeking 
ladders, brushes and other large 
items had to go into the stock room 
to look at them. By moving this 
department to the main floor we 
practically doubled our display 
space and we can now show every- 
thing carried in that section in our 
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Over at the left is 
a general view of 
the new housewares 
section. The alcove 
style display units 
are decorative yet 
do not detract from 
the items displayed. 


Closeup of china- 
ware section show- 
ing construction 
of display units. 
The alcoves give a 
specialty shop ap- 
pearance while the 
display niches in 
the wall show a 
number of bulkier 
items to advantage. 
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main fleor display room. Women 
coming into the store now see 
things we always stocked but 
which they never knew we had 
before.” 

The remodeling was started just 
after Labor Day, and, although it 
was carried on without closing the 
store during business hours, a 
good deal of the first floor had 
been completely rearranged by 
November. During that month the 
result of the modernization began 
to be quite obvious for November 
sales showed a 25 per cent increase 
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The former basement section was 
attractive but always gave the 
appearance of being crowded— 
a feeling that was intensified by 
4 the frequent use of high displays. 
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Here is the former hardware department, now located in the 


basement. 


over those for the same month in 
1938. 

“Two women salespeople are 
employed in the housewares de- 
partment,” says Mr. Leonard, “be- 
cause women customers do not 
want to talk to a man on cooking 
items as the average man has lim- 
ited information on the subject. 
We employ married women be- 
cause they are more familiar with 
home routine.” Since women, who 
are said to do 85 per cent of the 
spending in this country, are bar- 
gain minded, odd prices are used 
wherever practical. The store en- 
deavors to “meet price competition 
from legitimate stores,” says Mr. 
Leonard. “We will charge our 
regular price and then have the 
competing store shopped. If the 
quality is the same we will give a 
cash refund although we usually 
find there is a difference in quality. 
Where the quality of the competi- 
tor’s item is different we will actu- 
ally buy that item and show the 
customer the difference.” 

Low shelving in a series of 
alcove-like displays gives the new 
housewares section an appearance 
particularly inviting to the ladies. 
The shelving is finished in yellow 
and blue. This color scheme was 
selected after considerable experi- 
mentation to obtain an attractive 
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The housewares section now occupies this space. 


and colorful combination _ that 
would enhance rather than detract 
from the merchandise. The old 
shelves and walls were covered 
with 14-in. plywood, and the new 
shelving was so constructed as to 
make all merchandise displayed on 
it within easy reach of people of 
average height. The wall space 
above the shelving is utilized by 
display niches of varied sizes and 
shapes in which items such as end 
tables and other bulky equipment 
are shown under concealed light- 
ing. A 15-ft. doorway was cut 
through a wall in’ the rear of the 
display room and a former ware- 
house was made a part of the 
housewares section. Although 


much of the merchandise is shown 
in these alcoves, tables are used 
for numerous giftwares lines and 
for showing groups of related 
lines, and most of these tables 
have pyramided displays. Each 
alcove has a small table with mer- 
chandise that is frequently 
changed. 

American lines are featured in 
the store, the few imported items 
left in stock being disposed of as 
rapidly as possible without re- 
placement orders being made. 
Giftwares are given considerable 
attention in the department which 
carries a number of lines not regu- 
larly found in the housewares de- 
partment of a hardware store. 
Among these are artificial flowers, 
framed pictures, dresser sets and 
gourds. The chinaware section in- 
cludes 10 popular patterns, all 
open stock lines, offered in sets of 
32 pieces and more, priced from 
$4.95 to $50.00. One line of qual- 
ity line aluminumware is featured 
although odd pieces are offered in 
competitively priced qualities as 
well as cast aluminum pieces. 

Lynn is but a short distance 
from Boston, with its numerous 
housewares outlets including large 
department stores, and the Hutch- 
inson store must carry a wide 
variety of housewares and gift- 
wares at prices comparable to 
those in the city. Like the depart- 
ment stores it finds it necessary to 
permit some customers to have 
charge accounts. While the store 
has approximately 7000 charge 
accounts, most of its volume is on 
cash sales. Deliveries are made 
within a radius of 20 miles of the 
store. 


Demonstration Farm 


HE Oklahoma State Chamber 

of Commerce operates a dem- 
onstration farm, now in its second 
year, to demonstrate the possibil- 
ity of rebuilding the soil and 
physical properties of a worn-out 
tenant farm, and of rehabilitating 
a tenant farmer under a long-term 
on a planned program. Rental 
money of $100, plus a consider- 
able amount of feed was turned 
back to the tenant recently, as 
compensation for improvements 


made during the year, which would 
ordinarily be made by a rental 
owner. The farm has been ter- 
raced, 10 acres of soil fertilized, 
10 acres planted to soil improving 
crops, three acres of woodland 
cleared for pasture, 1500 feet of 
fence rebuilt, the house renovated, 
etc. The tenant family has assets 
of $615 more than at the begin- 
ning of the year, in addition to 
having had its living off the farm 
for the year. 
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ARDWARE deal- Bradstreet, Inc. The increase in 
ers’ sales in 1939 of $674,000,000 hardware sales equaled the sales 


represented an increase of more _ gain for all retailing. 

than 7 per cent over the 1938 dol- Hardware wholesalers likewise 

lar volume according to prelimi- increased their sales 15 per cent 
ahd nary estimates released by Dun & _ over the 1938 figure, while sales 
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i Manufacturing .. ..1. +14 20 +18 mated at $225,000,000. 


Compiled data from Dun & Bradstreet, Inc., and Harpware AcE charts. Inventory for all retailing was 


of all wholesaling increased 7 per 
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TABLE II 


InvENToRY Trenp—U. S. ToraAts 





Percentage Change from Previous Year 


1/1/37 
Est. 
Retail (Hardware) 
Retail (General) + 7 
Wholesale Hardware 
Wholesale (General) +15 
Manufacturing +15 


3 per cent higher at the end of 
1939 than in the previous year, 
whereas they had shown a 5 per 
cent increase in the first six months 
of the year. It seems likely that 





1/1/08 1/1/39 =7/1/39 1/1/40 
Est. Est. Est. Est. 
+ 3 + 5 

+ 7 - 6 +5 + 3 
+12 

4. 7 7 + 3 +11 
+19 —!]] ] +9 


Compiled data from Dun & Bradstreet, Inc., and Harpware Ace charts. 


the progressive improvement in 
retail sales volume and a brisk 
holiday trade possibly depleted 
stocks a little in the second half 
of the year. This did not occur in 





the retail hardware trade to as 
great an extent for inventory in- 
creased during the last half of the 
year. 

Hardware wholesalers increased 
their stocks by 12 per cent during 
1939. All types of wholesalers 
increased their stocks 11 per cent 
and more than three-quarters of 
the added stocks were acquired 
during the second half of the year. 
This increase can be blamed pri- 
marily on war psychology. 

This process of accumulation 
appears from current reports to 
have been carried over into 1940 
as a result of deliveries of goods 


ordered during the fall of 1939. 


The Business Roundup 
1939 Compared with 1938 


N analysis of the 1939 sum- 
A mary of Production, Trade, 
and Prices Indexes compared with 
1938 figures as compiled by Busi- 
ness Week shows some trends of 
particular interest to the retail 
hardware dealers. 

Most outstanding in the trade 
figures are the amazing increases 
in sales of household refrigerators 
of 51 per cent, washing machine 
sales of 26 per and oil 
burner shipments of 56 per cent, 
over 1938. This illustrates the im- 
portance of these major appliance 
lines and indicates that consumers 
are willing to spend more and 
more of their income for such 
products which definitely add to 
their comfort and convenience at 


cent, 


home. 
Retail 
are not participating in this busi- 


hardware dealers who 


ness might well reconsider the 
opportunities for new business for 
their stores by selling these ap- 
pliances. 

The production figure on resi- 
dential construction increased 35 
per cent over 1938. This simply 
more homes 


means that many 

were built in 1939 than in the 
previous year and that retail 
hardware dealers should have 


participated in this increase. 
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Some of the guns 
included in the 
Hall collection. 





Collecting and exchanging old time firearms helped 


Sell 2500 Guns in Three Years 


: hun- 


dred new and used guns have been 
sold in the past three years by 
The Hall Hardware Co., Hender- 
son, Ky., a town of less than 12,000 
population. Melvin E. Hall, and 
his brother and partner, the late 
C. V. Hall, opened the store about 
three years ago and shortly after 
inserted a classified advertisement, 
in a local newspaper that read 
something like this: 


Wantep Any Type Usep Guns 
We will accept in trade 
any type used gun on the 
new gun you may select. 


Hall Hardware Co. 


Used modern guns were what 
the Hall brothers had in mind 
when they inserted the classified 
ad, says Melvin E. Hall, who states, 
“We of course had in mind a mod- 
ern used gun that could be re- 
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That’s what the Hall 
Hardware Co. did in 


Henderson, Ky., a town 
of less than 1.200 





Here are some of the pistols, 
revolvers and edged weapons. 


conditioned and resold for hunting 
purposes. However, people began 
bringing in used modern guns, to- 
gether with old cap and ball rifles, 
muskets; muzzle-loading shotguns, 
pistols, etc. We found ourselves, 
by the end of the week, the posses- 
sors of about 20 old antique guns.” 

A general exchange of modern 
as well as antique guns started as 
the result of that advertisement. 
Says Mr. Hall, “We decided to 
make our offer still broader and 
to accept their antique firearms. 
This was the beginning of our col- 
lection. We soon found that we 
had enough antiques to make a 
display and prominently featured 
them on the wall opposite our mod- 
ern gun display cases. This at- 
tracted the attention of the regular 
patrons of our store, some of 
whom had guns of the type in 
which we were interested. Some 

(Continued on page 142) 
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Here's a real candid camera shot of C. R. Swisshelm, 
sales manager, Crescent Tool Co., Jamestown, N. Y., 
which was taken during a fishing trip on Pickerel River, 
in Canada, in the spring of 1939. R. B. Warman, Land- 
heft & Warman, Inc., Buffalo, N. Y., advertising agency, 
who took this picture, says, “The black flies were 
terrific and as we ran up the river, ‘Swiss’ was busily 
engaged in covering his face and hands with fly dope. 
Sitting in the stern seat, I got the camera ready and 
hollered ‘Swissl’ This is just the way he looked when 
he turned around. The fishing was good but the flies 
were terrible.” Mr. Swisshelm, better known to hard- 
waremen as “Swiss,” is an enthusiastic angler, and 
has pulled in lots of bass and ‘‘muskies” in Chatauqua 
Lake, Jamestown, N. Y., and has fished as far south as 
the waters surrounding Florida 














Carol Head, Hobbs, N. M., although but 12 years of age is 
both a hunter and a hardwareman. When not in school or 
in the outdoors he works in his father’s store behind the gun 
and ammunition counter. His hobbies are hunting and col- 
lecting old firearms, swords and knives. He also enjoys 
archery contests and collecting stamps. In 1937 Carol shot 
his first buck, the skin of which is draped over the horse 
against which he is leaning. His second deer provided the 
head shown at his feet, this specimen having been brought 
down when Carol was 11 years of age. The deer hanging up 
was brought down last year by the young hunter. This speci- 
men’s antlers are incomplete because the animal rolled down 
a mountain slope after having been shot. Carol Head has 
been a shooting enthusiast since he was five years of age 
He uses a 22 high-power rifle with a specially-built stock 
Were it not for the fact that a person may shoot but one buck 
a year this young man would probably have a greater num- 
ber of deer to his credit. His father and mother operate 
hardware and furniture stores in Lovington and Hobbs, N. M 





HARDWARE AGE INVITES ALL HARDWARE MEN TO SEND IN THEIR HOBBY PHOTOS. 
ALL ARE WELCOME—DEALERS, WHOLESALERS, MANUFACTURERS AND THEIR SALESMEN. 
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S CHLAFER’S, INC., 


Appleton, Wis., builds new busi- 
ness through the use of direct-mail 
mimeographed letters which are 
designed and developed by the 
store. These letters are sent to 
newcomers to Appleton, a city of 
27,000 population, and to newly 
married and engaged couples. All 
of the letters contain coupons of- 
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New Business From New People 


Schlafer’s Inc., Appleton, Wis., gets 
plenty of it by means of direct 


mail costing 4 cents a person 
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fering a free gift to the person if 
they bring the coupons to the 
store. These gifts, however, are 
not contingent on a_ purchase. 
Many new customers are secured 
each year and additional sales 
are consummated as a result of 
this activity which costs but lit- 
tle. 

“Different letters are sent to 






Here is a typical let- 
ter to newlyweds. 
Mimeographed 
on colored paper, it is 
illustrated and 
also bears a 
decorative border. 


each group,” says Arthur H. Ben- 
son, who is in charge of advertis- 
ing for the firm. “The letter to 
newcomers extends a cordial wel- 
come from our store and attempts 
to give the new family some con- 
tact in the city where they will 
feel at home. We also tell them 
interesting facts about the com- 
munity that may be helpful to 
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them, such as information about 
educational and recreational fa- 
cilities, and news about the shop- 
ping district. We also tell them 
about our store and the lines 
carried and urge them to visit us 
and use the free gift coupon as 
an introduction.” 

A check on results shows that 
approximately 90 per cent of the 
newcomers bring the coupons to 
the store. These people feel flat- 
tered that some company is in- 
terested in their personal prob- 











Nano 


A_FREE GIFT PACKAGE FOR’ us 


Just bring this coupon to our store and you 
will recoive a liberel size shaver can of 
Schlefer's Cleaning Compound and Water Softener 
and a four ounce bottle of Revivar fine 
Furniture polish with our compliments. 


We invite you to make Schlofer's your head 
quarters for overything in hardware ond to use 
our quick delivery service. 








SCHLIAFER'S INC. 





Address 


— 115 W College Avenue 


by 

















a 

Zi ¥ am 

at , * ”) 
te J 


5 


ome 





Name 


%, Prosort this FREE GIFT PACKAGE 


Just bring the couvon to us and you will 
recelvo a free liberal size shaker can of 
Schiafer's Cleanirg Compound and Water Softener 
ané a four ounce bottle of Revivar fine 
fyrniture polishes 


Ak 

Bie invite you te make Schlefer*s your hoad 
arters for everything in hardwere and to use 
our quick delivery services 

Go 
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lems in the new community. This 
activity also tends to counteract 
impressions in the mind of the 
newcomer regarding national 
chains in the community with 
which they may be familiar and 
gives the individual a reason to 
come to the local hardware store. 


Store Described 


Letters to newlyweds and en- 
gaged couples extend congratu- 
lations and tell about departments 
in the store which may be helpful 
in starting the new home. All let- 
ters are mimeographed on colored 
paper and usually have a deco- 
rated border illustrating the spe- 
cial occasion. Free gift coupons 
are included with each of these 
letters. 

“We have found,” says Mr. 
Benson, “that 75 per cent of the 
coupons are returned to our store 
by brides. As an example of re- 
sults, we sold six ranges in a few 
weeks’ time to newly married 
couples who had returned the cou- 
pons. In addition to this, numer- 
ous kitchen utensils, electrical ap- 
pliances and other household 
items were sold to these new cus- 
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We believe that these 
people are tied quite closely to 
our store as a result of this pro- 
motion.” 

Names of newcomers to Apple- 
ton are secured from announce- 
ments in the local papers and 
from the Chamber of Commerce, 
which issues a list of new arrivals 
every week. This list is made up 
from data supplied by the local 
telephone and utility companies. 

The names of’ newlyweds and 
engaged couples are taken from 
the society pages of local papers 
where announcements of mar- 


tomers. 


These coupons accompany 
each letter and it is 
not mecessary to make 
a purchase in order to 
receive a gift package. 


riages and engagements occur. 
Reports of marriage licenses is- 
sued each day are also received 
from the court house. Friends 
selecting gifts give the names of 
these people to sales ladies of the 
store. 


Low Cost 


“Direct-mail promotions of this 
type are very low in cost,” Mr. 
Benton says. “We figure that the 
entire mailing including postage 
is about 4 cents per name. The 
mimeographed letters are run off 
in quantity and kept so they can 
be sent out as soon as the new 
name is secured. From time to 
time, new letters are developed, 
especially if we think of a new 
idea that might be effective.” 

All names are added to the 
regular mailing list of the store 
and other promotional material is 
sent to the entire list at certain 
times during the year. 








A SPRINGTIME WINDOW DISPLAY 








An interesting spring window featuring lawn and garden tools 
suggested by the Union Fork and Hoe Co. of Columbus, Ohio. 
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The system of free enterprise 
should dominate our country— 
not the doctrine of expediency 


By HON. AUGUST C. FLAMMAN * 
Member of the Law Firm of 


Brennan, Flamman & Simpson, 


New York City 


TL. month of Febru- 


ary can be truly called the month 
for rebirth of patriotism and re- 
view of the principles of Ameri- 
canism. It is the birth month of 
the two greatest American build- 
ers — Washington, that great 
leader, so divinely selected, with 
the needed ability to lead in the 
establishment of our republic, and 
Lincoln, selected by God, in the 
crucial days when we _ tested 
whether that building should en- 
dure. Both have made a complete 
contribution and the America of 
today would not exist, except for 
their service and loyalty. 

There is sorely needed today, 
the elimination of the principle 
of “expediency,” both in thought 
and conduct upon the great ques- 
tions of the day. Business has not 
always been alert to the infringe- 
ments upon the “American way.” 
It was not big business that tested 
the N.R.A. Fortunately, two small 
business men were alert to the 
evils of that system, and realized 
what it meant in the sure destruc- 





+ An address delivered before the 
Hardware Trade Association, New York 
City, Feb. 20, 1940. 
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A Message to Business 


tion of the “American way.” For, 
you will recall that the litigants 
were a pants presser and a poultry 
dealer. They stood out as oppo- 
nents, and not followers of “ex- 
pediency.” All too frequently, 
business has permitted inroads 
without even a protest. I recall, 
however, another outstanding bus- 
iness man, however, associated 
with your trade—the late Russell 
J. Atkinson of Brooklyn, N. Y.., 
who during the period of enthusi- 
astic approval of the N.R.A., had 
the courage to stamp it as a viola- 
tion of the “American Way” and 
he lived to see his course vindi- 
cated against the opinions of the 
“expedient.” Illustrations of this 
character point altogether too fre- 
quently, to this failure on our part 
to act! Washington knew this 
failing and these tendencies were 
ably set forth in his farewell ad- 
dress. May I quote some of its 
pertinent extracts? 

“That the free Constitution, 
which is the work of your 
hands, may be sacredly main- 
tained.” 

“Interwoven as is the love of 
liberty with every ligament of 
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your hearts, no recommendation 
of mine is necessary to fortify 
or confirm the attachment.” 

“The disorders and miseries 
which result, gradually incline 
the minds of men to seek se- 
curity and repose in the abso- 
lute power of an_ individual; 
and sogner or later the chief of 
some prevailing faction more 
able or more fortunate than his 
competitors, turns this disposi- 
tion to the purposes of his own 
elevation, on the ruins of pub- 
lic liberty.” 

“It is important that the 
habits of thinking in a free 
country should inspire caution; 
to those entrusted with its ad- 
ministration, to confine them- 
selves within their respective 
constitutional sphere, avoiding 
in the exercise of the powers of 
one department to encroach 
upon another. The spirt of en- 
croachment tends to consolidate 
the powers of all departments in 
one, and thus to create, what- 
ever the form of government, a 
real despotism * * * But let 
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there be no change by usurpa- 
tion; for though this in one in- 
stance, may be the instrument 
of good, it is the customary 
weapon by which free govern- 
ments are destroyed.” 


Have We Forgotten? 


Have we not forgotten these 
warnings? We have babied com- 
munism and permitted its growth, 
notwithstanding that its principles 
are entirely un-American. Com- 
munism would have us believe that 
the only thing that creates value 
is labor; that capitalism was or- 
ganized to squeeze profits at 
labor’s expense. It teaches that 
capital will not succeed for labor 
will not permit it; that by force 
labor will bring about the needed 
dictatorship and control of affairs. 
We have even witnessed recently 
this doctrine indirectly coddled, 
by referring to your people sup- 
porting it as “Communist friends.” 
Those who believe it are not 
friends of America! 

Others have believed in the Nazi 
program. A program that teaches 
that the leader is always right; 
teaches to strictly obey discipline; 
never to criticize; but to surrender 
mind and body to the cause, in the 
belief that whatever serves the 
movement, is right. 

Others have supported Fascism, 
in many respects akin to Nazism. 
There, too, one is required to give 
up comfort and to be happy under 
discipline, to believe whatever 
told, to show no individuality but 
to become a cog and responsible 
to the leader who shall do the 
thinking; so that to live is to obey 
and give up all, including life, 
for this leader, to whom shall be 
the Kingdom, Power and Glory 
without question. 

In our country, the discontents 
seem to forget that capital cannot 
make a man work, it cannot inter- 
fere with his organizations; that 
capital does protect its workers 
and cannot do business without 
pleased buyers. In this connection, 
I cannot too strongly emphasize 
the importance of employers and 
employees, immediately, using the 
present instruments to bring about 
an harmonious and pleasant rela- 
tionship. If company unions are 
organized, much can be done to 
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create an intelligent cooperation. 
In the future, the employer must 
not consider some set-up by which 
his employees proportionately 
share in the profits of the business, 
and in which friendly and frank 
discussion of mutual problems, is 
fostered. 

After considering these foreign 
and un-American plans, we can 
rejoice in the “American Way,” 
call it “capitalistic” or “free enter- 
prise,” the system of constitu- 
tional government, with checks 
and balances, the system under 
which freedom is insured and the 
only system under which it lives. 
For, with freedom, work main- 
tains its initiative and opportunity. 
If freedom were destroyed, life it- 
self would be merely an existence, 
and of little value. 

Are we not observing, today, a 
definite trend away from the 
American system with its constitu- 
tional government, with its attri- 


bute — freedom? May I recall 
some of the instances that illus- 
trate this tendency? Noteworthy, 
is the effort toward centralized 
government, destroying the free- 
dom of self government in the 
communities so essential; the ef- 
fort to purge legislators disagree- 
ing with the chief executive; the 
effort to purge the courts for dis- 
agreeing in the interpretation of 
the law with the chief executive. 
The talk of the “third term” shows 
the willingness of our people to 
forget one of the outstanding rec- 
ommendations of the great Wash- 
ington. We recall the “N.R.A.,” 
the “A.A.A.,” the evidence of the 
infringement of freedom of 
speech; the undue interference in 
business and most recently the bill 
proposed by the Secretary of the 
Navy that the President be em- 
powered in a time of emergency 
“to take over industry and license 
(Continued on page 140) 








COULD YOU GIVE THE ANSWERS? 


A review of some of the sports for which the firm of Babcock, 


Hinds & Underwood, Binghamton, N. 


Y., handles equipment was the 


main feature of this unusual window display by Joseph B. Kozak. 
This window featured the different types of balls used in va- 


rious sports. 
that stated 
lettering on the central panel 


Each ball was numbered to correspond with a card 
in what particular sport that ball was used. The 
in the background asked window 


shoppers the question “Can You Tell in What Sport Each Ball Is 


Used?” 


will try to name the 


A window of this type will stop many a passerby who 
sports without 


looking at the answers. 
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Presenting Our Guest Editor 


K. W. ATKINS 
Vice President in Charge of Sales, 


E. C. Atkins & Company, 
Indianapolis, Ind. 


Whose Subject Is 


An Outsider’s Viewpoint 


in 
OR some little time 


I have thought a great deal about 
the position the independent hard- 
ware dealer plays with reference 
to trade in general, and how and 
where the hardware dealer does a 
real service to the public. The 
other day, it occurred to me that 
the real service a hardware dealer 
does could be summed up prin- 
cipally in these two functions: 
namely, to furnish goods to make 
things and, second, to furnish 
goods to mend things. 

I remember when I was a boy, 
my fellow companions and I were 
continuously running over to the 
local hardware dealer for nails, 
hinges, padlocks and all sorts and 
kinds of things to go with the mak- 
ing of various club houses we were 
building in friends’ backyards. | 
do not know how much we spent 
at the local hardware store, but 
I do know it was a good deal more 


than we spent on candy and things 
of that kind. 

All boys are alike and, further- 
more, many of us do not get over 
this boyhood craze of constructing 
something ourselves. After we de- 
velop into manhood, marry and 
have homes of our own, we con- 
tinue to construct and mend things 
around the home. The man is c@n- 
tinuously looking to the hardware 
store to furnish him with inciden- 
tals whereby he can develop the 
ingenious ideas he has thought of 
to improve upon the work of the 
original contractor. These inci- 
dentals apply not only to builders’ 
hardware (such as brackets for 
shelves, coat hangers, locks, 
hinges, etc.) but even to ‘pipes 
and fittings for those who dare to 
venture into the plumbing’ busi- 
ness. Tools, also, fill an important 
place on the “want” list. 


There is always the final paint- 









K. W. ATKINS 


ing and finishing to complete all 
perfect jobs and. luckily for the 
hardware dealer, the genius 
around the household buys a can 
of paint that is, usually, twice too 
large and a good brush to go with 
it. His paint job comprises of, 
ordinarily, just one job alone and 
then the paint bucket is set aside 
with the brush. Six months later, 
when another paint job is re- 
quired, both the paint and_ the 
brush are ruined and a new outfit 
is in order. 

The second service which deal- 
ers perform is that of furnishing 
things for mending. All husbands, 
and most wives, are continuously 
in need of certain items from the 
hardware store to fix chairs, tables. 
chests and all sorts and kinds of 
things around the home, including 
electrical appliances, plumbing. 

(Continued on page 142) 
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WESMASHING 78% PROFIT 
ja DEAL—Stock a half dozen 
each of the first four numbers 
illustrated. Get absolutely FREE 
the last two numbers ($1.75). Get 
absolutely FREE the modern 
merchandiser. Entire cost to you 
—$6.30. Selling price—$11.20. 
PROFIT — $4.90—78%! 


The Modernized Yale ‘’Silver- 
ee Six’’—Six sparkling padlocks 
in new baked aluminum finish. 





New FREE Merchandiser. 
@@ Handsome blue and silver 
merchandiser, so striking . . . no 
printing process can do this col- 
orful merchandiser justice . . . it 
actually decorates your store. So 
compelling—it practically sells 
the ‘Silver-Six’’ by itself. 









CONTACT YOUR WHOLES 


NN 
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Greatly increased Yale Pad- 

lock advertising in the Satur- 
day Evening Post that will bring 
new customers into your store. 
These padlocks will also be ex- 
hibited at the New York World's 
Fair. 


Highest quality padlocks in 
5 their price range. From 25¢ 
to $1.00. The “Silver-Six” offers a 
group of Yale Padlocks, strong, 
sturdy and secure. 


24-Hour Delivery Service— 
Yale carries in stock all 


, “Silver-Six” padlocks for imme- 
diate delivery, including keyed- 


alike and No. 797 and No. 798 
Master-keyed. For this special 
service, order direct and invoice 
through your jobber. ; 
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The “askit bird,” a cut-out 
of card or upson board, has a 
blue head and body and a 
yellow tail, bill and eye. 
Fastened before a panel in 
the window he asks “What’s 
your spring sport?” He may 
also be used in newspaper 
ads and on show cards ask- 
ing folks if they have noticed 
the various features of your 
sports equipment. 
































[GOLF ? 


TENNIS? 


FISHING ? BASEBALL ? |} 












































The yellow upson board sun with paint 

can attached is suspended close to the 

window with rays of colored ribbon. The 

disks in the background represent the paint 

colors you stock. Place brushes on the 

inclined display board and arrange cans 
of paint about the floor. 
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Spring Display 
Hardware 


Seasonal-Eye-catching- 
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A pink panel with white 
circle and blue letters 
gives an attractive back- 
ground to the miniature 
figures which, facing to 
the rear, stand upon a 
white gift box, tied with 
ribbon, to which a card is 
attached. Suggested gifts 














are displayed on the white 
steps. Open a “Bride’s 











Shop” if possible. 
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Lay out, with either paint or 
paper, blue, yellow, red and 
green sections in the back- 
ground panel and extend 
them across the plateau. 
Show smaller items in color 
on the background and 
heavier ones upon the plateau. 
Lettering can be blue against 
white or cut-out white let- 
ters with colored edges. 
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Saves, * a ap pes and glassware sea- 

. ° son. e cupboard is made of 12 in. lumber 

Decorative-Interesting with cut-out front border in pastel pink 

and blue. Set against a light yellow back- 

ground panel with pastel blue side panels. 

Repeat this border on china shelves in 
the interior of the store. 






This imitation traffic light 
is of thin wood painted 
black with cut-outs for 
the green and red lights 
and should be equipped 
with a flasher. Back panel 
is green with “concrete” 
road and steps and red 
lettering. Don’t forget 
that April is a good month 
for auto supplies in all 
sections of the country. 
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month by month since 
The G. M. Williams Co. 
opened its new store 
in New London, Conn. 


Sales have increased 


And when the store 
was formally opened 


to the public. ..... 


Moore than 3,500 


people attended the opening of the 
G. M. Williams Co.’s new store in 
New London, Conn., a city of 30,- 
000 population. In addition, sales 
increased 37 per cent over the pre- 
ceding year in the first full month 
following the opening of the new 
store and, to date, each month has 
continued to show an_ increase 
over the corresponding period a 
year ago. 

Many new lines were added to 
the stock as a result of increased 
display facilities made 
by the new building, modern fix- 
tures and efficient store layout. 


possible 


A section of the crowd 
that inspected the new 
store on the evening 
of the formal opening. 


All displays were greatly improved 
merchandise 
heretofore 


and considerable 


which 


was shown 


could not be presented because 
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of the cramped quarters. Store 
traffic increased and is increasing 
every day because customers, and 
particularly women, find the store 
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more interesting. Much of the 
increase in sales can be traced to 
these factors, says C. Reid Hud- 
gins, manager. 

“Several months were needed in 
which to build the new addition 
and to decorate and finish the in- 
terior,” comments Mr. Hudgins. 
“We built our own fixtures, in- 
stalled them and arranged the 
merchandise displays. While this 
was going on, we developed a plan 
to introduce our new home and 
re-dedicate its facilities to the ser- 
vice of our customers.” 

The formal opening was held 
on a Tuesday evening with the 
store open for inspection between 
the hours of 7 and 11 p.m. Spot 
radio announcements told of the 
gala event for two weeks prior to 
the opening, and an hour’s broad- 
cast over the local station was 
scheduled for the big evening. 
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“During this program,” says 
Mr. Hudgins, “our announcer in- 
terviewed people in the store as 
part of the broadcast. City of- 
ficials and many customers par- 
ticipated. Customers were asked 
how long they had traded with 
the company and considerable in- 


Cashier’s desk at 

the rear of street 

floor. Customers 

from floor above 

or basement pass 

it when leaving 
the store. 


Round end tables speed the flow of traffic on the street floor. 


Mikended dae Upeming, 


teresting and entertaining infor- 
mation developed, which delighted 
everyone there, as well as those 
listening to the broadcast at home. 


Neighboring hardware dealers 


visited the store during this eve- 
ning and were quizzed by the 
announcer. Guest manufacturers, 
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Below—Display equipment in the sporting goods de- 
partment features seasonal goods at various times. 








A five shelf displayer shows a complete line of 
household utensils in a relatively small space. 





those supplying merchandise to 
us, also took part in this pro- 
gram. 

“Many people hearing the lo- 
cal broadcast at home decided 
something very unusual was tak- 
ing place at the G. M. Williams 
Co., and decided to come down 
to the store. The crowd increased 
as the evening progressed and 
more than 3,500 people registered 
for this opening. It was truly a 
gala occasion, one the people of 
New London will remember and 
one of which the store will always 
be proud.” 

Publicity for the opening was 
carefully planned. An attractive 
eight-page special section in the 
local paper announced the event, 
related highlights of the com- 
pany’s history and described some 
of the modern features of the 
store. Congratulatory advertise- 
ments of contractors and manu- 
facturer suppliers appeared in 
this section. Approximately 15,- 
000 people in the trading area 
received this announcement. 


oO 


Colorful housewares are 
displayed on a step-up 
platform at the top of 
the second floor stairs. 


ce) 


A four-page formal invitation 
in color was sent to 1,700 manu- 
facturers, hardware merchants 
and friends asking them to at- 
tend the opening. No merchan- 
dise was sold during the formal 
opening the first evening. 

“The increase in sales volume 
following changes in the store has 
delighted us,” states Mr. Hudgins. 
“Sales for the month following 
the opening increased more than 
37 per cent over the volume a 
year ago and increases have oc- 
curred every month since. Credit 
for these results must be given 
to our improved facilities.” 

Several new lines of merchan- 
dise were added to the stock. 
Radios and major appliances are 
now shown in attractive displays 
and a model kitchen is another 
important demonstrating unit. A 
full line of bicycles can now be 
shown and have proved very 
popular. Many items were added 
to the sporting goods stock to 
broaden the line and make it more 
complete. This stock is now three 
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times as large as before. Many 
specialties in housewares were 
added to make this department 
one of the most interesting and 
attractive in the city. 

The new store, which is lo- 
cated in the heart of the down- 
town business section, is 50 ft. 
wide and 110 ft. deep. The front 
is of colonial design in keeping 
with the historical atmosphere of 
New London. Colonial, hood type 
windows project from the facade 
on the second floor to give a bay 
window effect. 

The building, has three selling 
floors. The street floor is devoted 
to tools, paint, steel goods, sport- 
ing goods and cutlery depart- 
ments. Three batteries of tables 
are arranged in the floor space. 
Round end tables are used on the 
ends of table batteries in order to 
stimulate circulation. Aisles are 
wide and cross aisles are con- 
veniently located. Stairways to 
the basement and second floor are 
located in the rear. 


oO 


Women are drawn to 
this gadget shop located 
in the center of the 
housewares department 


1) 


The entire second floor is given 
over fo housefurnishings. The 
model kitchen is complete and 
there is sufficient floor space for 
demonstrations adjacent to _ it. 
The gadget shop is located at 
about the center of the depart- 
ment and this merchandise is 
shown in an extremely attractive 
manner. Numerous small tables 
placed informally about the floor 
show both seasonal and new 
goods. Five shelf stands are also 
used to display complete lines of 
aluminum and enameled utensils. 
Numerous floor displays for bulky 
merchandise, such as jappaned 
ware, clothes hampers and stoves 
give variety to the display which 
makes the entire floor more in- 
teresting. 

Builders’ hardware, shelf hard- 
ware and other heavy merchan- 
dise departments are located in 
the basement. Homeworkshop 
tools can be demonstrated here 
and many heavy contractors’ sup- 
ply items are also shown. 

(Continued on page 140) 
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Below—The model kitchen which occupies the center 
of the appliance department on the second floor. 





Small tables are arranged informally and feature 
a wide range of new items and seasonal articles. 
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KENTUCKY DERBY BROADCAST 
May 4th overC B S Network 


Adding one sensation io another . . . Gillette announces 
exclusive sponsorship of the Kentucky Derby broadcast over 
the coast-to-coast CBS network plus a special bonus to 
dealers just for cooperation. All you need do is keep a card 
or carton of this fast-moving merchandise on your counter 
and a poster on your window to earn this extra compensation. 
At the same time you hitch your store to one of the really 
great promotions of the year. Get all the benefit of this 
nation-wide broadcast of America's number one turf classic. 
Call your wholesaler today for quick action. 


Gillette Safety Razor Company, Boston, Mass. 


You will be proud to have this display in your 
window. Beautifully lithographed in full color 
it will attract favorable attention day in and 
day out. Don't miss this opportunity to make 
more money on Gillette merchandise. 


This window streamer 
“tells the world" you 
have the famous Gil- 
lette Tech Razor. Be 
sure to paste one on 
your window, 
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TED HUSING, the nation's most 
versatile sports announcer; Bryan 
Field, foremost turf expert and 
Ned Allen, nimble-tongued "ad 
libber" compose the galaxy of 
talent to handle Gillette's exclu- 
sive broadcast of the Kentucky 
Derby May 4, 1940. This event will 
be featured on 86 CBS stations, 
coast to coast. 


The new Gold Tech will take the spot- | 7 
light in Gillette's Kentucky Derby broad- Fy). 


cast. Heavily gold plated and packed 
in a handsome tweed-grain travelling 
case, this razor is certain to ‘“'go"’. 
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GILLETTE 
Brushless 


SHAVING CREAM 


GIANT SIZE 
ECONOMY TUBE 


Sensation of the industry, the Gillette Tech 
Razor continues to win new friends by the 
thousand. This razor, featured on the Ken- 
tucky Derby broadcast, will continue as one 
of your fastest-selling men's items. 











Stanley Tools, division, Stanley Works, New Britain, Conn., 
award with its window display showing a series of 
cartoon cut-out carpenters using actual tools against a back- 
ground of an unfinished house 


won an 





The plastic 


Prize-Winning Hardware 





file container of the 


It fits any type of window. 


Nicholson File Co., Providence, R. I., 

holds files upright and protects them 

by its plastic cover. Package retains 
finish and cleans easily 


McCormick and Co., Baltimore, Md., 

in its container design dramatizes its 

slogan “An Elephant for Strength.” 

Sales story is effectively and color- 

fully presented in an eye-appealing 

manner. Closures are used on 
gallon cans. 


lL, answer to retailers’ 


packaging needs, hardware manu- 
facturers more and more are step- 
ping to the fore with packages 
styled in “the modern manner” — 
packages that pack plenty of sales- 
appeal and eye-appeal. Hence in 
the recent All-America Package 
Competition sponsored by Modern 
Packaging, Chanin Building, New 
York City, the hardware industry, 
through the number of individual 
manufacturers that won major 
awards, has gained further packag- 
ing prominence in a field that has 
been dominated mainly by drug, 
grocery, and other types of busi- 
nesses. Through the courtesy of 
Modern Packaging, we present 
here the winning hardware pack- 
ages of 1939. 

Each package is unique in one 
or several respects. Their domi- 
nating characteristics are color, de- 
sign, special safety features. Many 
serve the dual purpose of a ship- 
ping container and a display con- 
tainer. Each dramatizes itself and 
its sales message to the consumer. 
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Right—Fayette R. Plumb, 
Inc., Philadelphia, won 
with this display, an 
adaptation of corrugated 
board, attractively col- 
ored. Traps in which axe 
heads rest are also cor- 
rugated, protecting the 
cutting edge. Is used for 
shipping as well as for 
display purposes. 















Left—The “airplane lug- 
gage type, gridiron ship- 
ping case won for Michi- 
gan Wire Goods Co. of 
Niles, Mich. Imitation 
stickers list recipes for 


In this display cabinet of : 
campfire cookery. 


General Electric Co., Nelo 
Park, Cleveland, Ohio, 
flashlight bulbs are inserted 
in vertical slots. Remov- 
able cards identify bulbs 
by type, voltage and price 
while batteries are placed 


along the top. Below—Schick Dry Shav- 


er, Inc., Stamford, Conn., 
features a pocket kit 
with shaver, cord, brush, 
etc. Pigskin case also 
includes a mirror. 





container for Arnold, Schwinn Co., Chicago, permits automatic 
sealing. Can be opened with a knife and reclosed safely 
by gluing, taping, wire-tying, etc. 






4d i 
3 The “Cycletainer,’’ a corrugated fiberboard bicycle shipping 
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Model R-869 


HERE ARE THE LEADERS 








Model R-889 


Again in 1940 PERFECTION 
business with 6 big 


- N 


‘y NEW MODELS! An entirely im- 
, 2 proved line...plus two new models 
{| ... 4]. at the lowest price ever for modern 


“streamlined” Perfections! 








OUTSIDE FUEL STORAGE! Ends 
handling of fuel in kitchen. Con- 


stant level valves are available on 
Models 8680 and 8690. 












|] ALL OTHERS IN THE FIELD 
COMBINED! 148,000,000 selling 


messages in magazines and on the 


radio—plus point of sale advertising. 
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FOR GREATER OIL RANGE PROFITS! 









































Re tetialll 
Model R-868 Model R-888 





paves the way to more profitable 
ig | sales-making moves! 















OMY icq? MORE BANKABLE PROFIT! nu... GREAT SELLING HELPS FOR 
‘safe, F More money for you to put in your J BB YOUR STORE! The big detailed 
more pocket... because of freedom from iy \ catalog and free colorful sales 
uels! | service worries or adjustments. makers . . . yours for the asking. 
a THE PERFECTION STOVE COMPANY 


7247-A PLATT AVENUE * CLEVELAND, OHIO 
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(- climax of pro- 


motional activities in the retail 
hardware store will be the National 
Hardware Open House celebration 
starting April 25 and continuing 
until May 4. This event offers the 
progressive or publicity minded 
dealer a splendid opportunity to 
attract attention to his hardware 
store and the service it can render. 

To make the most of this event, 
plans should be carefully prepared 
and each activity for the period 
worked out well in advance. Re- 
sponsibility should be divided 
among all persons in the store and 
the dealer should serve as the 
checker to see that each part of 
the program is carried out on time 
as planned. 

Most hardware stores participat- 











Three-piece saucepan sets are 
featured in this mass display. 
Single step-up display unit is used 
in half the bin. 
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Celebrate National Hardware 
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Garden Goods Window 


Merchandise: Rakes, hoes, spades, shovels, garden spading forks, hand 
diggers, garden seeds, flower seeds, plant bulbs, grass seed, plant foods, 
wheelbarrow, sprinkling pots, flower pots, hose, nozzles, hose washers 
and connectors, sprinklers, grass and hedge shears, gloves. 


Background: National Hardware Open House pennants and banners 
on background. Regular background of corrugated board or wallboard 


painted ivory. 


Suggested Interior Displays: For tables—garden hose and canvas 
gloves. For platforms—wheelbarrows and steel goods. 


ing in this activity will stress the 
competitive position of the store 
by offering for sale outstanding 
merchandise values in all depart- 
ments. Excellent assistance in se- 
curing merchandise of this type is 
available from the many cooperat- 
ing wholesalers and manufac- 
turers. 

Attractive window and interior 
displays are essential and store 
decorations are important. Every 
customer must be made to realize 
that something different is going 
on in the store. Several rows of 
pennants supported by wires 
across the store will completely 





change the interior appearance of 
the store. Banners and pennants in 
the windows, such as shown in this 
section, will convey this same idea 
to people passing the store. All 
windows of the store should use 
this decorative material regardless 
of the merchandise shown. It is 
not necessary that all the merchan- 
dise be specials, for there is con- 
siderable seasonal merchandise to 
be featured at this time. 

A firm publicizing its competi- 
tive position should scatter the dis- 
plays of special merchandise 
throughout the entire store and 
should try to show items from a 
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Window Display IDEAS 


particular department as _ near 
other merchandise in the depart- 
ment as_ possible. 
should be used which indicate the 
item to be a National Hardware 
Open House special. 

Both newspaper and circular ad- 
vertising can be used to tell the 
consumer about the Open House 
merchandise or store service fea- 
tures which are being emphasized. 
Select the medium that will pro- 
duce best results in the community. 
Assistance will be available from 
most of the cooperating wholesal- 
ers and manufacturers in planning 
this advertising. 

Two of the windows in this sec- 
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S pecials—National 
Hardware Open House 


Merchandise: Tool boxes, ham- 
mer, pliers, files in box, hand axe, 
household scale, floor wax, carpet 
sweeper, skillet, mop and polish 
set, tea kettle, step-on-can, fruit 
juicers, flour sifter, flashlight, 
food choppers. 


Background: Regular back- 
ground of corrugated board or 
wallboard painted ivory. Use Na- 
tional Hardware Open House ban- 
ners and pennants on background. 
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Price cards - 


Open House During This Month 
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Another mass display of cast 
iron skillets for the end of a 
table. Locate displays of this mer- 
chandise near housewares depart- 
ment. 


tion are decorated with Open 
House banners and pennants. Sea- 
sonal garden merchandise is shown 
in the large window while the 
smaller one presents a number of 
Open House specials featured by 
the store. Pennants are used on 
both the background and on the 
glass window front. Show cards 
and price cards on the merchan- 
dise in both displays will help the 
customer make the final decision 
about the purchase. 

Enthusiasm for Open House 
must be generated in the salespeo- 
ple of the store before the opening 
day. Every employee must be so 
impressed regarding the merchan- 
dise or special events of the store 
that this spirit will be passed 
along to every customer coming in 
contact with them. A store meet- 
ing is the best way in which to in- 
still this spirit. Have outstanding 
merchandise values, tell salespeo- 
ple about them and prove that the 
items are good. A sales contest will 
create a lot of interest in selling 
more and will serve to maintain en- 
thusiasm throughout the entire pe- 
riod. 

Golf goods are shown in the 
other small window on this page. 


Use a grass mat as a floor piece 
to give a proper setting for this 
type of merchandise. Block letters 
for the background can be easily 
cut out of corrugated board or 
paper. 

Harpwak_E AGE interchangeable 
display fixtures and glass shelves 
and pedestals are used in all dis- 
plays. 





Golf Equipment 
Window 


Merchandise: Golf clubs, iron 
clubs in sets and individually, 
wood clubs in sets and individually, 
golf bags, golf balls of all kinds, 
tees of all kinds. 


Background: Green corrugated 
board or wallboard painted light 
green. Figure of dark green cor- 
rugated board. Cut-out letter of 
white or light pink. 
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National Hardware Open 


Manufacturers and wholesalers are 
cooperating in this annual event 
which is just three weeks distant 





National Hardware Week specials, last year, were played up in this 
window display used by Otto Herrmann, Inc., Glendale, N. Y., hard- 
ware store. Full use was made of the official kit. The large cards 
contained messages such as: — “Look ’em over! Bargains galore for 
those who use tools. Save at Herrmann’s” and “Take advantage! 
Now’s the time to complete your tool kit. Save at Herrmann’s”. 
Although the store display of National Hardware Week specials 
was not very elaborate a good volume was done in the lines featured 
as well as in other merchandise. 


HIS will probably 


be the last opportunity HARDWARE 
Ace will have to present the spe- 
cial merchandise and sales aids 
created by manufacturers and tell 
of wholesalers’ plans for the 1940 
Open House campaign. 

This year the effort put forward 
to make of National Hardware 
Open House an effective promo- 
tion to sell to consumers the habit 
of trading at local hardware stores 
has been greater than ever before. 
It’s now up to the dealer to pro- 
ceed with the numerous promo- 
tional “tools” put at his disposal 
and make Open House the bang-up 
job everyone desires it to be. With- 
in dealers’ hands now lies the suc- 
cess of Open House. 

Dealers have special merchan- 
dise and special selling aids, a 
larger selection of official display 
material, newspaper mats, sug- 
gested newspaper stories, and ra- 
dio announcements—all the ele- 


72 


ments with which to get the con- 
sumer into the local hardware 
store and to keep him coming back 
throughout the year. 

Here are what more manufactur- 
ers are offering and wholesalers 
are doing and here also are some 


* 


* 


ways in which you can utilize your 
local newspaper and radio station. 

Dealers may obtain from the 
National Retail Hardware Associa- 
tion or from state associations pre- 
pared news copy for insertion by 
local editors in their newspapers. 
The first of these, for release 
April 22, has the following head: 
“Open House To Be Observed by 
Local Hardware Stores” and con- 
cerns itself, as the head indicates, 
with an introductory announce- 
ment of what hardware stores will 
be offering during Open House 
and the meaning of Open House. 

The second news item for re- 
lease, April 29, uses the head, 
“Public Is Pleased With Values in 
Hardware Open House,” and the 
third, for release May 3, has the 
head, “Hardware Open House Val- 
ues End Tomorrow.” Each of these 
items in some way emphasizes the 
services and merchandise features 
of hardware stores. It is suggested 
that dealers add some local slant 
to make them more effective. 
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Suggested Radio Spot Announcements 


The National Retail Hardware 
Association also offers the follow- 
ing radio spot announcement for 
National Hardware Open House: 
“The third National Retail Hard- 
ware Open House starts Thursday, 
April 25. For months manufac- 
turers and distributors have 
planned and shipped fine new and 
attractive merchandise for custom- 
ers of the independent retail hard- 
ware dealer. The hardware store 
has always been a fascinating place 
to shop; now more than ever, since 
it has ‘gone modern.’ You'll find 


a world of extra-value items among 
the kitchen wares, electric appli- 
ances, home conveniences and la- 
bor-saving devices offered by your 
hardware dealer. ‘Explore the 
Wonderland of Hardware’—dur- 
ing National Hardware Open 
House.” 
* * + 

“For a preview of the newest 
hardware merchandise, visit your 
hardware store during National 
Hardware Open House. It’s the 
big annual 10-day selling event of 
the hardware industry. You'll find 
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dozens of extra-value items espe- 
cially prepared by national manu- 


House--April 25 to May 4 


prepared by the nation’s leading 
manufacturers, and they include 


“It’s fun to go to a hardware 


store. That’s what hundreds of 








































facturers for Open House. But this _ countless extra-value items. Drop (name of city) women are saying 
is more than just a sale. It is a in at your hardware store today, right now. They have attended a 
national cooperative event de- and see why your dealer has adopt- hardware store open house. It’s 
signed to show you the wide vari- ed the slogan ‘Good Hardware for — the local celebration of National 
ety of highest quality merchandise Better Living, —not only for Na- Hardware Open House which is 
always on display at your hard- tional Hardware Open House—but being held by more than 13,000 
ur ware store. You'll enjoy a visit also for every day in the year.” hardware retailers throughout the 
- to your hardware store during its 
* celebration of National Hardware 
a. 5 Open House.” HARDWARE QUEEN 
e- * * 
vy “National Hardware Open House 
'S. starts today! You'll find a shop- 
se ping tour through your indepen- 
1: dent hardware store a real pleas- 
vy ure. You have only to name your 
n- needs. Gift items, home appli- 
S, ances, kitchen wares as well as 
e- other hardware products of out- 
ill standing quality—all have been 
se 
e- THEN and NOW 
d, ‘ 
n 
1e 
e 
i. 
e 
e 
Ss 
d 
it 
x 6 
r & 
e . ; ' Miss Katherine Matlock has been declared National Hardware 
‘6 ’ ARR PE Bie OM ; 2 Queen by the thousands of hardware retailers in festivities celebrat- 
, ing National Hardware Open House, April 25 through May 4. She 
Crude, fuel-filled Oriental irons is shown here on a “throne” of housewares, a prominent department 
(left, above) still may be sold by of the modern hardware store. 
- hardware merchants in some parts 
t : of the world, but the modern hard- Q 
: ware stores of America feature In addition to the “canned” and give Open House and hard- 
| smart, efficient electric irons in ‘ - 
| their housewares department. news releases, dealers can also ob- _ ware stores personalized publicity. 
Hardware stores will be on dress tain mats of the two illustrations Release date suggested for the 
—— during National Hardware = -hown here. They are intended for smaller cut is April 23, and for 
pen House, April 25 through 






May 4. publication in local newspapers the large cut, April 25. 
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Tools of all kinds were shown in this National Hardware Week, now 
known as National Hardware Open House, window of the Williams 


Hardware Company, Streator, III. 
and the unusual display of saws stopped traffic. 


Colorful banners and pennants 


The window was 


trimmed by J. H. Katcher, display man. 


country. There are surprises ga- 
lore for you at Open House—sur- 
prises in extra value and surprises 
in wide variety of new merchan- 
dise featured during this national 
hardware event. Plan right now 
to attend Open House at your 
hardware store before May 4.” 


* + * 


“You can always find extra value 
and a wide variety of merchandise 
at your hardware store. But this 
is especially true right now during 
National Hardware Open House. 
Scores of manufacturers are coop- 
erating with 13,000 hardware re- 
tailers during this national event. 
This means special values in the 
newest merchandise — everything 
from garden tools to kitchen equip- 
ment; from sporting goods to elec- 
tric appliances. You are invited 


ie) 


oO 


to attend the Open House celebra- 
tion at your hardware store. Open 
House extends through May 4.” 


* * * 


“Hardware, according to the dic- 
tionary, is metal-ware, cutlery, 
tools and the like. But that defini- 
tion is hopelessly behind the times 
of the modern hardware store. To 
prove it 13,000 hardware retailers 
throughout the country are staging 
National Hardware Open House. 
Right now your hardware store is 
holding Open House and featuring 
displays of modern hardware mer- 
chandise. Sporting goods and 
kitchen equipment; garden tools 
and toys and dozens of other 
things you possibly didn’t know 
you could get at a hardware store. 
Visit your hardware store during 
Open House. You'll enjoy it.” 


oO 


Here’s What Some of the Wholesalers Are 
Doing on National Hardware Open House 


The W. Bingham Co., 
Cleveland, Ohio 


“We are doing everything we can 
to contribute to the success of this 
sales promotion which we consider 
very much worth while,” advises 
Forest Needles, vice-president and 
sales manager. “We have prepared 
for our customers a sales circular 
for distribution to consumers and it 
has been pleasing to see the fine 
reception by the trade of this sales 
promotional material. We have also 
purchased from manufacturers a 
large number of their Open House 
specials and these are now moving 
out to our customers as rapidly as 
possible. 

“Although Open House is still a 
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month away, we can say that in the 
territory we cover a far greater 
number of dealers will participate 
in the event than ever before, and 
reports that we get from our sales- 
men seem to indicate that dealers 
are making a bigger and better 
preparation for capitalizing on this 
opportunity by cleaning and dress- 
ing up their windows and stores and 
by arranging for the necessary pub- 
licity. In other words they are ex- 
pecting a lot of company and are 
putting the house in order to enter- 
tain them. 

“We shall continue right up until 
May 4th our efforts to make 1940 
National Hardware Open House the 
most successful promotion ever put 
on by the hardware trade.” 


Corpus Christi Hdwe. Co., 
Corpus Christi, Texas 


Oscar J. Koepke, secretary trea- 
surer, writes us, “We have bought 
and have in stock 15 lines put out by 
various manufacturers for National 
Hardware Open House Week and 
with each line we are furnishing the 
dealer with some sort of advertising 
material; most of this being fur- 
nished right along with the merchan- 
dise by the manufacturer. 

“Our men have been selling the 
kits for Open House. We have 
through our men urged every hard- 
ware dealer to get actively behind 
Open House and we believe that 
they are going to do this. 

“It occurs to us the manufacturer 
has done more this year than he has 
ever done in the past to make Na- 
tional Open House Week the kind 
of week it should be.” 


The Geo. Worthington 
Co., Cleveland, Ohio 


P. A. Schefft, dealers’ service di- 
vision, states, “In connection with 
National Hardware Open House, we 
have offered our dealers at our cost 
an attractive two-celor broadside. 
We have also been selling the official 
kit. Our promotion department has 
planned the broadside so that the 
color scheme would blend in with 
the kit. We have every reason to be- 
lieve that this will be one of the 
most successful promotions that has 
ever been presented to the hardware 
trade.” 


Farwell, Ozmun, 
Kirk & Co., 
St. Paul, Minn. 


A. L. Thomsen writes, “Our plans 
include the preparation of various 
sized newspaper mats showing many 
of the special items offered by manu- 
facturers to be sold during this 
period. These will be offered free 
to the dealer to be run in his local 
newspaper. We believe that if any 
dealer is to get all there is out of 
this event, he must decorate his 
store with these colorful pieces. 

“Also available to northwest 
dealers is our new spring retail 
catalog, which contains a special 
announcement of Open House. 
These catalogs will be distributed 
by dealers, who buy them, to their 
customers between the Ist and 15th 
of April. The announcement urges 
them to visit the dealer’s store any- 
time between April 24th and May 
4th to see and take advantage of the 
many new and specially priced items 

(Continued on page 158) 
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Here’s What Some of the Manufacturers Are 


Doing on National Hardware Open House 


American Chain Division, 
American Chain & 

Cable Co., Inc., 
Bridgeport, Conn. 


Is mailing a combination broad- 
side-poster to major hardware 
dealers suggesting various American 
Chain items to feature during Open 
House. The company has also pre- 
pared a special catalog insert for 
wholesalers and their salesmen. The 
broadside-poster illustrates and des- 
cribes dog chains, tie-out chains, 
sash chains, swing chains, and log 
chains. 


R. E. Dietz Co., 
New York City 


For Open House is featuring three 
lanterns in handsome colors. The 
assortment, illustrated, consists of 
the No. 2 “D-Lite,” “Little Wizard” 





Dietz “Century” assortment. 


and “Monarch” lanterns with founts 
and tops finished in irridescent blue 
and frames in gold lacquer. Each 
lantern is individually enclosed in a 
Cellophane bag and is especially 
tagged. This method of packaging 
provides an effective Open House 
display feature. This “Century” 
assortment is packed in sets of six 
lanterns, two of each brand, to the 
box. 


The Cleveland Chain 
& Mtg. Co., 
Cleveland, Ohio 


Suggests its “Reel Salesman” 
store display stand with chain as- 
sortment for Open House. The stand 
is finished in red baked enamel. 
Sturdily constructed of heavy gage 
steel, the display holds four full 
reels of chain or the equivalent in 
one-half or one-third reels. Ten 
standard chain assortments are 
available with the “Reel Salesman.” 
Special assortments to suit indi- 





vidual requirements can also be 
supplied. Hooks are provided on 
each side of the stand for hanging 
sample chain items, or if desired, a 





“Reel Salesman” for Open House. 


yardstick for measuring the chain. 
Stand is 51 in. high, 15 in. deep 
and 20 in. wide. 


E. C. Atkins & Co., 
Indianapolis, Ind. 


Is sponsoring a contest which is 
designed to draw people to hard- 
ware store windows and counters to 
inspect Open House values and to 
make people conscious of their local 
hardware stores. The contest feat- 















ures $675.00 in cash prizes and 100 
No. 2000 Atkins “Silver” steel saws, 
having a retail value of $3.50 each, 


as merchandise prizes. Neither 
dealers nor their customers are re- 
quired to buy anything in order to 
participate in the contest. All 
dealers need do is to display the 
contest announcement in_ their 
windows. 

Customers call at the store for a 
contest entry blank and tell in 50 
words or less why they trade at the 
store. Customers return their filled- 
in entry blanks to dealers during 
the period of Open House and 
dealers mail these blanks, in bulk, 
to the Contest Department, FE. C. 
Atkins & Co., 402 S. Illinois St., 
Indianapolis, Ind. 

First prize is $250.00; second 
prize, $100.00; third prize, $50.00; 
fourth prize, $25.00. There are also 
15 $10.00 prizes, and 20 $5.00 prizes 
plus the 100 merchandise awards. 
Judges are K. C. Warner, HARDWARE 
Ace, Sewall M. Osgood, Hardware 
Retailer, and M. L. Seder, Country 
Gentleman. 


Fayette R. Plumb, Inc. 
Philadelphia, Pa. 


Is sponsoring a nail-driving con- 
test to create interest and hardware 
store traffic during Open House. 
The company is supplying window 
posters, store display cards, score 
cards. and complete suggestions on 
how to hold these contests. Whole- 
salers are supplied with all the in- 
blanks for 
display 


formation and_ order 
quick shipment of the 


material. 





Nail-driving contest to create Open House interest and store traffic. 
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Blow torch display stand. 


The Turner Brass Works, 
Sycamore, Il. 


Has created a deal on blow torches 
for Open House, consisting of three 
styles of blow torches and a perma- 
nent display stand. Stand holds 
three one-quart size blow torches. 
Stand has a temporary overlay mak- 
ing it suitable for Open House, 
otherwise it is a permanent display 
stand. 


The Carborundum Co., 
Niagara Falls, N. Y. 


The Carborundum Open House 
leader is ihe No. 384 sharpening 
stone assortment, featuring the most 
popular Carborundum brand sharp- 
ening stones and for the Open 
House period only, a copy of the 
Home Craftsman booklet with each 
purchase of any one of the six 
stones in the display. Booklets are 
supplied free by the company. 

Also for Open House is the Car- 
borundum brand “57” file for 
sharpening mower knife sections, 
spades, hoes, lawn edgers, scythes, 
grass hooks, and other edge tools. 
The file retails for $1.00 and is 
packed in the attractive display box 
illustrated. Four files to a box. 
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A third suggestion is the No. 
“66” Carborundum brand _house- 
hold knife sharpener put up in an 
attractive display containing six. 
Sharpeners retail for 35 cents each. 


The Hamilton Metal 
Products Co., 
Hamilton, Ohio 
Features its No. 5, “Climax” 
tool, tackle, and utility box for 
Open House. Box size is 134 by 6 


x 4 in. Made of sheet steel, green 
baked enamel finish. Embossed and 





Utility box. 


beaded throughout for rigidity and 
appearance. Nickel-plated auto- 
matic safety lock holds fast when 
lid is closed, yet by pressing button 
of lock, cover is instantly raised to 
correct position. Key furnished. 
Has strong finger-tip handle. Con- 
venient cantilever tray with remov- 
able and adjustable partitions. 
Moves automatically into place when 
box is opened. A special window 
streamer featuring the box and 
Open House is furnished in each 
shipping carton of boxes. 








Open House suggestions from The Carborundum Co. 














No. 3400 Yankee Merchandiser 


North Bros. Mtg. Co., 
Philadelphia, Pa. 


In celebration of Open House, is 
offering two new “Yankee” tools 
with a free offer. Featured specially 
for Open House and nationally ad- 
vertised is the new “Yankee— 
Handyman” No. 233H with trans- 
parent magazine handle. Contained 
in the handle is a set of chuck and 
drill points for using the tool as a 
drill together with a 5/32 in. screw 
driver bit for small screws. Retail 
price, complete tool, is $2.25. 

Three No. 233H “Yankee — 
Handyman” tools are packed in a 
colorful merchandiser, an effective 
counter display and window attrac- 
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No. 233H Yankee Handyman 
Merchandiser 


tion. Cost to dealer is $4.50 net per 
merchandiser, f.o.b. Philadelphia. 
The other item is the “Yankee” 
offset ratchet screw driver No. 3400. 
Retail price, 50 cents. “Yankee” 
merchandiser containing six No. 
3400 of these drivers (retail value, 
$3.00) is offered free to every dealer 
purchasing three No. 233H “Yan- 


(Continued on page 148) 
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TUNE IN ‘“‘MUSICAL 


You’ve a date with this girl... and April 
18th is the day. Then for five consecutive 
weeks she’s going to work for you—bring 
you dozens, possibly hundreds, of “‘live’’ re- 
frigerator prospects. Not only will she “‘bring 
’em in,’’ but she’ll help you se// them—and 
many will be the more expensive, more profit- 
able models. Who is she? Why, the Westing- 
houseBride, around whom the year’smost spec- 
tacular refrigerator promotion has been built. 

Nearly half a million dollars will be 


>, 
NEW WESTINGHOUSE ““ADVISE-A-BRIDE” 


CONTESTS OPEN DOOR TO BIGGER 
REFRIGERATOR SALES AND PROFITS 


spent to put this young lady over—in maga- 
zines, radio, newspapers and displays. Another 
$23,000.00 in prizes will be given away free 
in the most simple, most practical contest- 
program ever developed. It’s a retailer’s own 
type of promotion—free from red tape, and 
with a whale of a sales ‘“‘kick.”” Your West- 
inghouse Refrigerator Representative will be 
glad to give you all the details. But, you’d 
better act NOW! Here’s one “bride’’ that’s 
going places ... and how! 


WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY + DEPT.112 « MANSFIELD, OHIO 


AMERICANA‘’, THURSDAY NIGHTS, N. B. C. BLUE NETWORK 

















A BUSINESS man- 


ager is very much like a doctor 
and a business resembles the pa- 
tient. When, generally almost at 
the last moment, the doctor is 
called in he is expected to perform 
some miraculous cure in a few 
days. It is not always as easy as 
that. 

The modern doctor first looks 
over the patient and asks about 
the history of the casc. His man- 
ner is interested and sympathetic, 
he usually expresses no opinions, 
but asks a good many questions. 
Then, he may casually suggest a 
week or so in a hospital so that 
the patient can rest up a bit. Next 
ceme careful examinations of 
various kinds. There may be X- 
ray photographs, blood tests and 
other more intimate investigations. 

If the case is a serious one there 
may be conferences with special- 
ists. Finally the doctor talks it 
over with the patient and his rela- 
tives. 

The doctor does not usually tell 
all he knows. His knowledge con- 
stitutes one side of the case. What 
the patient is told is another. 

The doctor, first of all, must 
decide whether the patient will re- 
cover. Sometimes the case is hope- 
less and all he can do is to ease 
the sufferings of the patient dur- 
ing his remaining days. If he sees 
that there is a chance to cure the 
patient, he decides upon a _ pro- 
gram and, in carrying out this 
program, the patient must do his 
part to help cure himself. 
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There are two paths that usually 
lead up to an illness. One is rep- 
resented by the environment in 
which the patient has lived. By 
this I mean social dislocations that 
have led to worry, sleeplessness, 
depression—illness. Frequently a 
patient does not need any medicine 
to help aid in his recovery. All that 
he needs is a change of scene! 


Bad Habits 


The other path that leads to ill- 
ness is usually “bad habits of liv- 
ing” —eating, drinking, sleeping, 
overwork and all that. In such 
cases the patient must take up and 
live a new life. His recovery de- 
pends upon whether he can carry 
or will carry through the new pro- 
gram. 

In the above general analysis I 
have outlined jyst what happens 
to a business when it is found that 
something must be done! 

The new manager, like the doc- 
tor, first looks the business over 
in a general and superficial way. 
He asks questions and has little to 
say. If he is a man of consider- 
able experience he quickly grasps 
the conditions and symptoms. 

Next, he examines the entire in- 
dustry of which that particular 
business is a part. This is the en- 
vironment. Are there maladjust- 
ments of this business to the indus- 
try as a whole? Have changes 
made it impossible to save the 
business? Is it too far gone? Is 
it worth saving? Has the present 
business management the ability, 
the will power and the inclination 
to save the business if the general 


outlook suggests there is a fighting 
chance for existence? 

When it is decided that a funer- 
al is not necessary and that there 
is hope of recovery, there come 
thorough investigations of depart- 
ments. Where are the losses in 
profits or sales and why have there 
been losses? Are the managers 
and employees efficient or are they 
square pegs in round holes? Are 
they working together or are they 
pulling apart? Is the trouble at 
the top, at the middle or at the 
bottom? In a word, is the busi- 
ness full of “bad habits” that must 
be corrected? Experts may be 
called in to make their reports, but 
the business will not be saved by 
experts, board meetings or confer- 
ences. It will require the full time 
of a man who has unlimited au- 
thority to act decisively. 

In seeking recovery, the entire 
business body must work together 
in harmony. One part can’t act 
against another. 

The bad business habits of some 
members of the organization will, 
very likely, lead to their elimina- 
tion, for chronic bad habits must 
be cut out. The sooner this “elim- 
ination” process is over the better 
it will be for the common good. 
Business recovery is often halted 
at this very point by the owners 

(Continued on page 137) 
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FREE DISPLAY y : 


FREE 
CUP RACK 


PACKAGE No.4034 


QUART BOTTLE AND DISPLAY FREE WITH SIX 


@ Here’s an extra profitable package for special pro- 
motion during National Hardware Open House. The 
Bonus Bottle boosts your profits on six Thermos 
brand Vacuum Bottles to more than 42% at full 
retail prices—more than 35% even at minimum 
prices. In addition, the Bonus Bottle Package in- 
cludes a colorful display and practical cup rack to 
help these bottles sell themselves. Order this profit- 
able Bonus Bottle Package from your wholesaler 
today. 


This offer expires July 31, 1940. Stated capacities are approximate. 


NATIONAL 
HARDWARE 


Quen Youse 


APRIL 25-MAY4 


Miniature pennant price cards 
to tie in your Thermos merchan- 
dising with National Hardware 
Open House. They're free. Ask 


B U Y 4 No. 34QA (Quart) Thermos brand striped buff vacuum 
bottles with four nested Atherlite cups. Full Retail Value, $2.29 ea. 
Minimum Retail Price, $1.98 ea. 


2 No. 7Q (Quart) Thermos brand striped black vacuum bottles with 
Full Retail Value . . . $1.74 ea. 


aluminum cup. 
Minimum Retail Price, $1.59 ea. 


FREE 1 No. 7Q (Quart) Thermos brand vacuum bottle. Full Re- 
tail Value, $1.74; Minimum Retail Price, $1.59. 


FRE E Colorful, eye-catching display card that slips conveniently 
over the Thermos 34QA brand vacuum bottle. Makes an effective 


counter or window display. 


FREE Wire cup-display rack that holds the nested cups of the 


34QA out where they can be seen. A real sales-maker! 


DEALER COST $8.22 


Full Retail Value . . . $14.38 Profit 42.81% 
Minimum Retail Value $12.69 Profit 35.22% 














D wessecooresrn 


your distributor. 





THE AMERICAN THERMOS BOTTLE COMPANY + NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., Toronto + Thermos Limited, London 
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Coming Wage-Hour Hearings Indicate 
Looser Interpretation of the Law 


By JAMES G. ELLIS 
Washington Bureau, 
of HARDWARE AGE 


Administrator Fleming to hear testimony of 
wholesale groups. This move seen as a dis- 
position to head off as much opposition to 
the law as possible by indicating an in- 
tent to relax administrative interpretations. 


i] ENDING in Congress ministrative, professional or local warehouses, manufacturers’ sales 


are several bills designed to exempt 
employees of wholesale distributors 
from the maximum hour and over- 
time wage provisions of the Fair 
Labor Standards Act. Most of the 
measures have been introduced 
since January, while the others have 
been carried over from last session. 
None stand a chance of being acted 
upon favorably at this session. 

Coupled with a reluctance on the 
part of Administration lieutenants 
on Capitol Hill to open the law for 
amendments, is a_ disposition by 
Wage-Hour Administrator Philip B. 
Fleming to head off as much opposi- 
tion as possible by indicating an in- 
tent to relax administrative inter- 
pretations of the law. 

In general, Colonel Fleming, since 


being named to succeed Elmer F. 


Andrews, former wage-hour adminis- 
trator, has been slow to embark on 
a program of relief via administra- 
tive changes. More recently, how- 
ever, he has announced hearings to 
solicit testimony from wholesale 
groups which have asked that he 


re-define the terms “bona fide execu- 


tive, administrative, professional,” 
and “outside salesman capacity,” as 
applied to the wholesale distribu- 
tive trades. 

The hearings, to be opened on 
April 10 in Washington, are the di- 
rect result of petitions filed by the 
Council of Wholesale Associations; 
the American Retail Federation. 
which has expressed concern with 
the problem of assistant buyers em- 
ployed by wholesale chain stores: 
and the Southern States Industrial 
Council. The latter is expected to 
submit testimony on behalf of south- 
ern wholesalers. 

Section 13 (a) (1) of the Fair 
Labor Standards Act exempts from 
the minimum wage and maximum 
hour provisions “any employee em- 
ployed in a bona fide executive. ad- 
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retailing capacity, or in the capacity 
of outside salesman (as such terms 
are defined and delimited by the 
Administrator ) These terms 
were defined by Administrator 
Andrews on Oct. 20, 1938, and the 
three petitioning groups have more 
recently filed protests against the 
definitions. 


Testimony Not Limited 


Testimony wiil not be limited to 
members of the three petitioning 
groups but others whose interests 
come within the category laid down 
in the notice of hearing can likewise 
qualify as eligible witnesses. The 
term “wholesale distributive trades,” 
according to the hearing notices, in- 
cludes the following: wholesale mer- 
chants. including limited function 
as well as full service wholesalers, 
jobbers, voluntary group wholesal- 
ers, exporters, importers, industrial 
distributors cash and carry and mail 
order wholesalers, retail-cooperative 


branches and offices, with and with- 
out stocks, chain store warehouses 
and buying offices, commission mer- 
chants, brokers, export and import 
agents, sales and purchasing agents, 
and manufacturers’ agents; and 
other related types of wholesalers 

Hence, while wholesale distribut- 
ing groups have had little or no 
luck in pushing legislation to exempt 
their employees from provisions of 
the wage-hour law, the determina- 
tion of Colonel Fleming to act favor- 
ably on the petitions represents 
something of a concession on his 
part. At the same time, by dealing 
with the problem outside of Con- 
gress, the Administration is not run- 
ning the risk of opening the door to 
opponents who are anxious to ex- 
empt additional groups from the 
provisions of the law. 

Agitation for exemption for whole- 
sale employees stems largely from 
the exemption which the law gives 
retail distributors, the major part 

(Continued on page 140) 





The bills pending in Congress designed to give wholesale distribu- 
tors exemption from the law can briefly be classified this way: 

By Representative Scott W. Lucas, Democrat of Illinois—exemp- 
tion for wholesale employees from the law’s maximum hour and 


overtime wage provision. 


By Representative Alexander Wiley, Republican of Wisconsin— 
exemption for all clerical workers; and for employees of wholesale 
establishments from the law’s maximum hour and overtime wage 
provisions. Primarily, the measure contains an exemption for cer- 


tain newspaper employees. 


By Representative Vincent F. Harrington, Democrat of Iowa— 


bill identical to the Wiley measure. 


By Representative Joseph E. Casey, Democrat of Massachusetts— 


bill identical to the Lucas measure. 


By Representative George P. Darrow, Republican of Pennsylvania 
—to permit wholesale employees to work a maximum of 44 hours a 
week instead of 42 hours as now required. 

By Representative Everett M. Dirksen, Republican of Illinois—to 
exempt wholesale employees from the maximum hour and overtime 
wage provisions where 50 per cent of the employer’s dollar sales 
volume is represented in the distribution of agricultural food 


products. 
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MAKES THINGS 
HOLD TIGHT 


OW it’s a cinch to make things 
stick! All you need to turn the 
trick is one of these handy tubes of 
Duco Household Cement. 
Being flexible, it’s ideal for repair- 
ing upholstery, luggage, awnings and 


shoes. Because it’s transparent, it’s 
just the thing for china, glassware, 
lampshades and the like. Even wash- 
ing with soap and boiling water won’t 


1940 





4, 


dissolve Duco Cement—it’s water- 
proof! 

And does it sell fast! All by itself, 
too, because Duco Cement is a 
Du Pont product and enjoys accept- 
ance on sight! People everywhere 
know that the name Du Pont means 
quality in any product. 

Stock and display this fast seller. 
This is all you have to do: Write us 





for net prices and particulars . . . te- 
day! E. 1. du Pont de Nemours & Ce. 


(Ine.), Wilmington, Delaware. 


TUNE IN—Du Pont “Cavalcade of America” 
every Tuesday, 9 p.m., E.S.T., NBC networks 


REG. U.S. PAT. OFF. 


HOUSEHOLD 


CEMENT 





$1 
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ADVANCES 


Galv. merchant quality wire. Wood picket fencing. Some dog goods. 
One line japanned water coolers. Certain padlocks. 

One deadlock. Some rules. Flexible metallic gas tubing. 

Some fall athletic goods. Enameled iron bath tubs, sinks, lavatories. 


Vitreous china closet bowls, tanks. 


Cotton. Silk. Hides. Rubber. 





Wood Screws —Some manu- 
facturers have made changes in 
discounts on wood screws of all 
sizes and metals with the net price 
to the retail dealer practically the 
same as heretofore. 

* * * 

Fence Wire, Etc-—The Amer- 
ican Steel & Wire Co., Cleveland, 
Ohio, on March 20 put out further 
revisions on galvanized merchant 
quality (fence) wire. Base prices 
on Nos. 6 to 9 galvanized wire are 
raised 10 cents per 100 lbs., to an 
advance of 35 cents over annealed 
(black) wire, the latter remaining 
unchanged. Also the “size” extras 
over base have been slightly raised 
for heavy sizes (over 14 inch) and 
for the finer gages (Nos. 16, 17 and 
18). Base prices and extras for 
stone wire have been reaffirmed, 
while on market wire base prices 
are unchanged, but extras have been 
revised. 

* * * 

Wood Picket Fence Fabrics 
—A new 1940 price list on orna- 
mental wood picket fencing has 
been issued by Illinois Wire & 
Mfg. Co., Joliet, Ill., with L.C.L. 
dealer prices recommended at about 
3 to 4 per cent advance. Prices on 
steel frame, wood-filler, gates are 
unchanged. 
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Friction, Rubber Tape— 
Okonite Co., Passaic, N. J., renewed, 
effective April 1, its January price 
schedules on friction and rubber 
tape. 





DECLINES 


Certain padlocks. Some stable 
blankets. 

Arsenate of lead. Arsenate of 
calcium. 

Some television receivers. One 
line ventilating fans. 

Lead pipe. Sheet lead. Aluminum 
ingots. 





Dog Goods—Dog goods are 
gaining in variety and volume each 
season, and wholesalers report a few 
items show slight price advances. 


* * aa 


Water Coolers—Savory, Inc., 
Newark, N. J., have advised its trade 
of advanced prices, effective April 
1 on japanned water coolers, both 
lever faucet and push-button faucet 
types. Jobbers state that the mark- 
up averages about 5 per cent. 

* * * 


Padlocks—On March 14, The 
Yale & Towne Mfg. Co., Stamford. 








Conn., revised list prices on-its Nos. 
240 and 603 padlocks to $4.66 per 
dozen, and on its Nos 240% and 
60314 padlocks to $6.33 per dozen. 
The Nos. 240 and 2401 prices were 
advanced, the Nos. 603 and 60314 
prices were reduced. 

oa * * 

Deadlock —Segal Lock & 
Hardware Co., New York City, has 
announced a price advance of 10 
per cent on its No. 666 deadlock. 

* * * 

Rules—As of April 1, Master 
Rule Mfg. Co., Inc., New York City, 
advanced prices on four Metal-End 
rules, because of increased costs, 
improved finish and the addition of 
strike plates to the double metal end 
rules. Prices, to the dealer per 
dozen are now: No. 76, single metal 
end, ivory finish, $4.00 per dozen; 
No. 176, single metal end, white 
enamel finish, $4.40 per dozen; No. 
276, double Metal-End, ivory finish, 
$5.60 per dozen, and No. 376, 
double Metal-End, white enamel 
finish, $6.00 per dozen. The ad- 
vances per dozen were 40 cents on 
the Nos. 76 and 176 and 80 cents 
per dozen on the Nos. 276 and 376. 

* oe ce 

Flexible Metallic Gas Tub- 
ing—An advance of approximately 
10 per cent was recently made by 


some makers. 
a a 


Arsenate of Lead—On March 
11 there was a decline of one-half 
of one cent per pound on arsenate 
of lead in l.c.]. quantities. 





PRICES 
REAFFIRMED 


Stone wire. Friction, rubber tape. 





Pyrex Brand Ovenware, 
flameware—The Pyrex Housewares 
Division, Corning Glass Works, 

(Continued on page 124) 
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TRUE TEMPER 


World’s Acknowledged Leader in Design, Forging, 
Heat Treating and Tempering Fine Steel, Announces: 
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AXES THAT LEAD IN QUALITY, FINISH, VALUE 








Again in 1940, TRUE TEMPER 
steps miles ahead of the field with 
axes in each demanded grade that 
are tops in quality, finish and 
value. Craftsmen who have made 
axes for fifty years in our famous 
Kelly Plant at Charleston, 
W. Va., state that ““Today’s TRUE 
TEMPER Axes are the finest that 
were ever made.” 


Two of the world’s most pop- 
ular axes—copied but never du- 
plicated in efficiency, quality, 
finish or value—are illustrated. 














The TRUE TEMPER Kelly Per- 
fect bursts the chip and never 
binds. The TRUE TEMPER Flint 
Edge, with practical chemical 
and heat finish which penetrates 
the material and is therefore 
permanent, represents not only 
the most practical finish but is the 
most popular in utility and value. 


Stock and display TRUE 
TEMPER Axes in the grades and 
patterns your trade requires to 
win customers — to make more 
sales at a better profit. 





Chinese proverb— Kelly Axes, TRUE TEMPER made, 
have always led the field in quality, 
design and value. 









Horse wins race—Interesting. 
Horse wins second race—Unusual. 
Horse always wins—Bet on horse. Moral—Bet on axe that a/ways wins. 


For store selling helps write — Makers of TRUE TEMPER Products 
THE AMERICAN FORK & HOE CO., CLEVELAND, OHIO 


TRUE TEMPER PrRoouUcTS 


FORKS e RAKES e HOES e SHOVELS « AXES e HATCHETS ¢ HAMMERS e SCYTHES ¢ FISHING RODS AND BAITS e GOLF SHAFTS 
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SALES OF 1.906 INDEPENDENT HARDWARE DEALERS IN UNITED STATES 
February, 1940 





Dollar Sales Reported 
Percentage Change 
Feb., 1940, from 








States by regions of Firms Feb., Jan., 
Reporting 1939 1940 

Vew England 95 +-10.6 11.4 
Connecticut 1] + 20.7 5.3 
Maine 16 7.5 13.4 
Massachusetts 17 + 6.7 12.1 
New Hampshire and Vermont 14 22.3 7.8 
Rhode Island 7 8.0 16.5 
Vermont (see N. H.) 

Viddle Atlantic 218 4.5 9.5 
New Jersey 10 6.6 17.8 
New York 33 6.6 17.4 
Pennsylvania 175 4.0 7.7 

East North Central 508 11.3 3.9 
Illinois 115 t 20.5 2.5 
Indiana 75 + 4.3 3.0 
Michigan 54 24.3 8.3 
Ohio 15] + 8.2 1.6 
Wisconsin 113 + 53 99 

West North Central 333 + 4.5 3.2 
lowa 82 y 1.0 
Kansas 82 + 3.4 3.5 
Minnesota 29 + 24.5 7.8 
Missouri 75 0.3 3.6 
Nebraska 52 +-14.9 + 0.3 
North Dakota ° 
South Dakota . 

South Atlantic 83 3.8 3.9 
Delaware . 

Dist. of Col. . 
Florida 24 1.6 16.6 
Georgia 25 6 2.1 
Maryland . 
North Carolina ’ 
South Carolina 7 
Virginia 9 3.4 + 23.5 
West Virginia " 

East South Central 12 2.1 5.3 
Alabama 18 3.3 4.1 
Kentucky 11 3.1 8.2 
Mississippi : 

Tennessee 11 4.4 14.4 

West South Central 133 + 18.7 8.6 
Arkansas 20 +-12.4 Y G2 
Louisiana 5 4.1 , 2.5 
Oklahoma 37 3.7 2.5 
Texas 71 +30.2 12.8 

Vountain 108 +17.6 t mon 
Arizona 12 +17.1 t+ 58 
Colorado 33 -13.9 0.4 
Idaho 20 +-25.0 2.1 
Montana 26 +22.5 9.8 
Nevada ” 

New Mexico . 
Utah ° 
Wyoming : 

Pac ifte 386 T ] 1.6 3.5 
California 302 5.7 2.0 
Oregon 38 +418 1.7 
Washington 16 + 24.2 11.7 

TOTAL 1,906 10.1 1.7 

Chicago, Illinois 18 14.8 { 

Los Angeles, California 37 2.4 0.4 

Portland, Oregon 14 0.6 9.5 

St. Louis, Missouri 

San Francisco, Calif. 32 2.5 6.7 

Seattle, Washington 1] 14.5 8.7 
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Feb.. 
1940 
540,796 
42,562 
49,011 
294,557 
102,860 
51,806 


694,139 
35,194 
82,762 

576,183 


481,983 
335,606 
182,908 
171,732 
498,274 
293,463 


552,258 
192,888 
95,414 
81,838 
110,814 


56.750 


363,961 


96,488 
91,682 


19,993 


170,522 
67,068 
37,798 


61,981 


562,610 
81,908 
26,766 
91,254 

362,682 


129,741 
63,973 
96,783 
67,667 

114,332 


.709,546 
233,460 
192,364 
283,722 


39,851 
133.936 
22,167 


99,41 


133,374 


$6,505,556 





Feb., Jan., 

1939 1940 
188,919 610,104 
35,254 44,967 
45,604 56,604 
276,011 334,932 
84,095 111,549 
47,955 62,052 
664,485 766,988 
33,014 42,835 
77,666 100,233 
553,805 623,920 
1,331,320 1,541,381 
278,475 344,199 
175,440 177,643 
138,182 187,204 
160,635 506,477 
278,588 325,858 
528,446 570,803 
197,407 194,847 
92,243 98,865 
65,728 88,803 
111,123 114,985 
19,398 56,563 
350,681 378,895 
94,993 115,654 
98,154 93,602 
51,771 40,464 
174,137 162,010 
69,321 69,901 
36,659 34,927 
64,845 54,192 
474,073 518,193 
72,876 75,668 
27,911 27,445 
94,760 93,568 
278.526 321,512 
365,320 120,544 
54,615 60,489 
84,954 97,172 
54,116 69,129 
93.361 104,165 
1,531,399 1,652,445 
1,167,238 1,209,260 
135,644 189,073 
228,517 254,112 
$5.908,780 $6,621,363 
34,706 41,473 
130,788 134,451 
22,033 24,488 
97,018 106,523 

116,498 


122,755 





S. Department of Commerce. 


*Note while stores from these states are included in grand total, figures for these states are not shown on this chart be- 
cause of insufficient data. Compiled by Bureau of the Census, U. 
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ANNOUNCES A NEW 


ELECTRIC RANGE 
to sell for Tele 75° 





It’s easy to make an electric range to sell for about $100. 


But imagine a range in this price class with all these 
top quality features! 


~ A one-piece steel cabinet finished in Lifetime 
Porcelain! 


A one-piece stainless porcelain cooking top and 
back panel! 


"a Three 5-speed enclosed surface units. And all surface 
units grouped on the left of the range where 85% 
of women prefer to have them! 


~ Easy-to-read silver-contact switches, located where 

9 out of 10 prospects want them, on the front of 
the range! 

~Y A big, roomy, twin-unit oven, porcelain inside and 


out, and heavily insulated with ~_ wool. Measures 
16” x 17” x 19”. Has hydraulic thermostat, exclu- 











7 


Opens the Door to New Prospects and New Profits! 





sive “‘Evenizer,” nine embossed shelf guides, and a 
counter-balanced door! 


A high-speed broiler, with several positions! 


A “Thermizer” well-cooker with enclosed cooking 
unit. More than 5-quart capacity. Three position trivet! 


o ws eg easy slidin ng storage drawer . . . convenience out- 
. armored wiring to protect against damage and 
aiionce and many other sales-winning features! 


Value? All of these features are found in the most 
expensive Frigidaire models! 


Compare this kind of quality with what you’ve seen 
in this price class. It takes only one look to realize that 
here is a range that will open the door to new prospects 
and new profits for Frigidaire Dealers. 

* SPECIAL MODEL B-10. Price quoted is retail price, exclusive of 


local taxes and installation, in Dayton, Ohio, and many other cities. 
Proportionately low prices elsewhere. 


FRIGIDAIRE DIVISION - General Motors Sales Corporation, Dayton, Ohio 
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View of the fair in the main ballroom of the Broadwood Hotel, Philadelphia. 


Supplee-Biddle’s Sixth Merchandise 
Fair Attracts Over 2500 Dealers 


Annual event is held in Philadelphia, 
March 4-7. Special trains bring the 


dealers from many sections of the east 


I HE sixth annual Mer- 


chandise Fair of Supplee-Biddle 


Hardware Co., Philadelphia, Pa.. 
wholesale hardware distributors, was 
the largest and most colorful of that 
company’s exhibits to date. More 


than 2500 hardware dealers at- 


tended the fair, which was held 
March 4-7, inclusive, in the main 
ballroom and adjoining ballrooms of 
the Broadwood Hotel, Philadelphia. 
As in previous years, special trains 
brought hundreds of dealers from 
New England and other points in 
the company’s territory. There were 
three special trains from New York, 
two from Providence, R. I., one from 
all parts of Connecticut, two specials 
from Washington, D. C., and Balti- 
more, Md., and one for dealers from 
Lancaster and Harrisburg, Pa., and 
vicinity. 

Dealers attending the big show 
saw the lines of more than 400 
manufacturers, including seasonal 
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merchandise, year ’round lines and 
both quality and competitively priced 
goods. Fishing tackle and other 
sport goods were given particular 
attention in special rooms. There 





WM. GEO. STELTZ 


was one room given over entirely to 
promotions sponsored by Supplee- 
Biddle Hardware Co. for different 
lines, including seasonal merchan- 
dise. Suggested window trims for 
use with various types of the com- 
pany’s promotions were shown, to- 
gether with the proper merchandise. 
Promotional activities featured in- 
cluded the “Billy and Ruth” booklet 
on toys, the “Jane Bilrue” book on 
electrical appliances and housewares 
and the “Henry” book to help inde- 
pendent dealers sell garden tools. 
Adding to the color and showman- 
ship of the event were a number of 
professional models and some of the 
entrants in last year’s Atlantic City 
beauty contest who acted as hostesses 
and assisted in demonstrating some 
of the merchandise being exhibited. 
At a banquet, tendered exhibitors on 
Wednesday night, in the Crystal 
Room of the hotel, a contest for the 
selection of “Miss Supplee-Biddle, 
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_ WESTCLOX WATCH DRIVE 


RIGHT ON 
THE DOT, SON: f 

































ERE’S a special window display with a real sales punch! 


‘ . ** . . ° 
Sets up in a jiffy—goes right to work for you selling SI Wjllien Udy 


Pocket Ben and Dax watches during the profitable watch- 


selling season! ‘ 
© on WESTCLOX WATCHES 
The human interest illustration is reproduced from an in The Saturday Evening Post 
actual painting—seven colors—an unusual display that’s a and roto sections of 


real “stopper”. 6 Pocket Ben and 6 Dax are attached securely 26 Sunday newspapers 





to the display, which folds down to a 12!2 x 12" size. During the biggest watch-selling months 
when vacationists, factory workers, farm- 
1m : ¢ : ers, boys, business men are in the market for 
I'he assortment consists of the colorful 24 x 29 window ee : 
millions of low priced watches—you'll get 
display for which there is no charge, 6 Pocket Ben watches, the benefit of the biggest watch campaign in 
Westclox history! Three full pages in The 
Saturday Evening Post—June, July and 











and 6 Dax watches at regular prices. Individual boxes included. 
; ; cate ' a F August—plus 7 months of rotogravure ad- 
i Your order for “display assortment No. 649” brings the vertising beginning April 14th. Get your 
complete unit—all in one carton and ready to set up at once. ethane <8 Cie apace seat punenations wisi 
Skee: has proved successful year after year. Order 

Order from your wholesaler today! — Westclox, LaSalle-Peru, Display Assortment No. 649. 











Illinois. Division of General Time Instruments Corporation. 


WIEST CLO X Mater 1B Ben ond his tomity of springwound docks, electric 
clocks, wrist and pocket watches ... priced from $1.25 to $6.95 
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1940” was held, the winner being 
Ruth Germaine, who received an en- 
graved loving cup. Judges, in the 
event, were: S. Horace Disston, 
president, Henry Disston & Sons, 
Inc., Philadelphia; J. Ralph Corbett. 
president, Nu-Tone Chimes Co., Cin- 
cinnati, Ohio; B. C. Neece, vice- 
president, Landers, Frary & Clark, 
New Britain, Conn.; Jarvis P. Smith, 
The Lionel Corp., New York City, 
and Charles Paxson, president, Pax- 
son Mfg. Co., Philadelphia. Follow- 
ing the beauty contest there was a 
burlesque selection of a “beautiful” 
man. 


An Analysis 


ANY of the most dramatic 

smash hits of 1939 were not 
viewed on the stage or screen but 
on the highway, according to the 
tenth annual safety booklet just is- 
sued by The Travelers Insurance Co., 
Hartford, Conn. The booklet, en- 
titled “Smash Hits,” records pic- 
torially and graphically the facts 
about accidents in which 32,100 per- 
sons were killed and almost 1,250,- 
000 others were injured last year. 

“America’s street and highway sys- 
tem is a vast stage on which is be- 
ing presented the longest and most 
lavish procession in history,” the 
foreword states. “In a pageant of 
such magnitude there are bound to 
be mistakes, usually caused by some 
actor who becomes confused or for- 
gets his part. In the great spectacle 
as a whole these interruptions are 
scarcely noticed, but to those who 
by accident or indiscretion become 
involved, these unrehearsed by-plays 
often assume the proportions of a 
major tragedy.” 

Highlights from the annual re- 
port, based on official records of the 
18 states, include the following in- 
teresting facts: 

Exceeding the speed limit was re- 
sponsible for 36.5 per cent of the 
fatalities and 22.5 per cent of the 
injuries in 1939, 

Nearly 40 per cent of all traffic 
accident victims were pedestrians. 

Almost 87 per cent of the fatal ac- 
cidents occurred in clear weather 
and almost 80 per cent happened 
when the road surface was dry. 

More than 93 per cent of the 
drivers involved in fatal accidents 
were male and less than 7 per cent 
female. 

More persons were killed on Sun- 
day than on any other day of the 





“Miss Supplee-Biddle 1940” 


A testimonial plaque from the ex- 
hibitors was presented to Wm. Geo. 
Steltz, president, Supplee - Biddle 
Hardware Co., at the banquet. Mr. 
Steltz complimented his associates 
for their efforts in staging the exhi- 
bition and for their activities 
throughout the year. He emphasized 
the fact that all should be glad to 
be Americans and that those present 
should be thankful they are in the 
hardware business. 

Robert Hughes, Gulf Refining 
Co., and D. G. Carbery, Walter 
Kidde Sales Co., Bloomfield, N. J., 
were the winners in a limerick con- 
test, concerning the exhibition. 


of Automobile Accidents 


week, while the heaviest injury toll 
came on Saturday. Wednesday was 
the safest day for travel. The period 
between 7 p. m. and 8 p. m. was 
the most dangerous hour of the day. 
The motor vehicle death rate, 
based on mileage, is at least three 
times as high by night as by day. 
The report views with growing 
concern the increase in automobile- 
pedestrian accidents, particularly in 
metropolitan areas at night, and de- 
votes an entire section to the prob- 
lems of the man on foot. One 
graphic illustration shows that while 
a man takes one step and advances 
one yard, an automobile being driven 
at 30 miles an hour advances nine 
yards. Another shows that a pedes- 


trian in dark clothing is all but in- 
visible to the driver at night a mere 
100 feet away but is clearly visible 
in light clothing up to 200 feet or 
more. 

Failure on the part of both driv- 
ers and pedestrians to appreciate 
these and many other facts was 
largely responsible for the record of 
12,470 pedestrians killed and almost 
300,000 injured in 1939, the report 
states. 

The insurance company will dis- 
tribute two and one half million 
copies of the booklet this year in the 
interest of highway safety. Single 
copies or quantities are available 
through the company or any of its 
representatives. 





Tools take the spotlight in this spring gardening window which 
was featured by the Chicago Retail Hardware Association in the 
Merchandise Mart, Chicago. In addition to tools, other appropriate 
items can be displayed such as lawn seed, fertilizer, sprinklers, etc. 
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| TT WORKS TWO WAYS 
; & L A 
: THIS WORKS SWELL. 

: eaten 


Carrying the new, extra value, No. 29 


Spiral Ratchet Screw Driver and special ac- 





cessories, as illustrated, this display-demon- 
strator works two ways: it works for the 
shopper—lets him try it, and it works for 
you— makes him want it! 

Many leading retailers have already MILLERS FALLS 
shown their appreciation of the profit-mak- 


ing possibilities of this unusual sales-maker. 





It’s free with your order for four screw 
drivers and one set of attachments. Ask for 


No. 294, and act today! 


MILLERS FALLS COMPANY 


GREENFIELD, MASSACHUSETTS 
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New and Improved Merchandise—Display Helps—Sales Literature— 
Window Trims—New Packages—New Colors—Catalogs 


Vitamin B, 

Rico B,, a liquid, is available in 2-oz. 
dropper-cap bottle to retail at $1. The 
company offers full display material. 





Rico Products Co., 535 Fifth Ave., New 
York City. 


“Square” Sprinkler 


Among the advantages claimed for 
these square sprinkling “Square Mists” 
is that they eliminate puddling, overlap- 
ping and water waste. A new head used 
in the sprinkler breaks the water into 
a fine mist and distributes it over a 
square area as large as 35 by 35 ft. In 
addition to this square pattern, a vari- 
ety of sprinkling shapes can be ob- 





tained by a simple adjustment of the 
water cocks provided for the purpose 
on the large model. A detachable de- 
flecting shield on the small model, 
when mounted on the sprinkler pro- 
duces an oblong pattern that is ideal for 
sprinkling along parkways and _ side- 
walks. Wittek Mfg. Co., 4305 W. 24th 
St., Chicago, Ill. 


.22 Cal. Tubular Repeater 


O. F. Mossberg & Sons, Inc., New 
Haven, Conn., announces the latest edi- 
tion of its .22-cal. tubular repeater, 
model 46B. New features include the 
largest magazine capacity of any .22-cal. 
rifle—30 short, 23 long or 20 long 
rifle cartridges, maker states. In addi- 
tion, a magazine bar is inserted between 
the tube and the barrel for additional 
strength and to emphasize the stream- 





line appearance of the gun. This model 
has the safety cover plate which is a 
plate attached to the bolt in such a way 
that it completely covers the ejection 
port when the rifle is ready for firing. 
This is said to prevent flashbacks, due 
to faulty ammunition, from reaching 
the shooter’s face. The 46B has a 
grooved trigger and an excellent cheek 
piece. 

Other exclusive features are the flush- 
type take-down screw, molded trigger 
guard and finger grips, Mauser-type 
lever, quick detachable swivels and 
peep-sight which is mounted on a hinge 
so that it can swing out of the way and 
need not be removed when a scope 
sight is mounted on the barrel. The 46B 
retails for $14. 


Buffing-Polishing Equipment 
The Hilger Co., St. Cloud, Minn., has 


increased the scope of rental use for its 
sanders by adding steel wool buffing at- 





tachments. A wax polishing attachment 


is also offered, making the Hilco 
“Handy Sandy,” or Hilco “Chief,” three 
machines in one. The steel wool buffing 
attachment or wax polishing attachment 
may be quickly substituted for the sand- 
ing drum. A free demonstration of 
Hilco three-in-one equipment is offered 
on request. 


“Aircar” Building Kit 
“Aircar”—is a cross between airplane 
and race car model building. Propeller 
drives, maker states, excludes all diff- 
culties and expense due to gears and 
flywheel. Many body designs can be al- 
tered to suit the builder. This kit, No. 
AU-7, lists for $4.50. The company has 
also added a new line of gas model air- 
plane kits retailing at $1 to $3.95. 
Cleveland Model & Supply Co., Inc., 
4506 Lorain Ave., Cleveland, Ohio. 
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FACTS: 








Sales Are Better Where Margins Are Better... 
Thanks To Kelvinator’s Sensationally Successful Step-Up 
Plan. 79.8% of Kelvinator Dealers’ Business Is In 
Refrigerators From $139.95* and Up! 


Yes, the evidence is pouring in—and it proves 
the soundness of Kelvinator’s 1940 program. 

Look at the chart showing the percentage 
of Kelvinator’s sales by models and prices, and 
then compare these facts with your own sales. 
The evidence shows clearly that Kelvinator 


line of sixes and eights the salesman can 
step-up sales because plus-features in each 
step offer visible and provable added value 
to the customer. 

Kelvinator’s Step-Up Plan might just as 
well be working for you. Get ready now for 


the heavy selling season that’s just ahead. 


Those who sell Kelvinator have more than See your nearest Kelvinator Distributor or 
a selling plan .. . they have a working selling Branch Office—or write or wire direct to 
plan. And it’s working because it was care- Kelvinator Division, Nash-Kelvinator Cor- 
fully planned months ago with logical and _ poration, Detroit, Michigan. 
easy-to-sell step-ups between models. 
There are low-priced models for the 
vast low income market...and beauti- 


dealers are selling higher priced merchandise. 





chment 


Hilco | ful, full-featured models (including 
a — ‘ the new ‘‘Moist-Master’’ controlled hu- 
tae midity system) specifically designed to 
e sand- get the rapidly-growing replacement 
pee business. Throughout Kelvinator’s 





. 0-6 R-8 ; 
“4 426% 86399" §=6Eg% = 79% = 7G = 2090" = 209%" = 239 


Here are the facts. This chart clearly shows the percentage of Kelvinator sales of 
household refrigerators by different prices. The figures reflect Kelvinator dealer sales 
to their customers as based on field reports received in Detroit up to March 19th. 


*Prices aguas are for delivery in the kitchen with 5 year Protection Plan. State and 
local taxes are extra. Prices are slightly higher west of the Rockies. 
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Yale Padlock Series 
The Yale & Towne Mig. Co., Stam- 


ford, Conn., has announced a 78 per 
cent profit deal to introduce the mod- 
ernized Yale “Silver-Six” series of pad- 


god Es 
: 














locks. The company states that in order 
to make the public more Yale padlock- 
conscious than ever before, it is also 
announcing an extensive advertising 
schedule designed to bring customers 
into the stores to see the padlocks ad- 
vertised. The illustration shows the 
Yale deal. The merchandiser is free 
and also $1.75 in padlocks is given free. 
Dealer’s profit is $4.90 or 78 per cent. 


Paint Mixer 

Holder permits instant clamping of 
cans and does not damage labels, ac- 
cording to the maker. Can be put in or 
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taken out quickly with one hand. Mixer 
is equipped throughout with roller bear- 
ings. Equipped with % h.p. motor 
which can be plugged into any ordinary 
wall opening or light socket. Can 
holder will take any size can from one- 
half pint to one gallon. When desired 
three half-pint or two pint cans may be 
put into holder at one time. Base of 
mixer is provided with four bolt holes 
for attaching to either floor or counter, 
or a steel floor stand, which is furnished 
at additional cost. Warner Mfg. Co., 
801 16th Ave., S.E., Minneapolis, Minn. 


Turpentine Package 


The New York office, 1230 Park Ave., 
of Newport Industries, Inc., formerly 
known as General Naval Stores Division, 
has announced new turpentine packages. 
The new cans are of attractive design in 
distinctive green, black and white. They 
are available in 4%, %4, 1-gal. and 5-gal. 





sizes, with easy pouring features, and 
are sealed at the distillery to prevent 
oxidation or discoloration. Newport 
steam distilled wood turpentine is also 
available in 30-gal. and 55-gal. drums. 


““Cyanogas” Ant-Killer 


Is calcium cyanide in granular (pow- 
der) form that evolves a gas on expo- 
sure to the natural, moisture in the air. 





This gas kills the ants in the nest to 
which it is applied by means of a spout 
can. The 4-0z. spout can contains 
enough to treat the average lawn. It is 
for outdoor use only. Packed 12 cans 
in a self-selling display carton. Ameri- 
can Cyanamid & Chemical Corp., 30 
Rockefeller Plaza, New York City. 


Razor Combination Deals 


To enable dealers to capitalize on 
the radio broadcast of the Kentucky 
Derby, sponsored by the Gillette Safety 
Razor Corp., Boston, Mass., the com- 

















pany has announced special “Win, 
Place and Show” Combinations with an 
extra profit bonus for tying in with the 
display and sales cooperation. The 
“Win” combination includes two car- 
tons of “Tech” Razors, one carton 
“Gold Tech” razors, two cartons Gil- 
lette Blue Blades—5’s and one carton 
Gillette Blue Blade:—10’s plus 14 pack- 
ages of Blue Blades—5’s for display and 
selling effort. Dealer’s cost is $24.90, 
retail value, $37.68. The “Place” com- 
bination consists of one carton of 
“Tech” razors, half-carton of “Gold 
Tech” razors, two cartons of Blue 
Blades—5’s_ plus 7 packages Blue 
Blades—5’s free. Dealer’s cost, $14.30, 
retail value, $21.39. “Show” combina- 
tion consists of a half carton of each 
of the razors and one carton of Blue 
Blades—5’s plus three packages of 
Blue Blades—5’s free. Dealer’s cost, 
$8.75, retail value, $12.94. The company 
is also making available special window 
display material and a special window 
streamer. 


Winchester Folders 


Winchester Repeating Arms Co., Di- 
vision of Western Cartridge Co., New 
Haven, Conn., has issued folders on its 
automatic (self-loading) shotguns and 
on its No. 69A, bolt-action, box maga- 
zine .22 rim-fire repeating rifle. Copies 
available upon request. 
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POUL SI 
Somsdlional New Ditty 


1000-SHOT 









Licensed by Stephen Slesinger, Inc., N. Y. 

























CARB IIN 


MILLIONS OF KIDS 


READ MY COMIC STRIPS 
—RED RYDER 










CARBINE RINGS! 
RED RYDER CARBINE is the ™ 
only air rifle in the world with —~ 
genuine Western Style Carbine V4 
Ring anchored in jacket! / | 
1000-SHOT! 
The first 1000-shot repeating Carbine 
in air rifle history! 
GOLDEN BANDS! 

The first and only Daisy with Golden Bands... on 
muzzle and hand-hold . . .symbolizing ‘““The Golden 
West”! 

RED RYDER BRANDED STOCK! 

Red Ryder’s official signature, picture, and horse 
“Thunder” are all branded into Carbine Stock! 
LIGHTNING-LOADER! 

The only 1000-Shot Daisy with Lightning-Loader SELL 












































Now Ready for delivery... the most sensational 
Daisy in 54 years—this big new 1000-Shot RED 
RYDER CARBINE! (Daisy No. 111.) Studded with 
new sales features kids will go wild about! Pop- 
ularly-priced. This greatnew RED RYDER 











Invention—best sales feature ever put oy an air rifle! DAISY CARBINE has 100% Sales Appeal to boys 
LONGER GUN BARREL! BULLSEYE who like Comic strips and cowboys... as 
Red Ryder Carbine barrel is 3 inches longer than SHOT every boy DOES! So—this new Carbine is 














sponsored by RED RYDER—America’s 
favorite Comic Strip cowboy whose 
western adventures are eagerly fol- 


Daisy’s original 500-shot Lightning-Loader Carbine! 


FULL-LENGTH HAND-HOLD! 
The only na- 











Long, super-husky, semi-curved authentic Carbine , Ye 
Hand-Hold. — ad- x @ lowed by MILLIONS of Air-Rifle- 
rti hot 4 i 
CARBINE STYLE COCKING-LEVER! a a ak we Age tite every day end Gantays 
oon . for all Air in over 500 NEWSPAPERS! Now 
Authoritative Carbine LEVER as used on Western Rifles. Now Ys \*? —Daisy launchesthe MOST COM- 
Carbines. made by - > | PLETE National Air Rifle AD 








Campaign ever, starting April 1, 
yo featuring RED RYDER CAR- 
BINE. Be ready to cash in! Sell 
, what every boy will want—the 
OFFICIAL RED RYDER CAR- 


Daisy. 
CHECK YOUR 


The Popular 500 SHOT STOCK OF ALL AIR 


‘RIFLES NOW! SEND 
























































LIGHTHING-LOADER CARBINE 
Our biggest selling rifle in 1939 will be topped in 1940 FOR FREE NEW DISPLAY BINE packed in the mammoth 
sales only by the new Red Ryder Carbine. Has my rt “Sean aan 2-color Carton illustrated above. 
ning-Loader feature which permits loading of full e - — : : 
tube of shet in § seconds. TURE! \ Ask your Jobber— or — 
JUST OUT! wiih AS (rerans at 
oe 6 8 GI wary a ‘ 
OO] fartees SY 

2 . a =) coal Y 
No. 72 Sees? 86 6 902-4 Hotel \ 
... the hottest thing yetin water McAlpin Sen \ rer — 






pistols, in pop pistols! Because 
it’s 2 in 1...a brand new 
Combination WATER and 
NOISE Pistol... 


LEATHER SADDLE-THONG 
SQUIRT-O-MATIC 
pee jl blued steel, automatic that RETAILS AT KNOTTED TO CARBINE RING 


SQUIRTS AND POPS like 2 guns for the Regular equipment on every Red Ryder 
price of one! Double barrel, over-and-under . P 
Spe. di Sohet cagnating water giates with 2 Sc in Carbine. Can be used to hang rifle on 
a loud pop. Order Now! wall, bicycle or saddle. 
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DAISY MANUFACTURING COMPANY, 234 UNION ST., PLYMOUTH, MICHIGAN 
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DAISY AIR RIFLES 
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*“Strypeeze” Remover 
Merchandiser 


A new floor display rack for “Stryp- 
eeze,” semi-paste remover, is offered by 
The Savogran Co., India Wharf, Boston, 
Mass. Built entirely of steel, this mer- 
chandiser is nearly 4 ft. high and 2 ft. 
wide, yet occupies less than 3 sq. ft. 
of floor space. The all-metal top sign is 
printed in three bright colors—frame- 
work and shelves in attractive silver fin- 
ish. A pocket holds a supply of two- 








“Two Tone” Planes 


~ the 
Brilliant colors-th 
ished metal -@ color consumer folders describing 
of polis : pe « Ais 
that says “Strypeeze” features. This merchandiser 
name of is offered free to dealers. 
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1 the 
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he world’s greatest maker 
a back you UP: 
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STANLEY 
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New Britain, Conn. 








Stove and Range Catalog 


In the new Nesco stove and range 
catalog for 1940 Nesco has _pre- 
sented a complete and detailed story 
of every model in its 1940 line. A com- 
plete story of the construction, beauty 
and performance, and important sales 
features of every model in the line is 
clearly told in concise description and 
simple explanatory feature drawings. 
This year, Nesco has incorporated a 
comprehensive selling message on the 
burners, both long and short chimney. 
A page for each type has been devoted 
to burner construction and operation, 
and important points covering design, 
parts, and capabilities of the burners 
have been covered with description and 
diagram illustration. National Enamel- 
ing and Stamping Co., Milwaukee, Wis. 


Paint Spray Outfit 


No. 444 “V” Twin speedy paint spray 
outfit delivers up to four cubic feet of 
free air per minute at pressures up to 
40 lbs. per square inch. It is 100 per 
cent oilless. “V” type construction is 
said to insure smooth operation and 





eliminate vibration. Has new design 
and modern styling, one-piece pressed 
steel base; automatic adjustable relief 
valve and pressure gage; oversize surge 
chambers from the top of each com- 





pression chamber; standard “V” belt 


drive. W. R. Brown Corp., 5724 
Armitage Ave., Chicago, Ill. 


Small Appliance 


The Fiesta Ware egg service set con- 
sists of colored combination Hankscraft 
egg cooker in red, an ivory poaching 
dish, four egg cups in yellow, red, blue, 
and green, salt and pepper set in green 
and blue, and a maple plywood tray. 
Set retails for $9.50. An automatic elec- 
tric sterilizer for baby bottles, also 
offered by the same company, retails for 
$5.00. It is completely automatic and 
electric and operates on the principle 
of turning water to live steam by elec- 
tricity. The sterilizer may also be used 
for warming baby’s solid foods and as 
a vaporizer for treatment of croup and 
colds. Hankscraft Co., 1007 E. Wash- 
ington St., Madison, Wis. 
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Knife Sharpener 
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ening. Said not to scratch or mar fin- 


ish of finest stainless steel blade and 
also said to correct nicks and other edge 
flaws. Mounts easily for a permanent 
installation. No oiling or adjustments 
necessary. Comes in ivory, green or red. 
Suggested retail selling price, $1.95. 
Wulff Mfg. Co., 4828 Hutchinson Street, 
Chicago, Il. 


Wide Neck Silex 


Two new wide neck glass coffee mak- 
ers have been announced by The Silex 
Co., Hartford, Conn. The “Saratoga” 
electric model with removable chrome 
upper and lower bowl decorations (pic- 
tured) is equipped with “self-timing” 
stove and “Anyheet” thermostatic tem- 
perature control. It is available in a 
choice of black or ivory “Moldex” trim. 
The Bretton models, either kitchen or 
electric, are the lower priced units. 
e Kitchen models list at $2.95 up. Elec- 
3 tric models list at $4.95 up. They have 
‘3 removable “Moldex” bowl decoration 
and are available in either black or 


POPS Ry eas yas; 


PRE ORR Ss 8, 











These models 


ivory “Moldex” trim. 
have Pyrex brand glass. Filtration is 
through cloth held under spring tension. 


Gift Items 


“Speedy-Clean Skiddle”—a combina- 
tion of a skillet and a griddle. May 
be used for frying purposes such as hot 
cakes, frankfurters, steaks, omelets, etc. 
Made of gage steel, plated with chrome. 
Has flat design, no sharply upthrust 
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Sharpens every type of knife used in 
Guide slots automatically hold 
the knife in position for correct sharp- 








edges. 
is cool and non-twisting. The electric 
broiler combines cooking duties with 
added convenience of table service. Bot- 
tom and top are of sturdy gage steel 
plated with highly polished chrome. 
Removable electric grid permits broil- 
ing, baking, frying, toasting, boiling 
right on the table. Bottom unit is 
equipped with a triple-tinned trivet 
which forms surface for broiling and 
baking. Both units have cool, non-twist- 
ing handles. AC or DC. Electric cord 


Handle is of ebonized wood and | 





is included. The “Cream and Sugar 
Cuddle” consists of two simple, col- 
ored, earthenware receptacles (yellow, 
green, burgundy, white) standing 2% 
in. above the table and nested to form 
a single unit in the sunken center of a 
double-purpose chrome tray. Both items 
have harmoniously designed handles. 


Choice of two differently polished 
chrome trays, having either extended 
chrome finger-tip handles or white 
Catalin which bear serrations originat- 
ing at sunken center of the tray. 
Everedy Co., Baltimore, Md. 
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J 41E STANLEY WORKS 


New Britain, Conn. 


THE TOOL BOX OF THE WORLDO"”’ 

















Created by Utica 
for TOOL MILEAGE 


Cr 





This plier is especially adapted 
for steel mills, for wire-bound 
packing cases — cartons — and 
_ ail wire tied material. Shear cut 





UTICA 


DROP FORGE <TOOL 
CORPORATION 
UTICA, N.Y 














Sump Pump and Cellar 
Drainer 

A new sump pump and cellar drainer 
with Chrysler oil-lite bearings, to sell 


at $39.50, has been announced by the 
Dempster Mill Mfg. Co., Beatrice, Neb., 








This new pump is said to offer protec- 
tion night and day against damage 
caused by fiood waters or seepage in 
basements, pits or elevator shafts. The 
sump pump is centrifugal type, elec- 
tric driven, and fully automatic. Has 
a galvanized base with body, impeller 
and wearing ring of “Everdur” metal; 
stainless steel shaft, Chrysler oil-lite 
bearings, copper float and brass float 
guide rod; motor and float switch are 
fully enclosed, drip proof, with built- 
in overload protection in the motor. 


Compact Room Coolers 


Three sizes of “Mobilaire” packaged 
room coolers requiring no plumbing 
connections and only a few minutes for 
installation, are available from the Air- 
Conditioning Department, Westinghouse 
Electric & Mfg. Co., East Springfield, 
Mass. With capacities of 4,000, 6,000, 
and 8,500 btu’s per hour, the units 
are suited for executive offices and 
rooms in homes. Prices begin at $149.50 


and all three are powered by hermeti- 
cally sealed condensing units. The line 
includes two models of the type that 
are installed directly into the window 
frame, projecting only a few inches into 
the room. All that is necessary for in- 
stallation is a suitable and convenient 
floor plug. 


Heavy Duty Spading Fork 


This heavy duty spading fork, with 
diamond-back tines, is the latest addi- 
tion to The Union Fork & Hoe Co.'s 
Columbus, Ohio, line of blue-handled 
Speedline garden tools, which now 
consists of 18 items designed for home 
gardeners. In spite of the fact that this 
line, last year, consisted of only 17 tools 
compared with more than 1200 regu- 
lar steel goods items, Speedline ac- 





counted for over 15 per cent of the com- 

’ . . 
pany’s total sales of steel goods, it is 
stated. When Speedline was intro- 
duced in 1937, it was the first time that 
garden tools with colored handles had 
ever been offered to the public. 


Fence Controller 


“Shox-Stok”—has “Magnetair” con- 
trol which is said to make for positive 
and regular action and longer battery 





life. Battery adapter makes installation 
simple. “Shox-Stok” fits over the bat- 
tery. No wires required to hook-up bat- 
tery. Requires only two wires to hook- 
up for installation—ground wire and 
hot wire to fence to be charged. Con- 
troller is powered by any six-volt bat- 
tery, hot-shot or wet storage battery. 
List price, $7.95. Guaranteed Products 
Corp., Wellington, Ohio. 
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Customers remember and are glad to 
pass along their feeling of satisfaction 
with Bethlehem Bolts. They have every 
reason to do so. First of all, Bethlehem 
Bolts are uniformly high in quality: 
threads are clean, smooth-fitting. 
Wrenches fit snug and sure on nuts and 
heads. Equally important, the bright, 
colorful red-and-white labels attract fa- 
vorable attention, remind users that they 
can always bank on Bethlehem Bolts. 


Ask your Distributor about this attrac- 
tively packaged line of goods that 


builds business through repeat orders. 





Bethlehem Bolts are | Machine 
packed in paper cartons and Lag 
in these sizes: Carriage | 





VY,” upto | 5” long| 4” long 
ys” and 7/g” up to | 5!/2” long | 5'/2” lon 
& 
js”, V2" and 5,” up to | 3!” long | 4” —_ long 














Some longer bolts are packaged in paper 
with the same attractive label. 
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| Kitehen Utensil Holder and plated ware, firearms and sporting 3 — 



































| “Ever-Ready”—keeps most necessary goede, Sching techie, form and gaedes R 
, tools, mill and mining supplies, and 3 
utensils ready for use. Accommodates dhesitatesl . , ¢ 
| up to seven. Holder is made of Ponde- —— re 
Non-Electrical Mixer e 
This non-electrical two-speed electric Ei ‘ 
mixer is of powerful, sturdy construc- i 
tion. Has high speed for whipping é 
f 
rosa pine, attractively finished and dec- 
orated with lacquer enamel in four fi 
popular color effects. Hangs on wall or 
inside of cabinet door. Height is 2% f 
in.; length, 15% in. Individually boxed. I 
Suggested retail selling price, 35 cents. ; 
Cobbs-Hamilton Co., Des Moines, Iowa. ; 
General Hardware Catalog 
Dunham, Carrigan & Hayden Co., 
San Francisco, Calif., have issued a 
new catalog of almost 2,400 pages show- cream, egg whites, salad dressings, etc., “4 
ing and describing general hardware, and low speed for mixing heavy bat- ‘ f 
pipe, steel, mechanics’ tools, nails and ters, whipping potatoes, etc. New style a 
wire products, housewares, paints and handle said to relieve hand strain. Re- : 
brushes, crockery and glassware, build- volving turntable, stainless steel beaters. z 
ers’ hardware, brass goods, plumbing National Die Casting Co., 600 N. Al- seecinciatios 
supplies, automotive accessories, cutlery bany Ave., Chicago, III. ; 
Free Advertising Post Cards pects and customers. Cards are packed 
a a ; in quantities of 200 and the sales mes- 
Seymour Smith & Sons, Inc., Oak- sage appears just as in the illustration. 
ville, Conn., is making available to Cards are white with green type. Whole- 
dealers, free upon request, penny postal salers may also obtain quantities of the 
advertising cards for mailing to pros- cards for distribution to dealers. 








MAKE THIS STORE YOUR 
7 HEADQUARTERS FOR 
GARDENING NEEDS/ 


E’VE gathered together a grand selection of garden 

— lawn mowers, hose, seeds, fertilizers, 

all types of tools and scores of other items to make your 
gardening easier and more successful. 

Right now we're featuring the MULTI-POWER Hedge 

Shear, a new tool that makes hedge clipping amazingly 

QB cary. It is designed to make jarring, slam-bang action 

4 unnecessary. It's made by Seymour Smith, who turn out 





that easy cutting “Snap-Cyt” Pruner and other quality 


a 
pruning tools, hedge and shears. 
Come in, browse around Fill your eves and your needs. 
A 
32) 
YU & 





























5 
fa 
¥ 
-the World’s é 
Easiest Pruner 





| 

| Here's « shear that makes Lea 4 
easy 

| features the patented “Snap-Cat” 

| 
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: —see them here. “ple > in screw 





CHICAGO STORE: 570 WEST RANDOLPH STREET 
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TRIPLEX Nuts are 


' know values 
in screw products. 





SUGGESTS 


3 BUTT TO A DOOR 


NO NO NO 1 
o| SAG WARP o| STICK | 

















50% MORE SALES FOR YOU . O 
100% SATISFACTION TO HOME OWNER 


The third butt guarantees a door that will 
swing free for years to come. It protects 
against costly repairs. It’s extra profit for 
you and extra satisfaction for your customers. 











ad 


McKINNEY MANUFACTURING COMPANY ° PITTSBURGH, PA. = 
Pr 











for the Advantage of 
Selling TRIPLEX Products 


(yy hands at figuring costs make allowances for de- 
fective parts and supplies. Help your customers 
turn “safety factors” on cap screws, bolts and nuts into 
extra profits by supplying TRIPLEX, and your profits 
speak for themselves. Show them the economy of 
Triplex products in use with their time-saving fit— 
their tough strength that prevents breakage trouble and 
expense. TRIPLEX Quality is maintained through care- 
ful specification of steel and manufacture on modern 
machines. Save buyers valuable time—carry TRIPLEX 
regularly. Write us for samples and prices, today. 


THE TRIPLEX SCREW COMPANY 


5317 Grant Avenue, Cleveland, Ohio 





Accurate to size. 
Full threads run 


buyers ‘ 
4 smooth and tight. 


CAP AND SET SCREWS, BOLTS, NUTS AND RIVETS 


* Millions Sold « + + Used in Every Industry * 
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GET YOUR SHARE 


OF BUSINESS ON 


“EMPIRI:” 
RED CHIEF 


SWEEPS and SHAPES 














MODERN 
PATTERNS 


Cultivate more 

usiness 
on sweeps and 
shapes by sell- 
ing the line cus- 
tomers want — 
the Red Chief. 
Empire shapes 
are designed to 
fill the needs of 
modern agricul- 
ture. Special steel 
insures long life, 
keen edge, resist- 
ance to breakage. 





No. 50 
WING SWEEP 








ONCE TRIED— 
ALWAYS USED 


Farmers have test- 
ed and enthusiasti- 
cally endorsed Red 
Chief shapes. One 
sale makes an- 
other. Display rack 
facilitates inspec- 
tion. For tractor 
or horse drawn 
tools. All soil con- 
ditions. Better im- 
plements mean bet- 
ter business. Red 
Chief shapes come 
in thicknesses, 
widths and lengths 
for any tillage need. 








No. 255 
CORN SHOVEL 


Return coupon for catalog sheets 
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| THE EMPIRE PLOW CO. 
. ""Sweepmaster for a Century"' A 
. CLEVELAND, OHIO 
} Please Send Catalog Sheets on H 
RED CHIEF LINE : 
: Nome ‘ 
: : 
© Address ' 
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: City State . 


anata ee eee 


100 


| 


| 


Paint Mixer and Agitator 

Cans do not have to be opened and 
are easily slipped into the mixer which 
is adjustable to can sizes ranging from 





pints to gallons The mixer operates on 
a \%4-hp. stock motor. Outfit complete 
with motor, pulley and V belt sells for 
$17.50. AC motor, % hp. can be ap- 
plied for $7.95. Mixer carries a one- 
year guarantee against any possible de- 
fect in materials or workmanship. 
Tamms Silica Co., 228 N. LaSalle St., 
Chicago, Il. 


Ball Wheel Skate 


Zephyr Products Co., Newport, Ky., 
announces a noiseless ball wheel skate. 
This new model sidewalk skate for boys 





and girls is designed along lines of a 
rink skate, low slung and with wide 
wheel spread. This new model is also 
said to be very high speed. 


Humidifier 


Series 1100 humidifier consists of 
two separate units, an evaporating pan 
and a float chamber which contains the 
“Viking Top-Seat” float valve assembly. 
Float tank is located outside the fur- 
nace, where all working parts are read- 
ily accessible and free from heat, 
mineral deposits, and corrosion. Evapo- 





rating pan, protected by two coats of 
acid-resisting porcelain enamel, can be 
installed in warm air plenum chambers, 
ducts and small cabinet spaces. Evapo- 





rating surface of 480 sq. in. is provided. 
Comes complete with all necessary fit- 
tings for installation. Viking Air Condi- 
tioning Corp., 9500 Richmond Ave., 
S.E., Cleveland, Ohio. 





Flashlight Equipment 

No. 68 and No. 681 adapters. These 
lamp socket adapters make the “Mighty 
Midget” photoflash lamp No. 5 avail- 
able in present photographic equipment. 
Adapters are screwed into the lamp 
socket and new bulb is inserted. The 








No. 68 is designed for replacing No. 7 
and No. 11 bulbs and the No. 681 for 
replacing No. 21 bulbs. Frank W. 
Morse Co., 301 Congress St., Boston, 
Mass. 


Coal and Wood Range 


An extra-capacity oven, three cubic 
feet in size, is a feature of the new 
“Empress” coal and wood range, an- 
nounced by the Renown Stove Co., 
Owosso, Mich. The porcelain finish 
inside and out protects the Empress 
from corrosion. The fire box is made 











up of six interchangeable sections of 
extra heavy, ribbed cast-iron, and the 
walls are vertical so that no fuel can 
stick to the sides. A direct draft of 
greatly increased area is operated by 
a convenient dial control. Oven, 18 x 
19 x 15, is equipped with an adjustable 
oven indicator. Another feature is the 
auxiliary oven for keeping foods hot for 
serving. For summer cooking either a 
gas or electric attachment can be in- 
stalled at slight extra cost. The range 
is packed completely assembled. 
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GENERAL @ ELECTRIC 
NATIONAL HARDWARE 

oglu OPEN HOUSE APRIL 25—MAY 4 

WITH TWO PRICE LEADERS 


FAMOUS MODEL “R” IRON ALL-CHROMEPLATED TOASTER 





ad 
@ Fast-heating Calrod Unit @ Large heat- ®@ Actractively styled @ Fast-heating units 
storage capacity @ Cool comfortable handle e ®@ Toasts two slices @ Concealed terminals — 
Thumb rest — button nooks ®@ List Price $2.95 Approved cord @ List Price $2.95 


P lus-- TWO SPECIAL LIMITED TIME OFFERS 
AUTOMATIC IRON AND IRONING BOARD COMBINATION COFFEE MAKER-DISPENSER COMBINATION 




















AN $8.95 AUTOMATICIRON “4 %7:95 COMBINA- | 








APRIL 4, 1940 


AND $5.95 IRONING BOARD TION VALUE | 

BOTH = $95 WITH YOUR FOR $ 95 | 

FOR ONLY 42™ OLD IRON ONLY 522 Ee 
Prices Higher West of the Rock. 





GENERAL @ ELECTRIC | 








ckies 
APPLIANCE AND MERCHANDISE DEPT., BRIDGEPORT, CONN. ONTARIO, CALIF. 














SPECIAL OFFER 
ON REMINGTON 
CUTLERY 


for National Hardware 
Open House! 


N HONOR of National Hardware Open 
House, Remington offers special deals 
on four of its popular cutlery items. This 
is standard merchandise, with standard 
profit margins for dealers! Individual pack- 
aging and special price tags supplied on 
all four items. This unusual offer expires 
after May 4, so order your lots from your 
jobber today! 


98¢ SET 
(Regularly $1.25) 


KA-3 Set. Three stainless steel 
paring knives with edges that 
cutlike magic. Full mirror 
finished. One knife has serrat- 
ed edge. Hard rubber molded 
handle, correctly balanced. 





$1.49 SET 
(Regularly $1.80) 


KA-331 Set. Rosewood Handle 
Household set. 8" slicer, 544° 
fork, 3‘‘ parer. All made of 
finest stainless steel, hardened, 
tempered and mirror finished. 
Packed in attractive blue and 
buff colored box. 





49 KITCHEN 
¢ SHEAR 
(Regularly 69¢) 


D-403. This attractive shear has 
a thousand uses in every kitch- 
en. Blade heavy nickel finish. 
Handle furnished in red. In- 
dividually packed. 






39¢ 


KNIFE (Regularly 50¢} 
K-4307. There's real extra value in 
this fine knife for farm or home 
use. 110 point carbon blade, hard- 

ened and tempered. Walnut han- 
dle fastened by telescope rivets. 


— . 
on . aS 
, * 
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Kingston Lawn Mower 

No. 200—has 8-in. open-work cast 
iron wheels; completely protected en- 
closed gears; self-adjusted ball bearings 
on reel shaft, grease packed in assem- 








bly; four correctly tempered high car- 
bon steel blades. Cutter blade is ground 
on top and front face. Makes 14-in. 
cut. Shipping weight approximately 35 
Ibs. Kingston Products Corp., Koko- 
mo, Ind. 


Electric Table Broiler 


This new electric table broiler broils 
sizzling-hot steaks right at the table. 
The distance between the heat and the 
food is fixed, so the time necessary for 
cooking depends entirely on the thick- 
ness of the food and on_ individual 








tastes. Over the broiler rack a venti- 
lated cover fits snugly. A special hinge 
holds it up and out of the way when 
the handle is lifted. The solid walnut 
handle, detachable for compact storage, 
is thoroughly insulated. Vents in the 
cover which help to prevent smoke and 
spatter. Bars of the broiler rack are 
near together so mushrooms and other 
small foods cannot fall through. A re- 
movable aluminum plate, shaped to fit 
the base, catches the drippings and 
makes cleaning easy. Excess grease 
runs down into the center well in the 
plate, tending to eliminate smoke and 
spatter. Heat can be turned down to 
300 watts for simmering. Broiler can 
also be used for toasting open sand- 
wiches and canapes, and as a hot plate 
simply by inverting the cover. Operates 
on either A.C. or D.C. Manning, Bow- 
man & Co, Meriden, Conn. 


Patterns in Stove Pads 

There are two attractive new patterns 
in the “Pro-Tex” line for 1940. One 
is the Dutch motif in two colors, white- 
and-red and green-and-red. The other is 











a coffee-cup design, a one-color design, 
available in red, green, black or blue. 
Continued from last year’s line are the 
plain pattern (crimped metal top with- 
out decoration) and the de luxe nickel 
plated design with satin stripe. All of 
the pads are made in four standard 
sizes, 18 in. x 20 in., 14 in. x 17 in., 
8% in. x 20 in. and 7 in. x 7 in. The 
8% in. x 20 in. size is new this year. 
Also new this year is a large display 
stand, in three colors, featuring one pad 
of each size. Illustrations on the side 
panels show many of the product’s uses. 
The display rack is available without 
cost to dealers who stock a minimum as- 
sortment of “Pro-Tex” pads. Bal- 
lonoff Metal Products Co., 5800 Kins- 


man Road, Cleveland, Ohio. 


Boat Builders’ Directory 


Evinrude Motors, Milwaukee, Wis., 
has issued a new edition of its Directory 
of Boat Builders. The directory lists 
307 boat builders and what they build. 
Serves as prospect guide for dealers sell- 
ing outboard motors. The company has 
also issued a Boat and Motor Selector, 
a “slide rule” guide by which the most 
suitable motor can be selected for 
various boats. 
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For fast, easy-to-make sales 
that stick, show this newest 
steel tape sensation! Lufkin 
Chrome Face Steel Tapes are 
not only easy to read (with 
jet black markings on satin 
chrome background) — but 
they appeal! to the men who 
want durability too. They’re 
metal throughout, rust resist- 
ing. and won't crack, chip or 
peel. The “Leader” shown 
here, in a sturdy imitation 
leather case, retails at a 
popular price. The “Anchor”. 
in genuine leather case, re- 
tails for slightly more. 
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CATCH THEIR EVES WITH THIS DISPLAY 


Let this attrac- 
tive display 
help you sell 







SAGINAW. MICHIGAN 


TAPES . RULES 


PRECISION 
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Graphite Spray Lubricator 

Put up on display card, illustrated. 
Spray lubricator is filled with Koerber’s 
superfine flake graphite. Said not to 

















gum, clog, freeze, or collect dust. Used 
for casement window gears and hinges, 
garage door hangers and slides, lawn 
mowers, garden tools, machiner, vacuum 
cleaners, sewing machines, etc. Free 
sample to dealer supplying wholesaler’s 
name. Put up on individual cards or as 
shown. Seed Filter & Mfg. Co., Inc., 
343 Broadway, New York City. 


**Easy-To-See”” Thermometers 


Made with three-inch diameter clear- 
tempered glass dials. You look through 
them rather than at them. They may be 
cemented to any convenient spot out- 
side window pane. Maker states they 
can be read easily inside from a dis- 


tance of 10 ft. or more. Completely 





| 


weather-and storm-proof. A model is 
also made for indoor mounting. Both 
list for $1.00. The same principle is 
used on table and desk models listing 
from $1.95 to $3.25 in a variety of fin- 
ishes and color combinations. Precision 
Products Co., Waltham, Mass. 


Harness Catalog 

W. W. Gleckner & Sons Co., Canton, 
Pa., has issued a new catalog on its line 
of harness, collars and saddlery. 








Feature the 
VICTOR FAN LINE 


... and you will show and sell 
aline with more talking points, 


more for your customers, and 





more profits for you. 
MIRACLE 


BREEZE The new VICTOR Line is ready 


backed by a sales making 
promotion Thermometer Sen- 
sitized to make the heat work 
for you. Rush your request 
today for the complete story. 
Get set now for the most 
profitable FAN year you have 


_ yet experienced with VICTOR 
HI-BREEZE 


& 


OVERHEAD 





to lead the way. 


VICTOR 


ELECTRIC PRODUCTS, INC 


J 
CINNATI, 









1002, 295@ Rebertsen Ave. 
onto 











Duality is always VICTOL 
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“Bee Brand” disinfectant, which di- 
luted, has no odor of carbolic, phenol or 
chlorine. It also permits sanitary clean- 
ing and deodorizing without the risk of 





handling poison materials and will not 




















burn or injure the hands. Highly con- 
centrated, an 8-oz. bottle that retails for 
50c. will make 64 pints. McCormick & 
Co., Baltimore, Md. 


OPO 


**Handee” Tool Catalog 


glass grinding set, new polishing com- 
pound, semi-finished products that can 
easily be finished, and others. The cata- 
log puts emphasis on the “Handee” 
packaged unit. 
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“Axette” Display 


This sales-making display is provided 
and packed with a dozen assortment of 
‘Axettes.” The “Axettes” are packed 


four to a carton—three cartons and the 
display making the assortment. War- 
ren Axe and Tool Co., Warren, Pa. 


Odorless Disinfectant 


A new odorless disinfectant for house- 
hold use, McCormick and Company, is 





MLE 


Tiew are no competition headaches in Milfords— 
the independent retailer's protected hacksaw blade. 

The Easy-Starting Teeth are an exclusive 
Milford feature, and blades bearing this feature are 
not sold to chain stores and mail order houses. 
Milford is the only hacksaw blade that places you 
beyond competition. Your customers will come back 
to YOU for more! 


Packed in attractive stock assortments, including 








The Chicago Wheel & Mfg. Co., 1101 


W. Monroe St., Chicago, Ill., has issued 
a new 1940 catalog on its “Handee Tool 
of 1001 Uses.” This new edition con- 


} 
tains a number of new items such as the 
| 


several sure-fire merchandisers. 


THE HENRY G. THOMPSON & SON CO. Make your store the 
MILL STREET, NEW HAVEN, CONNECTICUT, U.S. A. SS Se 





SELL 


ROCK WOOL 
INSULATION 
pox 


EXTRA 
PROFITS 


| a apine wee appreciation of the value of properly in- 
sulated houses has reached the point where 
“over-the-counter” rock wool sales are developing real 
volume. 

Don’t let this profitable business get away. Sell 
CAREY Rocktex—the rock wool insulation backed by 
a pioneer name in the insulation industry. Supplied in 
loose, granulated and bat form. Phone or write the 
nearest Carey Branch Office for details. 














THE PHILIP CAREY COMPANY . Lockland, Cincinnati, Ohio 
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RECENT SMITH COMMITTEE DISCLOSURES 
MAY CAUSE LABOR ACT CHANGES 


Revelations of maladministration by the Smith House 
Committee investigating the Labor Board have de- 


veloped pressure for a house cleaning. 


tration may yield to modifications of 


(Washington Bureau 
of HARDWARE AGE) 


Predictions are being 
rather freely that the upshot of 
the drive against the National 
Labor Relations Act will see no 
great changes in the law at the 
present session of Congress. But 
a new board or a partially new 
board and a changed procedure 
may result. 

While President Roosevelt has 
not gone on record publicly re- 
specting changes in the Wagner 
act and its administration it is 
widely accepted that he is op- 
posed to any basic revision of the 
law. But revelations of mal- 
administration of the Wagner 
act, as disclosed by the Smith 
House Committee investigating 
the board, have developed such 
pressure for a house cleaning 
that the Administration is said 
to be prepared to yield to cer- 
tain modifications both as to the 
act and its administration. 

Increasing chances of limited 
changes in the law was the 
statement of President William 
Green of the American Federa- 
tion of Labor that some of the 
Smith Committee amendments 
“are practical and constructive.” 

Specifically Mr. Green said the 
AFL will petition and appeal to 
Congress for amendments pro- 
viding for a reconstruction of the 
labor board; the right of employ- 
ers to petition for elections un- 
der certain conditions; the aboli- 
tion of the right of the board to 
invalidate contracts honestly and 
justly negotiated through collec- 
tive bargaining; the acceptance 
of the American Federation of 
Labor recommendations relating 
the selection and establish- 
ment of the appropriate collective 
bargaining unit, and the accep- 
tance of a simplified form of ad- 
ministrative and judicial proce- 
dure. 


to 


The Smith bill proposes to 
establish the office of “adminis- 
trator” who would prosecute 


cases and a separate labor board 
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made | 





which would hear and pass upon 
them. 

Commenting on this proposal, 
Senator Wagner said: 

“Such a dismemberment of 
functions and division of respon- 
sibility would defeat the just ex- 
pectation of industry and labor 
that there be prompt and effec- 
tive administration of the nation- 
al labor policy,” he declared. 
“There would be nothing to pre- 
vent the administrator from ad- 
justing cases on a basis entirely 
different from those laid down in 
the board’s decision, or from re- 
fusing arbitrarily to issue a com- 
plaint in a case clearly within 
the board’s province.” 

Senator Wagner, however, 
strikes at all the procedural 
changes. He broke out with the 
charge that they would provide 
“a feast for a few lawyers, an 
insuperable problem for the 
courts, an insurmountable obsta- 
cle to any efficient administration 
of the law, a blessing to those 
anxious to disobey the law and 
a merry-go-round for the employ- 
ers and workers affected by the 
law.” 

The “free speech” amendment 
was branded as an effort to over- 
rule decisions of the Supreme 
Court and thus to allow unfair 
practices which the court has re- 
peatedly held there is no consti- 
tutional right to enjoy. Senator 
Wagner said the amendment 
would undo the substantial jus- 
tice embodied in many Supreme 
Court decisions and open the 
way for the return of company- 
dominated unions. 

Opposing the amendment to 
have rules of evidence in Fed- 
eral district courts applied to 
labor board procedure, Senator 
Wagner declared that the change 
would burden everybody with the 
cost of time of new litigation on 
purely technical points. The 
amendment to permit the courts 
to reverse the board’s finding of 
facts, the Senator said, would re- 


quire the reviewing court to 





Adminis- 
the act. 


weigh the evidence and substi- 
tute its judgment on the facts 
for those of the board. 

Should a preliminary investiga- 
tion substantiate a charge an 
employer would be served with 
a complaint setting forth not only 
the charge but also the redress 
expected if the board found him 
guilty. At present the employer 
is not advised of redress now 
expected of him but under the 
proposed amendments the em- 
ployer would be put on notice 
to reinstate a dismissed employee 
and amount of wages to be paid 
because of illegal dismissal. 
However, unlike the present law, 
liability would be restricted to 
six months before complaint was 
made to the board. Also unlike 
the present procedure the board 
could not order reinstatement of 
an employee whose union activity 
had included willful violence, de- 
struction of property or partici- 
pation in a sit-down strike. 

Under present law the board 
is required to have substantial 
evidence to support its findings 
but under the proposed amend- 
ments the board would be re- 
quired to determine a case upon 
the “preponderance” of substan- 
tial evidence. 

On numerous important points 
the board no longer would be 
allowed to act upon its own judg- 
ment but would be directed by 
Congress to follow a given pro- 
cedure. In this connection one 
provision would not require an 
employer to reach any agreement 
in bargaining with the union but 
he would be required to submit 
counter proposals to demands by 
the union. Unless accompanied 
by threats of intimidation, free 
expression of an employer’s opin- 
ion on labor use or other matters 
would not be construed to be a 
violation of the act. So long as 
two or more unions claim the 
right to represent workers the 
employer would not be required 
to deal with any union. He 


would be permitted to secure 


| from the board an order for elec- 
| tion among employees to deter- 
| mine which of the two rival unions 
| is entitled to represent the work- 
ers provided the employer stipu- 
lates his purpose to bargain with 
the union that wins the election. 

The Smith bill adopts the pro- 
posal of Lloyd K. Garrison, of 
the Wisconsin University Law 
School which would prohibit the 
board from deciding disputes be- 
tween craft and industrial unions 
or between national and _ local 
unions under what groups em- 
ployees constitute a unit appro- 
priate for bargaining. In the 
event of failure of the unions to 
agree, neither would be granted 
the right to exclusive representa- 
tion for collective bargaining and 
pending settlement of the dis- 
putes the employer would not 
be required to bargain with 
either union. The unions, how- 
ever, could carry their disputes 
io the point of strikes, in the 
hope on the part of the stronger 
to compel employer recognition. 

Guaranteed to the unions as 
well as employers in the Smith 
amendments would be all rights 
of fair trial, subpoena rules of 
evidence and decision based 
on “preponderance” of evidence. 
Likewise unions would be given 
the right not now granted to se- 
cure court review of board de- 
cisions to determine the union 
which has exclusive bargaining 
rights for any group of workers. 
Knowledge of unions that an 
election would be held before 
the board granted exclusive bar- 
gaining rights in any case was 
also pointed out as being a right 
that would be favorable to labor, 
though in cases where they are 
not sure that they will be the 
majority of workers it is likely 
that unions would not want this 
“right.” 

WORCESTER A DIRECTOR 

TUBULAR RIVET & STUD 


At the annual meeting of the 
Tubular Rivet & Stud Co.. Wol- 
laston (Boston), Mass., Law- 
rence P. Worcester was added 
to the board of disectors and 
retains his offices as chairman of 
the executive committee and 
vice-president of the company. 
Mr. Worcester was formerly as- 
sociated with the Brown Com- 
pany of Portland, Me. 
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AGE—WHILE IT’S NEWS 


THE TRADE 








POND, DIRECTOR OF SALES; ANDERSON, 
SALES MGR., NICHOLSON FILE Co. 


The Nicholson File Company 
announces the appointment of 
Wallace L. Pond as director of 





WALLACE L. POND 


sales and William W. 
as sales manager. 

Mr. Pond has been with the 
company since 1895 and for many 
years has served as domestic 
sales manager. In that capacity 
he has made frequent visits to the 
trade in all sections of the United 
States and well acquainted 
with the wholesale hardware and 
mill supply industry throughout 
the country. 

As director of sales Mr. Pond 


Anderson 


is 








will continue to head the sales 
organization and it is expected | 
that he will spend much of his 





WILLIAM W. ANDERSON 


APRIL 1940 





4, 





| Manufacturers. 


| consists of: 


time in study of general sales 
problems and of sales research. 

Mr. Anderson has been con- 
nected with the company since 
1919, spending most of that time 
with the company’s Canadian 
Branch. For the past five years 
he has served as sales manager 
for the Dominion of Canada. 

Mr. Anderson will assume ac- 
tive supervision of all sales rep- 
resentatives of the company and 
will spend much of his time in 
the field in company with sales- 
men and service engineers. 


SLOAN MANAGES GLOBE 
OIL HEATER DIVISION 

Francis M. Sloan has been ap- 
pointed manager of the oil heat- 
er division of The Globe Machine 
& Stamping Co., 1250 W. 76th 
St., Cleveland, Ohio. Mr. Sloan 
will direct the sales organization 
and have charge of the adver- 
tising for that division 

Mr. Sloan is a graduate me- 
chanical engineer and has, for 
the past four years, been man- 
ager of the heater division of the 
Metal Door & Trim Co., LaPorte, 
Ind. 


E. K. PRIEST HEADS 
THE MOORE CORP. 


Edwin K. Priest has been ap- 
pointed president and _ works 
manager of The Moore Corp., 
cooking and heating appliance 
manufacturer of Joliet, Ill. Mr. 
Priest succeeds Milo B. Hopkins 
who chairman of the 
board. | 

Mr. Priest was formerly asso- 
ciated with the Floyd-Wells 
Stove Co., Royersford, Pa., with 
which organization he was presi- 


becomes 





dent and general manager for 
several years. He is secretary- 
treasurer of the Institute of 
Cooking and Heating Appliance 


The executive staff of the | 
Moore Corp. in addition to | 
Messrs. Priest and Hopkins, | 


C. F. Spicer, vice- 
president and general sales man- 
ager; M. H. Stans, treasurer; F. 
E. Wright, secretary; W. W. 
Putney, assistant treasurer; D. 


T. Fraser, assistant secretary, 
and A. H. Rose, advertising and 
sales promotion manager. 


NEW MANAGER FOR 
CROSLEY REFRIGERATOR 
DIVISION 

George T. Stevens has been 
appointed manager of the Refrig- 
eration Division of The Crosley 
Corp., Cincinnati, Ohio, 

Mr. Stevens comes to Crosley 
directly from the Allied Stores 
where he was merchandise manager 
of appliances and hardware lines. 
In this connection he had charge 
of the design, production and 
marketing of private brand lines 
as well as of the merchandising 
of national brands. In his five 
years with Allied Stores Mr. 





Stevens gained an intimate knowl- | 


edge of the markets in all sec- | 
tions of the country. Prior to | 
his connection with Allied Stores | 
Mr. Stevens was regional mer- | 
chandiser of appliances and hard 
lines for Montgomery Ward in | 
the Eastern region. 

Mr. Stevens’ experience in the 
household appliance business | 





NEW HOUSEWARES BUYER 
FOR BELKNAP HDWE. 
Fred A. Hall has been ap- 


pointed housewares buyer for 
the Belknap Hardware & Mfg. 





FRED A. HALL 


| Co., Louisville, Ky., to succeed 


the late R. E. Hinman. 


Mr. Hall has been associated 
with the Belknap organization 
since 1912 when he started as an 
| order clerk. In 1914 he was 
given the territory in central 
Indiana. Following service with 
the U. S. Navy he returned to 
the company and traveled the 
central Ohio territory until 


* 








GEORGE T. STEVENS 


dates back to the time when he 
and his brother operated a retail 
and wholesale business in Wilkes- | 
Barre, Pa. He later was adver- 
tising manager for a Pennsyl- 
vania newspaper, and was con- 
nected with a brokerage house | 
in New York before joining the | 
Montgomery Ward store in Ja- | 
maica, L. I. From this he was | 


| promoted to buyer for the Eastern | 
| office of that company. 


| Inc., 


| nounced that J. M. Read of New 


transferred to the house organ- 
ization in 1936. He then was in 
charge of handling all mail 
orders from customers and was 
also given special sales leader- 
ship management assignments. 


NEW DIRECTOR NAMED FOR 
REVERE COPPER & BRASS 


After a meeting of the Board 
of Revere Copper and Brass, 
Rome, N. Y., it was an- 
Bedford, Mass., had been named 
a director of the company. 


NEW G-E CONDUIT 
PRODUCTS SALES MGR. 


Don J. Murray has been ap- 
pointed sales manager for Gen- 
eral Electric conduit products, 
with headquarters at Bridgeport, 
Conn. He was formerly district 
representative for wiring mate- 
rials at Los Angeles, where he 
has been for the past three years. 
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A. D. BYLER ELECTED PRESIDENT OF HOTPOINT CO.; 
GEORGE A. HUGHES BECOMES BOARD CHAIRMAN 


George A. Hughes was elected 
chairman of the board of the 
Edison General Electric Appli- 
ance Company, Chicago, at a 








GEORGE A. HUGHES 


meeting of the board of direc- | 
tors in New York City on March 
4. Mr. Hughes has been presi- | 
dent of ‘the company since its 
organization. In his new posi- 
tion, he will continue to be ac- 


operating electric utility proper- | 
ties in Montana and the Dakotas. | 
In 1910 he went to Chicago 
where he made the first practical 
domestic range, using | 
heating units which he _ had 
patented. Here he formed the | 
Hughes Electric Heating Com- | 
pany, which made and sold the | 
Hughes electric range. The pres- | 
ent organization was formed in 
1918 with Mr. Hughes as presi- 
dent. Just prior to his election 
as chairman of the board of the 
Hotpoint Company, Mr. Hughes 
was honored as a modern pioneer 
by the National Association of | 
Manufacturers, for his contribu- 
tions to the advancement of | 
American industry and American | 


electric 


On January 1, 1920, Mr. Byler 
joined the Hotpoint Company as 
industrial engineer. Since then, 
he occupied, successively, the 





R. W. TURNBULL 


positions of superintendent of the 
Taylor Street plant, Chicago | 
works manager, and_ general 
works manager. On March 3, 
1924, he was elected vice-presi- 
dent and general manager, hold- 


original line of Hotpoint electric 
appliances. When the present 
Hotpoint organization was formed 
in 1918, he became sales repre- 
sentative for the Pacific North- 
west, and in 1924 was made 
Pacific Coast district manager. 
His unique understanding of 
electric appliance merchandis- 
ing and his genius for organiza- 
tion brought him, in 1931, the 
appointment as vice-president in 
charge of sales, which position 
he has held up to the present 
time, except for a brief period 
with the General Electric Com- 
pany in Bridgeport. 

In his post as first vice-presi- 








ing this position to the present 
time. As president of the Hot- 
point Company, Mr. Byler will 
continue to direct manufacturing 
and engineering operations, in 
addition to his other duties. 

Mr. Turnbull began his appli- 
| ance career in 1910 as a sales- 


| 
| 
tive in the business, maintaining | 
his present headquarters in the | 
Hotpoint company’s general of- | 
fice building at 5600 West Tay- | 
lor Street, Chicago. | 
A. D. Byler, for 16 years vice- 
| 

| 

| 

| 

| 

} 





president and general manager, 
succeeds to the office of presi- 








dent. A. D. BYLER | man for the Southern California 
R. W. Turnbull, who has been Edison Company. The follow- 
vice-president in charge of sales | living standards, through his | ing year he joined the Pacific 


Electric Heating Company, On- 


electric heating unit and electric 
| ° ° . . | 
tario, California, which made the | 


new becomes first vice-president. 
Mr. Hughes started in business | range inventions. 


STANLEY MEN AT SALES CONFERENCE 


dent of the Hotpoint Company, 
Mr. Turnbull will continue to 
direct sales activities on the 
lines of Hotpoint Electric ranges, 
water heaters, refrigerators, home 
laundry equipment and kitchen 
sanitation equipment. 

George W. Scott, for many 
years secretary-treasurer of the 
Hotpoint Company, was re-elect- 
ed to this office. 


SCHICK APPOINTS FIRST 
WHOLESALE DISTRIBUTORS 

In line with the recently an- 
nounced policy of Schick Dry 
Shaver, Inc., Stamford, Conn., to 
appoint selected distributors in 
the principal markets of the 
United States, the company has 
announced the first distributors 
to be appointed up to March 15. 
Among them are the following: 

J. A. Williams Co., Pittsburgh, 
Pa.; Supplee-Biddle Hardware 
Co., Philadelphia, Pa.; Califor- 
nia Hardware Co.., Los Angeles, 
Cal.; Jensen-Byrd Co., Spokane, 
Wash., and Weed & Co., Buffalo, 
mh Be 





The annual sales conference of hardware salesmen and directors of The Stanley Works, was held recently at the company’s home 
office, New Britain, Conn. With the exception of a few men from the Pacific Coast territories all salesmen were present. 

Shown here are, first row: E. H. Hart, P. F. King, R. E. Pritchard, L. W. Young, J. E. Stone, C. F. Bennett, E. W. Pelton, P. D. 
Martin, G. M. Coholan, W. G. Hannah; second row: E. A. Pinnegar, L. Domijan, E. I. Stevens, A. O. Gustafson, F. E. Marvin, 
J. J. McHugh, J. C. Hart, J. B. Kiely, P. F. Siegrist, K. B. Guy, B. Findlay, A. Crosby, F. C. Noyes, F. R. Gilpatric, 
R. S. Cornell, G. P. Merrill, W. A. Boudewyns, E. T. Dorpols, A. H. Heinzman, E. R. Swift, P. T. Gibbons, L. S. Pickup, J. F. 
Hart, R. W. Chamberlain; top row: J. W. Stone, R. Turner, A. T. MacSpedon, G. F. Livingstone, F. G. Duncan, F. N. Conlon, 
T. E. Knox, H. H. Coridan, J. D. Wyman, C. E. Stafford, C. S. Smith, C. Pincus, R. J. Isaacson, C. H. Rickard, B. J. Walker, G. B. 
Carlson, C. Diemand, J. H. Taylor, F. O. Miller, C. A. James, L. S. Knouse, G. G. Young, K. R. Tuttle, M. W. Hellyar, R. M. 


Shailer, and G. M. Fletcher. 
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A ''SPECIAL'' FOR 


12 
ALARMS 


FOR THE 


PRICE OF 
if 


RAPID TURNOVER — GOOD PROFIT 


Assortment contains 6 each Black and Ivory “Tick Tock” 
modernistic alarm clocks. Beautifully finished metal case. 
Attractive 2-tone, gold-color dial, polished brass bezel, con- 
vex glass crystal. Full-toned alarm bell (not a buzzer). 
30-hour movement—compensated for temperature changes. 
Height of clock, 5%”. Retail price, $1.50. Dealer’s price, 
$.92. COLORFUL DISPLAY FIXTURE FREE. Order 
now from your jobber. 


THIS BIG OFFER EXPIRES MAY 4 


at 12 midnight, and is subject to withdrawal when stock for 


FEATURE THIS ASSORTMENT! 


“Open House” 
re | 





this purpose is depleted. 
THE NEW HAVEN CLOCK CO., NEW HAVEN, CONN. 


NEW HAVEN JZimenicces 














AROUND 
YOUR FINGER! 


OW’S the time to remind yourself 
that every week is Eagle Week! For 






DEAL NO. 3599 é ae 
A GREAT DEAL Eagle’s new merchandising program, week 


FOR YOU in and week out, ropes the customers 
Consists of 5 No. 3500 ‘Tight up to your store. And Terry of Ter- 
a ee io ryville and his Flying Eagle Racer clubs 
locks. If your jobber keep the customers tied to your counter. 


cannot supply you, 
order direct. Hardware dealers the country over are 


cashing in on Eagle’s new plan, which 
bid © peps up sales in all lines of merchandise. 


ar ee Tie in with Terry! 





EAGLE LOCK Co. | 


General Oftices 


TERRYVILLE, CONN. 


NIGHT LATCHES * TRUNK LOCKS + FRONT DOOR SETS + STORE DOOR SETS 








PADLOCKS + CABINET LOCKS » WOOD SCREWS + STOVE BOLTS + MACHINE SCREWS 
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THE NEW C. HENEK 
ADZE HAMMER. 























Customer satisfaction is your best assurance of profits. 


Delco Automatic Electric Water Systems for either 
shallow or deep wells are furnished in a wide range of 
capacities from 225 to 600 gallons per hour. 

They have for years been known for their dependable, 
care-free service and economical operation, and are 
today giving complete satisfaction in thousands of 
farm and suburban homes. 

If you want to get in on the profits. this rapidly 
expanding market for water systems is now offering. 
Just sign the coupon below and get 

facts and figures. 

















INDIVIDUAL LIGHT 
AND POWER PLANTS 


(C a 
aso aM 
MAKERS OF = M) 


) 

' DELCO APPLIANCE DIVISION, General Motors Sales Corporation ; 
% .405 Lyell Avenue, Rochester, N. Y. i 
§ Gentlemen: Please send me complete information on Delco Water 1 
' Systems. i 
+ Name : 

1 Address { 
i City State i 
leas ess ema ewooces eee] ee | 
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| ROBERT M. CRUISE HEADS | assistance. Among the agencies 
| N.Y. FUND’S HDWE. SECTION | associated with the Fund are the 





Robert M. Cruise, New York 
| manager, Corbin Cabinet Lock 
Co. and Corbin Screw Corp., and 








R. M. CRUISE 


Louis Goldburg, president of the 
Parker-Kalon Corp., New York 
| City, have accepted the chair- 
| manship and _ vice-chairmanship 
respectively of the hardware sec- 
| tion for the 1940 campaign of 
| the Greater New York Fund. 
The third annual drive of the 
Fund will open April 1 with a 
| town meeting in Madison Square 
| Garden. 
The Fund appeal, which is 
| made exclusively to business 
| firms and employee groups in 
| New York City on behalf of the 
Fund’s 393 voluntary social wel- 
| fare and health agencies, will be 
under Mr. Cruise’s direction in 
the hardware industry. 


Now in its third year, the| 


| Fund, through its affiliated agen- 
cies, annually helps serve 2,- 


000,000 New Yorkers, who need 


| Federation for the Support of 
Jewish Philanthropic Societies, 
| the Catholic Charities, the Fed- 
|eration of Protestant Welfare 

Agencies and the United Hos- 
| pital Fund. 





OFFICERS OF CALIFORNIA 
BUILDERS’ HDWE. ASSN. 


The Builders’ Hardware Asso- 
ciation of California, composed 
of retail and wholesale builders’ 
hardware men and officials in the 
builders’ hardware field, has an- 
nounced the following officers: 
president, James C. McAleer, 
Builders’ Hardware & Supply 
Co., Los Angeles; vice-presi- 
dent, Lawrence Stuart, California 
Hardware Co., Los Angeles; 
secretary, Frank L. Seabott, Los 
Angeles retailer; treasurer, 
Archie MacKellar, Hardwood 
Hardware & Paint Co., Los An- 
geles. Dan Hay, Beverly Hills 
retailer, is chairman of the board 
and members are Leon Rope, 
Red Feather Materials Co., and 
Hal Roach, Glendale Hardware 
Co., Glendale. 

The association has been in 
operation for three years and 
holds monthly meetings. Its 
aim is to get competitors ac- 
quainted and to work out mutual 
problems. For its meetings spe- 
cial programs are devised and all 
phases of merchandising prob- 
lems are discussed. 


TEXAS WHOLESALER TO 
MEET JUNE 21-22 
The Texas Wholesale Hard- 
ware Association will hold its 
annual convention, June 21-22, 
1940, at Galveston, Tex. 











COURT DECISION HOLDING INVALID 


| 
| 
| U..S. SUPREME COURT VACATES MINN. 
| 


CHAIN STORE GROSS RECEIPT TAX 


(Washington Bureau 

of HARDWARE AGE) 
| The United States Supreme 
| Court on March 25 by a 6 to 3 
| vote vacated the decision of the 
Minnesota Supreme Court hold- 
| ing invalid a tax on gross receipts 
of chain stores. The Federal Court 
did not pass on the constitution- 
| ality of the law but remanded the 
case to the Minnesota Court for 
| clarification of its ruling. The act 
was repealed in 1937 and the case 
was brought into court entirely 
on the validity of past levies. The 
taxes ranged from one-twentieth 


| of one per cent on gross sales of 
| $100,060 or less to 1 per cent on 


sales exceeding $1,000,000. 





The majority opinion was read 
by Justice William O. Douglas. | 
Dissenting were Chief Justice 
Charles E. Hughes, and Justices 


Harlan F. Stone and Owen J. 
Roberts. 

Departing from the usual plea 
that it is designed simply as a 
measure to raise revenue, the 
Minnesota gross sales tax on 
chain stores was represented by 
the state’s counsel as a means to 
curb growth of chains when its 
validity was argued recently be- 
fore the United States Supreme 
Court. The Minnesota Supreme 
Court held that the tax statute 
violated the state as well as the 
Federal Constitution. The pro- 
ceeding, designated as Minnesota 
against the National Tea Co., et 
al., revolved largely around the 
question whether a state has con- 
stitutional authority to make 
gross sales the measure of a tax 
on chain stores. 
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E. R. BENSON 


E. FAIRCHILD 


EASY WASHING MACHINE MAKES 
FOUR SALES PROMOTIONS 


J. J. Nance, general sales man- 
ager of the Easy Washing Ma- 
chine Corp., Syracuse, N. Y., has 
announced four major personnel 





G. F. GRAALMAN 


changes in the company’s sales 
organization. 

E. R. Benson, formerly man- 
ager of the Chicago division has 
been transferred to Syracuse 
where he will head the company’s 





LYLE HUNTOON 


APRIL 4, 1940 


factory division, including the 
Syracuse, Albany, Rochester, 
Scranton and Buffalo districts. 
E. Fairchild, formerly in 
charge of the midwest division, 
with headquarters in Kansas 
City becomes Pittsburgh division- 
al sales manager. G. F. Graal- 
man, formerly special representa- 
tive, has been appointed manager 
of the Chicago division. Lyle 
Huntoon, formerly in charge of 
the Denver territory, is now 
manager of the midwest division 
with headquarters in 


City. The Denver district re- 





CHANGES IN TIMKEN 
SERVICE-SALES DIV. 


Yale D. Hills has been ap- 
pointed assistant general manager 
of the service-sales division of 
The Timken Roller Bearing Com- 
pany. Mr. Hills came with the 
company in 1919 and has filled 
various positions in the general 


office and in the field. For the 


Coast. 


| of the Minneapolis branch of the 
| service-sales division of The Tim- 
ken Roller Bearing Company, is 
now special representative of the 
| same company with headquarters 
| at Canton, Ohio. He will be re- 
| placed by J. P. Roberts, who has 
been connected with the Pitts- 





| NATIONAL SCREW & MFG. 
MAKES APPOINTMENTS 


H. P. Ladds, president of The 
National Screw & Mfg. Co., 
| Cleveland, Ohio, has announced 
| following appointments: superin- 
| tendent, F. C. Troescher; assis- 
tant superintendent, H. G. West- 


Twenty Million Kids 





Kansas | 


mains in Mr. Huntoon’s territory. | 


past nine years he has held man- | 
agerial positions on the West | 


J. F. Cornell, branch manager | 


brook, and purchasing agent, R. | 


G. Burnham. 





“Faw Down...” 






























































...and “Boom”! 
Up go sales for YOU! 


She’s Cleobell—just “small fry” to her family maybe, but 
she’s sure “‘big-time’’ at selling Bissell Sweepers! 

For she’s one of the charaeters in Bissell’s famous na- 
tional advertising—advertising that goes into almost 
twenty million homes the nation over—advertising that’s 
read by five times as many women as the average ads of the 
same size, in the same publications!* 

Bissell Carpet Sweepers are consistently advertised in 
fifteen of the foremost magazines of the country—a cov- 
erage that just digs down into every last corner of the 
housewares-buying market—a coverage that keeps more 
women asking for Bissells than all other sweepers com- 
bined, and keeps selling more Bissells than all other 
sweepers combined! 

Are you getting your share of this profitable Bissell 
market? You will if you display Bissell Sweepers promi- 
nently, and feature them in your store! 


(*From actual survey figures, over a 5-year period.) 


BISSELL 


The world’s fastest-selling 
carpet sweeper! 
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SCREEN HARDWARE 


No. 1124 
Screen and Storm Window Sets 





f= 


Illustrations HALF SIZE 
One pair No. 724 Cadmium Plated Screen or Storm 
Window Hangers. One 1144 Hook and Eye complete with 
screws. Each set packed in an envelope. One dozen sets 


in a box. 


No. 1706 


Screen and Storm Window Sets 





Illustrations HALF SIZE 


One pair 2 x 2 No. 706 Cadmium Plated Loose Joint 
Butts with Brass Pins, one 12 Hook and Eye. Complete 
with screws—each set packed in an envelope, one dozen 
sets in a box. Specify right or left hand. 


Catalog on Request 


NATIONAL 
HARDWARE 


Qhen Mouse 


APRIL 25-MAY4 





RIFFIN 


anufacturing Company 


ERIE, PENNSYLVANIA 








AGENTS: 
BOSTON: 100 Purchase St. 
SAN FRANCISCO: 703 Market St. 


NEW YORK: 45 Warren St. 
CHICAGO: 162 N. Clinton St. 





H. P. AIKMAN ADDRESSES 
METROPOLITAN DEALERS 


More than 70 hardware deal- 
ers and manufacturers’ salesmen 
attended the Metropolitan Hard- 
ware Association meeting held 








H. P. AIKMAN 


Tuesday, March 26 at the Hotel 
Commodore, New York City, with 
H. P. Aikman, Cazenovia, N. Y., 
president, National Retail Hard- 
ware Association and Roy A. 
Foulke, manager, specialized re- 
port department, Dun & Brad- 
street, Inc., New York City, as 
the chief speakers. Sydney At- 
kinson, Brooklyn, president, Met- 
ropolitan Hardware Association, 
and second vice-president, New 
York State Retail Hardware As- 
sociation, presided at the meet- 


ing. 

Mr. Foulke, speaking on 
“Fraud in the Mercantile Busi- 
ness,” said that it is the view- 


point of management that makes 
or breaks business, with every 
policy of management in_ busi- 
ness reflected somewhere in fig- 
ures. There are, he said, 2,120,000 
conterns distributing merchan- 
dise or contributing to the dis- 
tribution of merchandise in this 
country, with 80 per cent of them 
having tangible investments of 
$10,000 or less. Of this num- 
ber 70 per cent are retail con- 
cerns. He outlined the types of 
fraudulent failures including 
concerns organized for the pur- 
pose of failing, and those fraudu- 
lent failures finally planned by 
people who have conducted legi- 
timate businesses which have 
been unprofitable for years. 

Mr. Aikman spoke on National 
Hardware Open House, April 25- 
May 4, which he pointed out in- 
cludes two major pay days and is 
intended to combat the frequent 
national promotional events, spon- 
sored by chain stores. He de- 
clared the hardware business, 
today, has as big opportunities 
as ever before and compliment- 


port of National Hardware Open 
House. This year’s event includes 
two major pay days and is in- 
tended to get the consumer to 
“Explore the Wonderland of 
Hardware.” It is hoped that the 
hardware trade will later pro- 
mote three or four promotional 
events each year. 

W. Glenn Pearce, Philadel- 
phia, secretary, Pennsylvania & 
Atlantic Seaboard Hardware As- 
sociation, was a guest at the meet- 
ing. A. C. Flamman, a member 
of the legal firm of Brennan, 
Flamman & Simpson, and coun- 
sel for several hardware groups, 
conducted the question box fea- 
ture. The evening’s program was 
concluded with the serving of 
light refreshments. 





NEW YORK PAINT GROUPS 
HOLD JOINT MEETING 


More than 400 members and 

guests attended the joint dinner 
meeting and entertainment of the 
New York Paint & Varnish Pro- 
duction Club and the New York 
Paint, Varnish & Lacquer Asso- 
ciation, held March 14 at the 
Hotel McAlpin, New York City. 
Members and guests were wel- 
comed by Carlton H. Rose, Na- 
tional Lead Co., and M. J. Mer- 
kin, M. J. Merkin Paint Co., Inc., 
president, New York Paint, Var- 
nish & Lacquer Association. An- 
nouncement was made that the 
New York Paint, Varnish & Lac- 
quer Association will hold its 
annual golf tournament on Thurs- 
day, June 13, at a place to be 
announced later. 
A takeoff on technical discus- 
sions was offered by members 
of both clubs, including a dem- 
onstration of a “machine” into 
which raw materials, of doubt- 
ful origin, paper and other ma- 
terials were placed to produce 
“paint.” Some of the subjects 
covered in a “symposium” in- 
cluded “Wood Oil Substitutes 
From an Executive Standpoint,” 
by Kenneth J. Howe, Thibaut & 
Walker Co., and “Comical Col- 
ors,” by John McE. Sanderson, 
American Cyanamid Co. Other 
speakers were Robert D. Bon- 
ney, Congoleum - Nairn, _ Inc.; 
Walter McKim, Pittsburgh Plate 
Glass Co., and Ralph Everett, 
Keystone Varnish Co. 


WEAVER-TERRY HDWE. 
CHANGES NAME 


H. C. Terry and E. S. Rosa, 
stockholders of Weaver-Terry 
Hardware, Inc., Tallahassee, Fla., 
have acquired interest of Mr. 
Weaver, and the name of the 
store has been changed to Terry- 
Rosa Hardware Co., Inc. No 
other changes in the corporation 
were made. 
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More than 25 members and 
guests attended the annual meet- 
ng of the Brooklyn Hardware 





J. B. GOLDBERG 


Association held March 14, at the 
Johnson Building, Brooklyn, N. Y. 
J. B. Goldberg, Brooklyn, was 


elected president, succeeding 
Alex W. Dow, Baldwin, N. Y. 
Other officers elected were, 
Anthony Herrmann, First vice- 


Sam Singer, second 
vice-president; T. Hansen, third 
vice-president; Henry F. Bond, 
treasurer, and Ralph S. Allen, 
Diamond Expansion Bolt Co., 
secretary. Mr. Dow and Sydney 
4. Atkinson were elected direc- 
tors for two years. 

H. C. McLachlin, manager, 
Federated Hardware Mutuals, 
Newark, N. J., explained the rea- 
for the dissolution of the 
Federal Hardware and Implement 


president; 


sons 


Mutual’s underwriting organiza- 
tion for three hardware mutual 
insurance companies. He told 


dealers how the business over the 
country had been divided and ex- 
plained who controlled the vari- 
ous companies at the present. He 
also compared financial state- 
ments of the several companies as 
now constituted. 

R. P. Peterson, sales manager, 
Hardware Mutual Casualty Co., 
Newark, N. J., spoke on the com- 
plete coverage available to deal- 
ers in the casualty company and 
outlined the progress made pos- 
sible by dealers’ support. 

Mr. Atkinson, discussed plans 
now being developed for enter- 
taining delegates of the National 
Retail Hardware Association in 
New York in July. He said that 
considerable money must be 
raised in order to provide the 
in entertainment and he 
urged all dealers to assist in this 
work. 

Henry A. Bond, treasurer of 


best 





J. B. GOLDBERG ELECTED PRESIDENT 
BROOKLYN HARDWARE ASSOCIATION 


presented with a watch chain and 
engraved key as a token of his 
loyal service. Edward F. Dailey, 


past-president, made the presen- | 


tation. After the meeting ad- 
journed, refreshments were served 
in Joe’s Restaurant. Mr. Goldberg 
presided at the meeting. 


WALLACE MANAGES RADIO 
DIVISION FOR CROSLEY 
The appointment of William T. 

Wallace as manager of the radio 

division of The Crosley Corp., 








the association for 20 years was 
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Cincinnati, Ohio, has been an- 
nounced. Mr. Wallace comes to 
Crosley from Sears-Roebuck. He 
has worked in the drafting, de- 
signing and engineering depart- 
ments of radio manufacturers and 
in the merchandising of radios he 
has had experience as a retail 
salesman, as a distributor’s rep- 
resentative and district manager 
for manufacturers. 

With The Crosley Corporation 
Mr. Wallace will direct the mer- 
chandising activities of the radio 
division and cooperate with dis- 





tributors in developing their radio 
! 


sales. 


HOLLINGSWORTH GEN. MGR. 
P. WALL MFG. SUPPLY CO. 


J. R. Hollingsworth has been 
appointed general 
the P. Wall Mfg. Supply Co., 
Pittsburgh, Pa. He was former- 
ly advertising manager for the 
Turner Brass Works, Sycamore, 
Ill., and also traveled for several 
years for that organization. 

The P. Wall company manu- 
factures dreadnaught torches and 
firepots, welded and_ brazed 
spring bottom oilers, Superior 
and Wall-Uline ice cans. 

E. O. Wise who has been as- 
sociated with Mr. Hollingsworth 
for several years as purchasing 
agent and cost accountant joins 
him in his new connection. 





J. R. HOLLINGSWORTH 





| advertising and is 


| 


| chines — necessary 
manager of 





Hundreds of families, right in your own 
community are demanding a time saving 
device to relieve the drudgery of cutting 
grass. They are the same families who 
purchase modern stoves, vacuum cleaners, 
electric refrigerators, and washing ma- 
modern home conve- 
niences! 


The COOPER CLIPPER has ss sufficient 
mark-up to guarantee you a profit and by 
selling the Clipper, you make dollars on 
each sale instead of pennies! 


The new improved 1940 Cooper Clipper is 
backed by national 


only one of a com- 
plete line of pre- 
cision built power 
mowers for every 
purse and pur- 
pose. For fur- 
ther informa- 
tion and catalog 
write Box 508A. 


“'CLIPPER”’ 
LIST ¢$ .00 
PRICE 0:2: 


FACTORY 




























COOPER MANUFACTURING CO. 


MARSHALLTOWN 





- 1OWR 
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GEAR TOP CAPPER 


The finest capper ever made! 


Has U-beam 
post for utmost strength. Big, 
palm-fitting handle provides 
easy, sure leverage under all 
conditions. Handle and post 


unbreakable 


are handsomely finished in 
red enamel and all other 
metal parts are in polished, 
corrosion-proof nickel. Base 
has shock-absorber rubber 
pad. Made to sell to cus- 
tomers who demand DeLuxe 


equipment! 


CLIMAX 


BOTTLE CAPPERS 





Root beer, catsup, fruit 
juices and a hundred 
other liquids that taste 
better if they’re home- 
made guarantee plenty 
of folks are going to 
buy even more bottle 
cappers this season! 
Stands to reason that 
you can make extra 
profits if you could be 
sure that the type cap- 
pers you stock would 
sell... and sell easily! 
Everedy’s famous Cli- 
max Bottle Capper 
takes the guesswork out 
of selection for you. 
Sturdy steel construc- 
tion throughout; large, 
extra-leverage handle; 
and a big, flat base that 
prevents spills. Stock 
and sell the favorite 


this summer. 





The EVEREDY Ce: 


5S EAST STREET, FREDERICK, MARYLAND 
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| LAMSON & SESSIONS ADDS Conn., since 1910 and since 1934 


| 
| 
| 
| 


TO CHICAGO SALES STAFF 


John F. Dolan has joined the 
sales organization of the Chicago, 
Ill., plant of the Lamson & Ses- 





JOHN F. DOLAN 


| sions Co., bolt and nut manufac- 
| turer with home offices and plants 


at Cleveland and Kent, Ohio, and 
Birmingham, Ala. Mr. Dolan will 
maintain headquarters in Chi- 
cago and represent the company 
in Iowa, Kansas, Missouri, Neb- 
raska, North and South Dakota, 
and Oklahoma. Mr. Dolan was 
formerly associated with Peck, 
Stow & Wilcox Co., Southington, 


{] 
{| 


Binder Twine Mfrs. 


J. S. McDaniel, chairman, of 
the Cordage Institute, has an- 
nounced that the binder twine 


manufacturers who are members 


| apprehensive as to whether the 


| still in a position to supply the 


| from Europe have been virtually | 


of that organization have prom- 
ised to see that American farmers 
get their binder twine as usual 
this coming harvest season. In 
recent years imported binder 
twine has displaced American 
manufactured — binder 
such an extent that dealers in 
farm supplies throughout the 


twine to 


was assistant sales manager of 
the small tools and hardware divi- 
sion of that company. 


VONNEGUT EXPANDS 
WHOLESALE DIVISION 


Vonnegut Hardware Co., In- 
dianapolis, Ind., plans to extend 
its wholesale division by the 
erection of a new _ two-story 
building of steel and concrete, 
facing 241 ft. in Maryland 
Street, on a lot 300 by 195 ft. on 
Missouri Street, between Mary- 
land and Pearl Streets, at a cost 
of $300,000. Work is to begin 
about May 1. The huge sales- 
room will be built back on two 
sides to permit parking of 80 
cars. 

Following the general trend 
throughout the country of pro- 
viding parking facilities for cus- 
tomers, the carefully planned 
parking lot is designed to give 
customers every convenience for 
carry trade. 

The building will be served by 
a spur track of the Cleveland, 
Cincinnati, Chicago and St. Louis 
railroad on the Missouri Street 
side. The company’s wholesale 
business for several years has 
been handled from its main 
downtown retail store at 120 








grain-producing states have been 


American manufacturers were 





needs of the farmer, in view of 
the fact that binder twine imports | 


| 
| 





stopped by the war. 

While it is yet too early to 
foresee the full effect the war | 
may have, it seems certain that | 
imports will be sharply reduced. 
Binder twine imports are already 
declining and for the last month 
for which statistics are available, 
totaled only a scant tenth of 
those in the same month the year 
before. It was the smallest 
amount of binder twine imported 
in any month in the last 10 years. 


Mr. McDaniel 





in commenting } 


East Washington Street. 


to Forestall Shortage 


upon the large quantity of do- 
mestic binder twine which has 
been displaced by imported 
twine, says that in his opinion 
the purchase of imported twine 
by farmers has not served to re- 
duce the total cost of the Ameri- 
can farmers’ binder twine bill. 

At the time of the World War 
when sisal imports were re- 
stricted, Mexico boosted the 
price of fiber to American binder 
twine manufacturers more than 
300 per cent. For the last decade, 
American twine manufacturers 
have had to undergo continual 
unfair competition with foreign 
makers of the commodity. With 
this and certain tax exemptions, 
foreign binder twine manufac- 
turers have been able to cut 
under American manufacturers 
and have continued to do so until 
now there are only six binder 
twine manufacturers left in the 
United Siates. If American 
binder twine makers are forced 
out of business, American farm 
supply dealers and grain growers 
will find themselves at the mercy 
of foreign twine makers and will 
have to pay foreign makers what- 
ever prices they demand. 
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SALES MGR. HDWE. DIV. 
PRECISION PRODUCTS CO. 


Precision Products Co., Wal- 
tham, Mass., 
the new Precision “Easy-to-See” 
Thermometers, announced the ap- 





H. M. SWAIN 


pointment of H. M. Swain as 
sales manager of their hardware 
division. 

Mr. Swain has been associated 
with Precision Products Co. for 
some time as merchandising re- 
search and sales promotion coun- 
sel. He was formerly executive 
vice-president of The Irwin Auger 
Bit Co. and was the instigator 
of the American Institute of 
Fair Competition. He has also 
operated a manufacturers’ agency 
business in New England for 
several years. 

NORWALK LOCK MAKES 

ARMS, AMMUNITION 


The Segal Lock & Hardware 
Co. of New York City has an- 
nounced that the Norwalk Lock 


manufacturer of 


|Co., one of its wholly-owned 
subsidiaries which has _ been 
equipping its plant at Norwalk, 
Conn., for the manufacture of 
»| arms, ammunition and other im- 
| plements of war. has just re- 
ceived from the Department of 
| State a certificate of registration 
authorizing the sale and exporta- 
tion of such military supplies. 
The company already has on the 
market a hand grenade with a 
safety control device which pre- 
vents premature detonation. 


ASST. SALES MANAGER OF 
S-W ACCESSORY DIV. 


Ernest N. Robinson has been 
appointed to the newly created 
position of assistant sales man- 
ager of the accessory division, 
Stewart-Warner Corp., Chicago, 
Ill. 

Recently district sales represen- 
tative for the accessory division, 
Mr. Robinson has been with 


years. In his new capacity Mr. 
Robinson will work with the. ac- 
cessory distributing organization 
to extend and develop the organ- 
ization in the automotive and 
marine fields. The new position 
was created as part of this expan- 
sion program. 

A. M. LEVIN MANAGES 

“TOAST-O-LATOR” DIV. 


A. M. Levin has been appoint- 
ed manager of the “Toast-O- 
Lator” division of the Crocker- 
Wheeler Electric Mfg. Co., Am- 
pere, N. J. Mr. Levin has been 
associated with the company for 
a year and a half and previously 
was associated with the Amer- 
ican Distilling Co. as a salesman 
in the New York area. 





American Toy Promotion Intensified 
By Manufacturers’ Association 


\ plan to carry the promotion 
of American toys right down to 
the point of sale over the retail 
counter by making available to 
retail stores effectively designed 
display posters and material has 


been announced by the Toy 
Manufacturers of the U.S.A., 
Inc., 200 Fifth Ave., New York 


City. 

The association announces that 
it has retained W. L. Stensgaard 
& Associates, specialists in sales 
promotion and display, to design 
and produce this material. 

This extension of the promo- 
tion activities of the Toy Manu- 
facturers’ association is the re- 
sult of an investigation of the 
retail promotion of toys which 
discloses that there has hereto- 





fore been no centralized place 
where the average retail store 
APRIL 4, 1940 





could obtain attractive window 
and counter’ display cards, 
streamers and background dec- 
orative and display materials, 
and that toys were, therefore, not 
getting their proper share of pro- 
motion, in relation to other 
lines. 

By having this material pro- 
duced centrally and on a volume 
basis and by underwriting a part 
of the costs of its preparation 
and distribution, the association 
expects that the price will be 





sufficiently low to encourage its 
wide use by retail stores. 

This display material will be 
exhibited to retailers, wholesal- 
ers and manufacturers for the 
first time at The American Toy 
Fair and a display clinic will be 
held on “How to dramatize the 
toy display program.” 


SOMETHING 


NEW In 
ROPE 















To the mill supply house and hard- 





Stewart-Warner for the last six | 





and instructions how to prove it's different. 









































ware dealer, rope was just rope until 
the American Manufacturing Com- 
pany produced AMCO ... a rope 
with new and improved character- 
istics . . . a rope that withstands 
rot and mildew . . . a rope that re- 
tains tensile strength for unheard of 
| periods under impossible conditions 
. . « yet costs no more than other ropes. 

Users were skeptical at first, then enthusiastic. User told 
user of the virtues of AMCO. Rope, a staple for hundreds 
of years, became a business getting specialty over night. 
This is indeed something new in rope. 


PROVEN INCREASE 


10% TO 50% ANNUALLY 
No dealer who has taken on AMCO ROPE 
has failed to substantially increase his 
rope business. Details furnished on request. 


AMERICAN MANUFACTURING COMPANY 
NOBLE AND WEST STREETS, BROOKLYN, N. Y. 
Western Factory: ST. LOUIS aces. Ha MILLS, ST. LOUIS, MO, 


TET Sa 
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ALL-WEATHER ROP 
AMERICAN "SUPERIOR" MANILA ROPE 
TWINE - OAKUM - PACKING 


AMERICAN MANUFACTURING COMPANY 
Noble & West Streets, Brooklyn, N. Y. 


Please send me free sample of AMCO Rope 
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to anyone... 
farmer. 


Branded 


>K 
ASK 


THE PECK, 
SOUTHINGTON 





THIS LADIES’ HAMMER .. #M14 


You'd be surprised how many thousands of housewives 


smaller hammer... 


mechanics... who wanted just this kind of a handy tool. 





THIS ENGINEERS’ HAMMER . . #M6 


... also called a Garage Hammer... and INDISPENSABLE 
whether he be a mechanic, householder or 


...yet The WORTH* TOOL PLAN 
DOES SELL hundreds of thousands 
of these very items, and PROFITABLY! 


gag GOOD for “OPEN HOUSE” 


protection, whenever sold under the private 


his Forged Steel, perfectly balanced, 
and how many other thousands of 











*K 


the year around! 





with this Registered Symbol, as your 


brand of a Distributor. 


YOUR JOBBER 


STOW & WILCOX COMPANY 
Since 1785 CONNECTICUT 


BRAZILIAN TOURING U. S. 
SEEKS AMERICAN LINES 


William Mazzocco, Rio de Ja- 
neiro, Brazil, manufacturers rep- 
resentative, who has been active 
in the hardware field in that 


| indicating devices; Columbian 
Rope Co., Auburn, N. Y.; Walter 
Scott & Co., Plainfield, N. J., 
manufacturers of printing presses; 
Vaughan Co., Chicago, manufac- 
turers of meat cutting machines 

















WILLIAM MAZZOCCO 


country since 1911, is now visit- 
ing the United States on a good- 
will tour in behalf of the Rio de 
Janeiro Commercial Association, 
of which he is an honorary life 
director. At the same time he is 
seeking both quality and com- 
petitively priced American hard- 
ware and allied lines for sale in 
Brazil, particularly builders’ hard- 
ware, mechanics’ tools, house- 
wares and electrical appliances. 

Of the Rio de Janeiro organ- 
ization, which is the oldest group 
of its kind in South America, he 
says, “Our association is always 
ready to answer inquiries that 
will tend to bring about a bet- 
ter understanding between the 
Americas. The purpose of my 
visit is to convey to you, on be- 
half of the Rio de Janeiro Com- 
mercial Association, an invitation 
to visit us and to bring to our 
notice any matter that will tend 
to strengthen the friendship and 
commercial relations between the 
two peoples.” His organization is 
seeking lower steamship fares be- 
tween the United States and 
South American countries to en- 
able members of commercial or- 
ganizations to more frequently 
visit each other to bring about 
closer friendship. 

Mr. Mazzocco will be in this 
country until early in May and 


communications may be ad- 
dressed to him c/o Carteret 
Hotel, 7th Ave. and 23rd St., 


New York City. Upon his return 
to Brazil he may be addressed 
c/o Rio de Janeiro Commercial 
Association, Rio de Janeiro, 
Brazil. He is representing the 
following American lines at 
present: Taylor Instrument Co., 
Rochester, N. Y., thermometers 
and temperature regulating and 


| and G. S. Blakeslee & Co., Chi- 
| cago, food preparing machines. 
| He also suggests as a reference 
| the National City Bank of New 
| York City. 

Mr. Mazzocco published the 
former Brazilian hardware paper, 
“A Era Ferragista” (Portuguese 
for “The Hardware Age”) and 
induced friends to write, “Cancao 
Ferragista” (The Hardware’s 
Song) for the Brazilian hardware 
trade as told in the article, “They 
Have a Hardware Song in Brazil” 
published in the June 15, 1939, 
issue of Harpware AcE. 





DONLAN NOW WESTERN 
MGR., TRADE EXTENSION 
DIV., AMERICAN WEEKLY 


J. J. Donlan, a member of the 
trade extension division staff of 
The American Weekly and Puck 
—The Comic Weekly since 1930, 
has been appointed western man- 
ager of the publications’ trade 
extension division, to succeed 
Lionel B. Moses. 

In connection with his duties 
at The American Weekly and 
Puck—The Comic Weekly, Mr 
Donlan has assisted with sales 
and merchandising plans in the 
grocery, automotive, department 
store, refrigeration, and drug and 
cosmetic fields. He will now 
direct all middle western and 
Pacific coast activities of the 
trade extension division. His 
headquarters will be at The 
American Weekly’s offices in the 
Palmolive Building, Chicago. 





FHA HOUSING PROGRAM 
REQUIRES 160,000 RANGES 
(Washington Bureau 
of HARDWARE AGE) 
The United States Housing 
Authority estimates that its $770, 
000,000 low-cost housing program 
will require 12,000,000 sq. ft. of 
window glass; 1,500,000 gal. of 
paint; 160,000 kitchen ranges: 
160,000 refrigerators; and 500,000 

steel windows. 

These items were listed to 
gether with approximate quan 
tities of other building materials 


and equipment compiled by 
USHA experts. Previous esti- 
mates made by the agency (See 


HA for Feb. 8, p. 104) were 
that the program would require 
$3,800,000 worth of hardware: 
$12,100,000 for metal windows, 
doors, bucks, etc.; and $24,000, 
000 for heating and ventilating 
equipment; and $30,700,000 for 
plumbing equipment and mate 





rials. 
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GILLETTE TO SPONSOR 
KY. DERBY BROADCAST 


The Gillette Safety Razor Co., 
Boston, Mass., will sponsor the 
exclusive radio broadcast of the 
Kentucky Derby on Saturday, 
May 4 over stations of the 
Columbia Broadcasting System. 
This classic, which is a “world 
series” of horse racing draws an 
audience of 100,000 people to 
Churchill Downs while millions 
will listen to the broadcast of 
the event and hear the Gillette 
commercial announcements fea- 
turing Gillette Blue Blades, 
“Tech” razor and _ brushless 
shaving cream. 

A tremendous amount of ad- 
vance publicity will also be 
created by editorial space in 
magazines and newspapers, na- 
tion-wide broadcasts of the 
Derby trials, and two additional 
pre-Derby broadcasts and numer- 
ous spot broadcasts. 

To enable retailers to cap- 
italize on this promotion, the 
company is offering special 
“Win, Place, and Show” com- 
binations with an extra profit 
bonus for tying-in with display 
and sales cooperation. These 
combinations consists of Gillette 
Blue Blades, “Tech” razor and 
the new gold “Tech set” in a 
durable tweed-grain traveling 
case. Each combination will be 
shipped in a master container 
with the razors packed in color- 
ful counter display cartons and 
the blades on attractive mer- 
chandise cards. A window dis- 
play and window posters tying 
in with the Derby will alsé* be 
available. 

BLACKSTONE MFG. CO. 
NOW BLACKSTONE CORP. 


Announcement has been made 


home laundry equipment. The 
new name is now, Blackstone 
Corp. There is no change in 
management policies or person- 
nel. O. A. Lenna continues as 
president and general manager; 
G. A. Lawson as vice-president, 
and P. S. Moynihan as sales 
manager. 








Southern Jobbers’ 
Convention 


The Golden Anniversary con- 
vention of the Southern Hard- 
ware Jobbers Association and 
the semi-annual convention of 
the American Hardware Manu- 
facturers Association will be 
held April 8 to 11 at West 
Palm Beach, Fla. 

The complete story of the 
convention will be told in the 


AGE. 








ADOPTS NEW NAME 


At a meeting of the official 
and advisory boards of the Na- 
tional Federation of Implement 
Dealers’ Associations held in 
Chicago, Ill., recently, action was 
taken ordering that the name 
proposed for the organization to 
succeed the Federation—The Na- 
tional Retail Farm Equipment 
Association, be adopted and put 
into use immediately. 

The duty of selecting a loca- 
tion for the new centrally locat- 
ed headquarters offices and a 
secretary for the organization 
was delegated to a committee 
which will make its report in the 
near future. For the present the 


of a change in name of the| offices will be maintained in 





Blackstone Mfg. Co., Inc., James- | Abilene, Kan. 





AT G-E INSTITUTE OPENING 





Photographed at the recent opening of the General Electric 
Co.’s new institute and home service center in Bridgeport, 


Conn., Lewis Shea, president of 
Bridgeport, Mayor Jasper McLevy 
G-E Board of directors, and C. 
the Bridgeport City Trust Co. 
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the First National Bank of 
, P. D. Reed, chairman of the 
W. Bitzer, vice-president cf 
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HOUSE | 
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...@lL dressed up 


in a beautiful transparent 
wrapper and a handsome 
display container — brilliant 

eres in red, white and blue, 
SOUD BRAIDED cornen strong in display value and 
OTHES LIN introduced especially for 


Hardware Open House. 


A clothes line priced down 
where the volume is — 
dressed up like a birthday 
cake and as clean. 


J A CLOTHES LINE VALUE 


That Means Quick Sales, Profits and 
Customer Satisfaction. 


A solid braided cotton yarn line 
about 50% stronger and far 
more durable than lines made of 
soft coarse roving, but nearly as 
low priced. Your profit 50% on 
investment and no “gamble” 
in it. 

Send order coupon 
today — give your 
jobber’s name. 





SAMSON CORDAGE WORKS 
89 BROAD STREET, BOSTON, MASS. 


Please send thru my jobber........ doz. 50’ hanks 
WHALE CLOTHES LINE @ $3.20 per doz. 


NAME 





ADDRESS 





MY JOBBER IS 
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A screw driver and 
the thumb quickly 
set the cutter for 
the size of hole to 
be bored. A quarter 
turn of the screw 
driver locks or un- 
locks the parts. 


Here is an expansive bit that 
not only bores with unusual 
ease, but is in a class by it- 
self when it comes to adjust- 
ing the cutter for the size 
of hole to be bored. It is as 
easy to do as the above 
photograph indicates, and the 
cutter always stays locked. 


In addition to this quick-ad- 
justing feature, the Greenlee 
Setfast Bit has a wide, open 


throat, or chip channel, 
which eliminates clogging 
and permits uninterrupted 
boring. It is a feature that 


every user of expansive bits 
will appreciate. 


Let us tell you more about the Setfast Bit. And if you would like in- 
formation on other Greenlee Hand Tools for working wood, ask for Catalog 
No. 31, giving the name of your jobber. 


Greenlee Tool Co. 


1715 Columbia Avenue 
ROCKFORD, ILLINOIS, U.S.A. 
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OBITUARIES 





ARCH McGREGOR 
Arch McGregor, president and 
general manager of the McGregor 
Hardware Co., Springfield, Mo., 
and for more than 50 years one 








ARCH McGREGOR 


| 
| 
| of the leading business men and 
citizens of that city, passed away 
March 15. He was 83 years old 
and although in ill health had 
continued active at his office. 

Mr. McGregor has been iden- 
tified with the hardware business 
for 63 years and joined the com- 
pany of which he was the head 
| in 1875. The firm, which had 
| been established in 1866 by Mr. 
McGregor’s father, was originally 
| known by the name of McGregor, 
| Noe & Keet. In 1883 the firm 
was incorporated and changed its 
name to the Springfield Hard- 
ware Co. In 1886 Mr. McGregor 
was elected to the office of sec- 
retary and treasurer. In 1892 
the firm name was changed to 
McGregor-Noe Hardware Co. and 
in 1914 Mr. McGregor was elect- 
ed president and general man- 
ager. The present firm name 
was adopted in 1927. 

Surviving are his widow, a son, 
David N. McGregor, and a daugh- 
ter. 








J. C. HARMON 

J. C. Harmon, 67, credit man- 
ager for the Dempster Mill Mfg. 
Co., Beatrice, Nebraska, died un- 
| expectedly Monday night, Feb. 
| 26, from a heart ailment. 

In 1913 he entered the employ 
of the Dempster Mill Mfg. Co. 
as a shipper. Promotion after 
promotion followed until he was 


given full responsibility as cred- | 


it manager which position he 
held for many years. 


DAVID C. JONES 


David C. Jones, first vice-pres- 


Cincinnati, Ohio, passed away re- 
cently. Mr. Jones was also a 
former president of the American 
Supply & Machinery Manufac- 
turers’ Association. 





ANDREW ANDERSON 


Andrew Anderson, 62, hard- 
ware dealer of Fowler, Ind., died 
March 17, following a heart at- 
tack while driving his automo- 
bile. He was one of the oldest 
business men in Fowler. His 
widow, a daughter and a son sur 
vive. 


WILSON OLIVER 


Wilson Oliver, 45, formerly 
associated with Oliver Bros. Inc., 
resident buyers of New York 
and Chicago, as a vice-president, 
passed away, March 16. Mr. 
Oliver left the Oliver Brothers 
organization in December of last 
year to form his own organiza- 
tion, Wilson Oliver & Co., a mar- 
keting information service. There 
was no connection between this 
service and Oliver Bros. and fol- 
lowing his death the service was 
discontinued. 

He had joined Oliver Bros., 
Inc., in 1915 and except for his 
World War service and two years 
with a wholesale hardware con- 
cern in New York, served con- 
tinuously with Oliver Bros., 
founded by his father Thos. E. 
Oliver and his uncles, James H. 
and Frank J. Oliver. During that 
time he was a buyer, branch of- 
fice manager at Pittsburgh and 
Chicago, and was the writer of 
the well-known “Topics of the 
Week” and “Friday Review” 


market letters. 








WILSON OLIVER 


HARDWARE AGE 


ident of The Lunkenheimer Co., 








F. E 
employe 
& Bros. 
the poi 





recently. 
distinctis 
first pun 
company 
associate 

Mr. I 
throughe 
salesman 
concerns 
also beer 
sale dep: 

He toc 
civic and 
had ser 
Fund bo 
mainstay 
try Club. 


GEORC 

George 
in Detro 
passed a 
He resid 
troit, an 
Buhl Sor 
ware con 


NEW CC 
IN REF! 


Forma’ 
tric Corp 
366 Mad 
City, Ne 
nounced. 
ceeds to 
Sales Cor 
ators of E 
will pro 
complete 
general li 
cent lamp 
of “Beam 

Princip 
officers ar 
odore Ser 
with Ser 
York, and 
Corp., Le 


APRIL 











} 
ice-pres- 
ner Co., 
iway re- 
also da 
merican 
lanufac- 


DN 


, hard- 
d., died 
eart al- 
automo- 
> oldest 
r. His 


son sur 


] 
: 


ormerly 
os. Inc., 
y York 
esident, 
6. Mr. 
srothers 
of last 
ganiza- 
a mar- 
. There 
en this 
ind fol- 
ice was 


Bros., 
for his 
oO years 
re con- 
-d con- 

Bros., 
hos. E. 
mes H. 
ng that 
nch of- 
gh and 
riter ol 
of the 
teview” 











APRIL 


F. E. HARRIS 


F. E.- Harris, 81, the oldest 
employee of The F. E. Myers 
& Bros. Co., Ashland, Ohio, from 


the point of service, passed away 





F. E. HARRIS 


recently. Mr. Harris had the 
distinction of having sold the 
first pump manufactured by the 
company with which he had been 
associated for 60 years. 

Mr. Harris was well known 
throughout the nation as a pump 
salesman, calling upon wholesale 
concerns, and for years he had 
also been in charge of the whole- 
sale department of the company. 


He took an active part in local | 


civic and religious campaigns. He 
had served on the 
Fund board and was one of the 
mainstays of the Ashland Coun- 
try Club. 


GEORGE FREDERICK WELZ 


George Frederick Welz, born 
in Detroit, Mich., 59 years ago, 
passed away Monday, March 4. 
He resided at 4146 Burns, De- 
troit, and was employed by the 
Buhl Sons Co., wholesale hard- 


ware concern of that city. Sur- 


NEW COMPANY TO ENGAGE 
IN REFLECTOR LAMP FIELD 


Formation of the Beamlite Elec- 
tric Corp. with principal offices at 
366 Madison Avenue, New York 
City, New York, has been an- 
nounced. The new company suc- 
ceeds to the business of B. E. 
Sales Corporation, one-time oper- 
ators of Birdseye Electric Co. and 
will produce and distribute a 
complete line of reflector and 
general lighting service incandes- 
cent lamps under the brand name 
of “Beamlite.” 

Principals and also serving as 
officers are Messrs. Max and The- 
odore Serota, formerly associated 
with Serota Sign Corp., New 
York, and Broadway Maintenance 
Corp., Long Island City, New 
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Community | 
| company for nearly 40 years and 
| was, 80 years old. 


| viving are his widow, a daughter, 


Mrs. A. E. Gulick of San Diego, | 


Calif., a brother, Stephen of 
Inglewood, Calif., and two sis- 
|ters, Mrs. Charles 
Mrs. Charles Yerkes. 


EDWARD H. RAYNOLDS 


Edward H. Raynolds, retired 
| president of Devoe & Raynolds 
| Co., Inc., New York City, passed 
|away March 14. He was 84 
‘years old. He began his career 
in the paint business as a young 
man. Many years later he be- 
came chairman of the board of 
the Devoe company, retiring from 
that position in 1919. He re- 
turned to the corporation in 1923 
as president and resigned in 
1924. 


THOMAS L. SHARP 


Thomas L. Sharp, 61, Warsaw, 
Ind., hardware dealer for many 
years, died March 21, at the Mc- 
Donald Hospital where he had 
been a patient. Mr. Sharp owned 
hardware stores in Fort Wayne, 
Ind., and Flint, Mich., before 
establishing his Warsaw store. 


IRVIN HARTZELL 


Irvin Hartzell, manager of the 
southern works of Turner, Day 
& Woolworth Handle Co., Louis- 
ville, Ky., passed away March 
15. He was associated with the 


JOHN STUART WATSON 


John Stuart Watson, 71, who 
for many years was associated 


with his father, the late James | 


Watson, in operating a hardware 
store in the North End of Niag- 
ara Falls, passed away March 23. 
He is survived by his wife, a 
daughter, a sister and a brother. 


York. W. R. Freeman, former 
general sales manager of the 
Birdseye Company is _ general 


manager of the new company and | 
also affiliated in an engineering 
capacity is C. Roy Rook, former 
Birdseye chief engineer. 

In addition to New York City 
offices the company will operate 
a branch at 600 South Michigan 
Boulevard, Chicago. | 


SAMSCO EXPANDS 
AUSTIN BRANCH 


The San Antonio Machine and 
Supply Co., Austin, Tex., branch 
of which Louis Gross is man- | 
ager, is adding a complete mill | 
supply department to its present 
plumbing supply department. 





_INDESTRO MFG. CORP. 


| you. The Spring Season has al- 


Marble and | 




























NEW LIFE 
IN TOOL SALES 


For years Indestro has set the 
standard of value in a popular 
range of hand tools — Unex- 
celled in quality, materials and 
workmanship; in precision man- 
ufacture; in design and sales 
appeal. 



















































{Indestro sales continue to climb. 
1939 set a new high — dealers 
continue to flock to Indestro, 
for they recognize that there is 
money to be made selling such 
big value, high quality tools. 


Modern styling—beautiful fin- 
ish — new low prices — make 
Indestro tools a real hot line for 


ways been good for the sale of 
hand tools. Be sure that you 
have plenty on hand for they 
will move. 


Ask for salesman to call and 
show you the line, or send for 
big new 1940 catalog. 


Dept. HA2, 2649 N. Kildare Ave. 
Chicago, Illinois 


INDESTRO 
Torts are a Better Buy 








The 40th annual banquet of the Pennsylvania Wholesale Hardware and Supply Association, which members of the New York State 


Wholesale Hardware Jobbers Association also attended, held March 21 in the North Ballroom, Hotel Astor, New York City. Seated 

ut the guest table were: George G. Hoy, Harpware Ace; Thomas A. Fernley, Jr., assistant secretary-treasurer, National Wholesale 

Hardware Association; Maxwell Krause, new president of the Pennsylvania Association; Major Norman A. Imrie, guest speaker : 

George A. Rick, retiring president of the association; Samuel B. Smith, secretary, Pennsylvania wholesalers; Sherrill Sherman, 

Roberts Hardware Co., Utica, N. Y., president New York State Association of Hardware Jobbers; Sherman H. Smith, chairman 
of the Pennsylvania association’s northern division, and Kenneth A. Heale, Harpware ACE. 


PENNSYLVANIA WHOLESALERS HOLD 
40TH ANNUAL MEETING IN NEW YORK 


Members of the Pennsylvania 
Wholesale Hardware and Supply 
Association held their 40th an- 
nual convention and _ banquet 
March 21 and 22 at the Hotel 
Astor, New York City, at which 
members of the New York 
State Association of Hardware 
Jobbers were also present. Op- 
erating and other problems of 
the whelesale hardware business 
were discussed at the two-day 
convention. The annual banquet 
was held Thursday night. 

A discussion on the subject, 
“What should we as jobbers do 
to meet the increased cost of 
doing business?” was opened by 
T. F. Miller, C. H. Miller Hard- 
ware Co., Huntingdon, Pa. Max- 
well Krause, Geo. Krause. Hard- 
ware Co., Lebanon, Pa., was the 
first speaker in a discussion of 
the topic, “Should inventories be 
increased or decreased at the 
present time?” Discussions on 
the subject, “What can the small 
jobbers do to increase the line 
value of orders?” were started 
by A. Z. Moore, Steinman Hard- 
ware Co., Lancaster, Pa. 

Maxwell Krause, Geo. Krause 
Hardware Co., Lebanon, Pa., was 
elected president of the Pennsyl- 








vania group, succeeding George | 
A. Rick, Stichter Hardware Co., | 


Reading, Pa. R. R. Kearton, 
Ralph E. Weeks Co., Scranton, 
Pa.. and Henry C Hopkins, 
Reilly Bros. & Raub, Lancaster, 
Pa., were elected first and second 
vice-presidents, respectively. Sam- 
uel B. Smith, Steinman Hardware 
Co., Lancaster, Pa., and George 
D. Krause, Geo. Krause Hard- 
ware Co., Lebanon, Pa., were re- 
elected as secretary and treasurer, 
respectively. Members of the ex- 
ecutive committee are: Mr. Rick, 
C. E. Moyer, C. Dreisbach’s Sons, 
Lewisburg, Pa.; Mr. Moore, Mr. | 
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Miller, C. E. Malloy, Jr., H. C. 
Prutzman Co., Altoona, Pa., and 
R. B. Jones, Jones Hardware Co., 
Shamokin, Pa. Sherman H. 
Smith, Jere Woodring & Co., 
Hazleton, Pa., is chairman of the 
association’s northern division, 
Mr. Hopkins of the southern di- 
vision. 

Announcement was made at 
the convention that the Pennsyl- 
vania association’s annual shad 
dinner will be held in Lancaster 
sometime in May, the exact date 
and the place to be determined 
at a later date. 

There were more than 110 
members and guests of both the 
New York and _ Pennsylvania 
groups at the annual banquet 
held Thursday evening in the 
North Ballroom of the Hotel As- 
tor. A humorous and philosophi- 





cal address was made by Major 
Norman A. Imrie, associate edi- 
tor, Columbus Dispatch, Colum- 
bus, Ohio, who declared that 
when taxation has reached the 
monumental proportions it has 
now we ought to learn more 
about public finance. Quoting 
the late Col. Theodore Roosevelt, 
Sr., he urged men, “Do the best 
you can, with what you’ve got, 
where you are.” 


BROOKLYN APPLIANCEMEN 
HOLD ANNUAL EXPOSITION 


More than 30 distributors of 
radio and electrical appliances 
exhibited at the third annual 
Electrical Appliance and Radio 
Exposition of the Electrical Ap- 
pliance Dealers Association of 
Brooklyn, Inc., held March 20 at 
the Columbus Club, 1 Prospect 
Place, West, Brooklyn, N. Y. 








First row, left to right:—Maxwell Krause, Geo. Krause Hard- 
ware Co., Lebanon, Pa., new president, Pennsylvania associa- 
tion; George A. Rick, Stichter Hardware Co., Reading, Pa., 
retiring president, Pennsylvania wholesalers, and R. R. Kear- 
ton, Ralph E. Weeks Co., Scranton, Pa., first vice-president, 
Pennsylvania group. Second row—Samuel B. Smith, Steinman 
Hardware Co., Lancaster, Pa., secretary, Pennsylvania jobbers; 
Sherrill Sherman, Roberts Hardware Co., Utica, N. Y., presi- 
dent, New York State Association of Hardware Jobbers and 
Henry C. Hopkins, Reilly Bros. & Raub, Lancaster, Pa., second 
vice-president, Pennsylvania Wholesale Hardware and Supply 
Association. 








| 
| 
| 








More than 250 dealers, exhib- 
itors and guests attended the 
supper meeting held prior to the 
exhibition, with President Sol S. 
Scholder presiding. Thomas S. 
Forker presented Mr. Scholder 
with a gavel. 

R. A. Kelly, assistant in charge 
of sales in the metropolitan area 
for the Pyrex Division, Corning 
Glass Works, Corning, N. Y.. 
told the steps his company takes 
to enforce resale price mainte- 
nance contracts made under the 
Feld-Crawford law. Mr. Kelly 
pointed out that his company 
shops dealers handling the Pyrex 
line, watches advertisements used 
by dealers and asks outlets found 
violating the contracts to desist, 
taking court action where such 
violation continues after warning. 

Announcement was made that 
the association’s annual “Night 
Off’ will be held at the St. 
George Hotel, Brooklyn, Wednes- 
day evening, May 22. 





NEW YORK HARDWAREMEN 
HOLD IRISH LUNCHEON 


A real Irish luncheon, with 
corned beef and cabbage, was 
served at the March 19 meeting 
of the Hardware Trade Associa- 
tion, held at the Railroad and 
Machinery Club, 30 Church St., 
New York City. More than 50 


| members and guests attended the 





party at which formal business 
was omitted. In addition to the 
edible refreshment each man re- 
ceived an appropriately decorated 
clay pipe and an ample size can 
of beer. 

A professional entertainer told 
Irish dialect stories and sang 
Irish melodies. 

L. Brewster Jackson, sales man- 
ager, Wickwire Bros., Inc., Cort 
land, N. Y., was elected a mem 
ber of the association. 
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Demand This Sensational Keiser 


Already the talk of 
the trade from Coast 


to Coast. 


GRASS SHEAR 
from YOUR JOBBER 


$1.50 retail Seller with 
full margin to 
jobber & retailer. 








PROVE OUR CLAIMS FOR THE MIRACLE... 
Revolutionary New Basic Design 
Meokes t— 
1—Easiest working sheor. 


2—Regardiess of cenditions, biades 
cannot stick shut. 


3—Cuts finest grass or toughest weeds. KEISER MFG. co. 


4—No spring or rivet pressure on blades. 


If your jobber 
cannot supply 
you, write us. 


Blades, extra long, oil hardened, For 50 Years Leeding Mekers ef Quality Grass, 
hollow ground, full polish. Sheep, Herse and Hedge Shears 
Guaranteed by manufacturer and jobber READING, PENNA. U. S. A. 





Acme, , ae 


VERYWHERE, in all homes, more and more people are using 
“ACME” Ball Bearing Casters. This constantly increasing 
demand makes “ACMES” a profitable item for any hardware 
dealer. “ACMES” roll quietly and smoothly in every direction. 
They roll on floors and floor coverings. Modern in design and 
attractively finished. Stock and sell “ACMES”—the Quality casters. 
THe ScHatz MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 
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E. E. MITCHELL, owner 
of the E. E. Mitchell Co. of 
Morrilton, Ark., celebrated his 
73rd birthday on Feb. 1 of 
this year and the 47th anni- 
versary of his present business 
on the same day. Born in 
1867, Mr. Mitchell moved 
to Morrilton from Goodman, 
Miss., in September, 1881, and 
started to*work for a_ local 
grocery firm. Upon leaving 
high school he became identi- 
fied with a local credit and 
general supply store which 
maintained a hardware de- 
partment and served as sales- 
man and bookkeeper for six 
years. In 1893 he purchased 
the J. H. Jones hardware business and entered business 
under his own name, later adding a line of furniture to 
the hardware lines carried by the store. The business 
prospered through the years and, known as the oldest 
business in the county, is now managed by his son, W. M. 
Mitchell. Mr. Mitchell has always refused all offers to 
hold political office but he has, nevertheless, always been 
greatly interested in the progress and prosperity of his 
community. He has served as president and vice-president 
of the local bank for approximately 40 years, has been a 
member of the State Hospital Board and is president of 
the Mid-South Cotton Growers Association of Memphis, 
Tenn. He is the oldest merchant and the largest taxpayer 





E. E. MITCHELL 
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Hardware Age 
Fifty Year 
Club 


in the county. Mr. Mitchell served as president of the 
National Retail Hardware Association in 1914 and was 
the first president of that organization from the South. 
He is a charter member of the Arkansas Hardware Asso- 
ciation, which was organized in 1900, and was one of its 
early presidents. He is the oldest living ex-president of 
each of those organizations. Mr. Mitchell’s hobbies are 
improving the town and trade territory by building good 
roads and developing agriculture by means of improved 
farming methods and the raising of more and better live- 
stock. Some idea of Mr. Mitchell’s standing in the com- 
munity may be realized by the fact that last summer he 
was awarded the honor of the title of “Our Leading Citi- 
zen” as the result of a popular ballot. He was also at 
that time the guest of Bob Burns, famous screen and 
radio star, at the world premiere of the latter’s picture, 
“Our Leading Citizen.” 


JOHN HEILMAN, with 
the Shapleigh Hardware Com- 
pany, St. Louis. Mo., whole- 
sale hardware distributors, is 
86 years of age and has been 
identified with the same firm 
for the past 60 years. Mr. 
Heilman was born on Oct. 24, 
1854 and entered the employ 
of the firm, then known as A. 
F. Shapleigh & Cantwell Hard- 
ware Co., on April 1, 1880. 
For the following ten years he 
was a stock clerk and was then 
transferred to the packing de- 
partment, first of hardware 
and later of sporting goods. 
On Aug. 8, 1935 he was ap- 
pointed custodian of the men’s 
locker room. “This change,” he says, “relieved me of the 
heavier duties and I expect to go right on in this capacity 
for a long time.” Mr. Heilman’s chief hobbies are fish- 
ing and hunting. 


JOHN HEILMAN 
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HARDWARE DEALERS 


ot Excite 


WHEN THE NEW 
SHELBY CATALOG COMES IN! 








Minmmm This is different. “Advertising & 
Merchandising File Folder No. 1” .. . 
with practical sales helps. Good, hard hitting newspaper 





and it’s packed 


ads with mats free. A publicity release. Display mate- 
rial. Selling suggestions in a handy check list. And look 
at this catalog! 





Ahhh—The new Shelby catalog will help me buy 
wisely . . . then help me sell profitably. Beautifully 
printed in five colors. Every one of the sparkling new 
models for 1940 illustrated, with specifications. Excited? 
Who wouldn’t get excited? Here’s the kind of bicycle 
merchandising help I’ve been looking for. 


AND YOU'LL GET EXCITED TOO! 


Be sure to see the new Shelby catalog, 


and all the other sales helps in File No. 1. Free 


on request. Write for your copy today. 





THE SHELBY CYCLE CO., SHELBY, OHIO 


Eastern Distributor: Jonas B. laend, Inc., 12 Worren Street, N. Y. C. 
Western Plant & Sales Office: 29th and Naomi Streets, Los Angeles, Cal. 
New York Show Room — 1107 Broadway 


y PT. 
“Best Bicycle. Bu’ : 
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me ee . 
| F |) Best Bike To Sell 
AD _— 
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rues FOLDERS 
FREE / 


These colorful folders 
will help you sell more 
screen cloth. They tell 
your customers quickly 
why it pays to build 
or install full window- 
size screens instead of 
half-size screens. 





It is good business to recommend full 
window-size screens instead of half 
screens. It means more satisfied customers 
because they get full instead of half pro- 
tection from flies and mosquitoes, full 
ventilation from their windows, and a 
sturdier screen that will last many years 
longer. Also, it is a more profitable sale 
for you, because you sell more wire screen 
cloth plus the opportunity to sell hangers, 
nails, brads, fasteners, hooks and eyes, 
brass numerals, and even paint and paint 
brushes. Mail the coupon below. 


WIRE SCREEN CLOTH MANUFACTURERS’ 
INSTITUTE, 74 Trinity Place, New York, N. Y. 


Please send me a supply of illustrated folders ‘Be 
Window Wise — Buy Full Size Screens.” 


Name 
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Oe ree er we State. ... 





















SEND US YOUR 
FENCE AND METAL 
SPECIALTIES 


* e 
td 


Are you well informed when your customers 
inquire about fence and metal specialties, or 
do you pass up the inquiry? Many dealers 
have equipped themselves with Stewart lit- 
erature to serve their customers better and 
at the same time earn a neat profit by know- 
ing where and how to purchase these spe- 
cialties. Let us tell you more about this 
plan. You make no investment, nor are you 
required to stock any merchandise. 














Stewart Chain Link Wire Fence and Entrance 
Gates for residential or ‘industrial property are 
manufactured in many ty; and heights, from 
low lawn fence to the high fence with barbed wire 
overhang aftrangement 
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Stewart Ornamental Iron Fence and Entrance 
Gates are available in a wide variety of designs 
and types to meet all requirements, from the 
modest cottage to the largest estate 


! 4 
f Stewart iron and 
wire specialties 
cover a wide range 
of products. There 
are window guards, 
in iron and wire, 
wire partitions, 
sliding and folding 
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gates, settees, steel 
folding chairs, or- 
namenta!l iron 





bracket and pier iN! Ye 3 


lanterns, bronze HNN 
plaques, interior - a 
and exterior rail- 

















tr 


ings, interior gates 

and grilles, and 

scores of other 

items in iron and ( # ah 
wire eee 

















Investigate today. Send for literature and 
complete details. Others have increased their 
earnings—so can you. The Stewart Plan 
costs you nothing. All you invest is your 
time. Your inquiry places you under no 
obligation. 


When writing please mention 


products in which you are interested. 


THE STEWART IRON WORKS CO., INC. 
737 Stewart Block, Cincinnati, Ohio 


124 








(Continued from page 82) 


Corning, N. Y., announced in Feb- 
ruary a new schedule of discounts, 
under Fair Trade contracts, to the 
retail trade. The discounts are 
33.1/3 per cent from list for brok- 
en cases; 331/3 per cent and 5 per 
cent discount from list for one to 
nine original cases; 33 1/3 per cent 
and 10 per cent discount from list 
for 10 to 49 original cases, and 
33 1/3 per cent and 15 per cent dis- 
count from list for 50 or more orig- 
inal cases. 
* * * 
Stable Blankets—W oolens 

L. C. Chase & Co., Inc., New York 
City, put out on March 12 a re- 
vised stable blanket price list, which 
covers some reductions on the plain 
and printed burlap qualities. Bur- 
lap cow sheets and blankets, and 
plain brown duck stable blankets 
also are reduced. There is no 
change in square blankets or duck 


The Hardware 











stable blankets. The future course 

of price changes on burlap-base 

blankets will depend upon war in- 

fluences upon jute and burlap costs. 
* * * 

Arsenate of Calcium—A de- 
cline of one-half of one cent per 
pound in lL.c.l. lots was announced 
on March 12. 

7: * * 

Television Receivers—Several 
manufacturers of television receiv- 
ers recently announced reductions in 
the list prices of such equipment. 
General Electric Co., Radio and 
Television Dept., Bridgeport, Conn.. 
made reductions ranging from 
$75.00 to as much as $200 on various 
models. Model HM-171, a table 
model picture receiver with sound 
converter, with a 5-in. picture tube, 
reduced from $195 to $99.95. Model 
HM-185, complete television receiver 
in console cabinet, with 5-in. pic- 


Blackboard 


ME WA tesale Hardware Sales 
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States comprising regions: 


New England—(Conn., Meine, Mass., N. H., R. I., Vt.) 


Middle Atlantic—(N. J., N. Y., Pa.) 


East North Central—(Ill., Ind., Mich., Ohio, Wis.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 

South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., 8. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore.. Wash.) 
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BOOTH HARDWARE 
STORE 

y ROY WATSON, Mgr. 

CANTON, OHIO 





CASH-IN ON THE 
DEMAND FOR 


Don't miss out this spring and summer on the fastest 
selling household and garden gloves you've ever 
had. Display Swaggerettes constantly — keep them 
out front and in windows with related items for rapid 
turnover. Already Swaggerettes are the favorites of 
over a million women—and their praise and 
recommendations are building more sales for you. 


25,000,000 National Advertisements 


Forceful advertising messages are reaching over 
ten million homes in Good 

Housekeeping, Ladies’ 7 

Home Journal, Better v 
Homes and 
Gardens. 
Household. 
and Sunset 
magazines— 
create extra 
sales. 


Here’s the Big Profit Deal 


1 Dozen Swaggerettes, assorted sizes and 

colors. Colorful three-color counter mer- 

chandiser and window streamer FREE. 

Your Cost $3.60 Retail Value $5.88 
Your Profit $2.28 













OPEN HOUSE WEEK 
SPECIAL DEAL 


Order Swaggerettes from your supplier and 
get a special low price on Handy-Man—the 
new men’s size Swaggerettes. Feature them 
at reduced prices for Open House Week. 
Your cost only $3.15 per dozen until April we 














EDMONT MFG. CO. °"sn0 


APRIL 4, 1940 
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OPEN HOUSE WEEK : : : APRIL 26 to MAY 4 

















Now-*; 
The “HOTTEST” Seller 


in the 
| HARDWARE 
FIELD 


a 


G 
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NUTONE 


DOOR 
CHIMES 








NUTONE DOOR CHIMES 


woisy | DOOR BELL / 











For only $29.60 list, less liberal discount, we 
will put you in the profitable NuTone Door 
Chime business. Special intréductory deal in- 
cludes attractive FREE display board, with 
old-fashioned door bell for sales-making com- 
parison test. Completely equipped, ready to 
plug in. More hardware retailers in the United 
States are promoting NuTone Door Chimes 
than all other makes combined. There IS a 
reason. 


NUTONE CHIMES, INC. 


3rd & Eggleston Ave., Cincinnati, O. 
fess 
= 
ES 
= 
= 
- id 


NuTone Chimes, Inc., 

3rd & Eggleston Ave 

Cincinnati, O i 
Send free literature about NuTone Door Chimes == 
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ASK YOUR JOBBER’S 
SALESMAN TO SHOW 


vou tHE DIETZ 
“CENTURY ”’ 
ASSORTMENT 


FEATURED FOR 1940 
NAT’L HARDWARE 
OPEN HOUSE 


The Most Handsome 
Lanterns Ever Made 





LITTLE WIZARD 








No. 2 D-LITE MONARCH 


Specially created in connection with 
“Open House” to honor the 100th An- 
niversary of the R. E. Dietz Com- 
pany. these superb quality Lanterns 
should sell on sight. Offer closes 
April 20th, 1940. 


SUPERBLY FINISHED IN GOLD AND 
IRIDESCENT BLUE LACQUERS, THE 
“CENTURY” LANTERNS WILL HAVE 
TEMPTING EYE APPEAL. 


Each “CENTURY ASSORTMENT” 
consits of 2 “MONARCH”; 2 “LITTLE 
WIZARD”; 2 No. 2 “D-LITE” DIETZ 
LANTERNS, individually wrapped in 
transparent cellophane, specially 
tagged. Shipping weight 20 lbs. 


SUPPLY LIMITED — ORDER THRU 
YOUR JOBBER—circulars sent free. 


imp 4 


LANTERNS 


R.E.DIETZ COMPANY 





NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD SINCE 1840 
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ture tube, reduced from $250 to 
$175. Model HM-225, a 22-tube con- 
sole with 9-in. picture tube, reduced 
from $385 to $310. Model HM-226- 
7A, a 29-tube combination offering 
both television and three-band radio 
reception, reduced from $575 to 
$445. Has 12-in. tube. Model 
HM-275-3A, 30-tube de luxe com- 
bination console, offering both tele- 
vision and three-band radio recep- 
tion, with 12-in. picture tube, re- 
duced from $795 to $595. 
reductions on RCA 
television sets manufactured — by 
RCA Mfg. Co., Inc., Camden, N. J.. 
were made as follows: 


List price 


Old Price New Price 
Model TRK-12.....$600.00 $395.00 
Model TRK-9 ..... 450.00 295.00 
Model TRK-5 ..... 295.00 169.50 
Model TT-5..... 119.50 99.95 
* * 


Athletic Equipment — Early 
sales on baseball, tennis, golf and 
croquet have not been seriously af- 
fected by the unseasonable weather. 
and most jobbers report good gains 
over 1939 to date. 

Prices coming out at intervals on 
fall lines, including football, bas- 
ketball and boxing equipment, show 
some advances over last season, 
averaging 5 to 10 per cent price in- 
Not all items are affected. 


crease. 
es 6 
Closet Bowls, Tanks, Bath 
Tubs — Leading manufacturers re- 


cently advanced prices from 6 to 8 

per cent on vitreous china closet 

bowls and tanks and on enameled 

iron bath tubs, sinks and lavatories. 
* * * 


Ventilating Fans — Buffalo 
Forge Co., Buffalo, N. Y., on March 


18, put out lowered list prices on 


its Breezo built-in home ventilating 
fans, with discounts unchanged. The 
company states: “There are no 
changes in Breezo design or con- 
struction—just reductions made pos- 
sible by larger production and bet- 
ter motor prices.” 
* * * 

Plumbing and Heating—Fol- 
lowing the new lead changes, some 
makers of lead pipe and sheet lead 
quotations March 21 10 
cents per 100 lbs., but made no 
changes in lead traps or _ bends, 
drum traps or flanges. Galvanized 
range have declined, with 
leading makers quoting about 10 


reduced 


boilers 


per cent lower. 
* * * 

Commodity Prices—Prices of 
the important commodities are ir- 
regular and not strong, fluctuating 
on war or peace prospects. Lately 
cotton, silk, hides and rubber have 
made slight advances, but copper 
weakened 14 cent per pound, and 
lead 10 cents per hundred on March 
18 and 19, due to lessening demand 
and rising stocks. An important 
price move of last week was the de- 
cree, on March 25, by the Alumi- 
num Co. of America, in its prices 
for aluminum ingot from 20 cents 
to 19 cents a pound. The company 
also adjusted prices downward in 
a majority of fabricated products. 
The reduction was the first price 
change since March, 1937, when 
aluminum was increased 1 cent a 
pound from the 19-cent rate in effect 
from April, 1935. Previously the 
price had been 21 cents a pound. 
Explaining the reduction, President 
Hunt stated: “The benefits of re- 
search and development, together 
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Stock-sales ratios are percentages obtained by dividing the cost value of stocks by 


sales for an identical group of firms. 
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BIGGER ’ PROFITS 
for EVINRUDE DEALERS 


Evinrude’s complete range of models enables 
you to meet every demand .. . from light, in- 
expensive utility motors to matchlessly smooth and thrill- 
ing “Fours” . including a sensational new 4-cylinder 
model in the popular price range! Write for full infor- 
mation on the Evinrude dealer franchise! Address, 
EVINRUDE MOTORS, 4459 N. 27th St., Milwaukee, 
Wis. 
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SEND jor 


THIS SAMPLE 
PACKAGE of 
MILORGANITE 


etic. . 





As a sales outlet for garden supplies 
and commercial fertilizers. . . natur- 
ally, you want to keep posted on 
‘what's what’’. Find out about MIL- 
ORGANITE. Send for a free sample. 


See for yourself how clean and dust- 
free it is. . . how easy it is to apply 
this free-flowing, granular fertilizer 
that doesn’t rot bags nor cake or de- 
teriorate in storage. Use the sample 
on potted plants in your home. 

i) and watch them grow! 

} For double satisfaction (profit for 
yourself and excellent results for the 
customer) .. . SELL MILORGANITE! 
Send for the sample today! 


THE SEWERAGE COMMISSION 
Dept. H-44 Milwaukee, Wisconsin 


PACKED IN 25-, 
50- AND 100-Ib. 
SIFT-PROOF BAGS 


“MILORGANIZE™ 


for DOUBLE SATISFACTION 





1940 


























for— 
% GOOD PROFITS 








% SATISFIED 
CUSTOMERS 







Give your customers 
KNOWN VALUE 








COAT AND HAT HOOKS 
No. 7380 


Sturdy, well-finished hooks that won't 
snag or poke through clothes. Popular 
with schools, hotels, churches, etc.,— 
another CHAMPION item for you. 


Ask your jobber 


THE CHAMPION HARDWARE co. 


GENEVA, OHIO 

















Rainbow Display contains 
one-half dozen improved 


Hydraulic Pump Oilers, AYORAULY: r/ 
34 pint capacity, 6 inch Rue DILEHS 


welded steel spouts. Bod- 
ies enameled red, green 
and blue in equal quanti- 
ties. Handles and spouts 

coppered finish. 7 a Ue 


Improved Genuine Eagle ~ Hydraulic 





EAMLE: : No. 32 Oiler Display con- 

corer Eat ATED tains one dozen No. 32 

Copper Plated Oilers, 1/3 

pint capacity, with 3 inch 

reenforced insert type 

spouts. A handy size oiler 

| made from quality mate- 
| rials. 





Both these displays feature Eagle Oilers of time tested cus- 
tomer appeal. They are built to catch and hold the eye. 
Suitable for use either as window or counter trims. They 
take up less space than the usual display and still compel 
attention. Can be set up quickly without unwrapping or 
rearranging oilers. Take advantage of the extra profits these 
Sales-Maker Displays can bring you. See your jobber or 
write. 


EAGLE MANUFACTURING COMPANY 
Dept. H. A. 3 WELLSBURG, W. VA. 
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NATIONALLY ADVERTISED 


Oye. 


ANT KILLER 


WILL BRING YOU 


MORE PROFITS 
From Your Seed and Garden Trade 


iN HANDY SPOUT 

CANS — These 

smart looking, 

handy 4-ounce 

spout cans ap- 

peal to your customers, attract 
the eye, invite them to buy. 


W's DIFFERENT— CYANOGAS ANT 


KILLER is a gas-producing 
1 powder— 





not a bait— 
kills ants 
right in”* 
their nests. 


IT’S NATIONALLY ADVERTISED— in 
five national home and garden 
magazines—telling and selling 
millions of home gardeners on 


the advantages of CYANOGAS. 





IT’S EASY TO SELL— 

Self-selling display 

cartons will remind 

your customers to 

buy CYANOGAS 
—it virtually sells 
itself. 


AND IT’S PROFITABLE—A carton of 
a dozen cans at $2.40 brings you 


$3.60 at retail—a 
ae net profit to you of 
$1.20 on a carton. 
TO GET YOUR SHARE OF THIS BUSINESS 
Order a dozen cans today from 
your wholesaler. Set up the dis- 


play carton on your garden coun- 
ter and watch the sales come in. 





AMERICAN CYANAMID & CHEMICAL CORPORATION 
Insecticide Department 

30-C Rockefeller Plaza, New York, N. Y. 

Kansas City, Mo. Azusa, Cal. 








with expansion of plants and fa- 
cilities permit the company to ex- 
pect lower costs. In line with its 
expressed policy, it intends to share 
such economies with the consumers 
of aluminum.” 


* ca * 


Vacuum Cleaners — Electric 
vacuum cleaner sales rese to 144,373 
units in February, from 120,168 in 
January, and 112,322 in February, 
1939, according to the Vacuum 
Cleaner Manufacturers’ Association. 
This was the second highest Feb- 
ruary in the industry’s history, and 
the 16th consecutive month, with 
one exception, to show an increase 
over the corresponding month a 
year before. 

” * * 

Norge Appliances — Continu- 
ing the recent upward trend in 
home appliance sales, Norge Divi- 
sion Borg-Warner Corp., Detroit, 
Mich., reports February world ship- 
ments of 25,910 units, an increase 
of more than 95 per cent over vol- 
ume recorded in February of last 
year. According to Howard E. 
Blood, president, the February rise 
far exceeded the projections of 
Norge analysts, who had expected 
an increase of betwen 22 and 23 
per cent. Volume for January and 
February aggregated 50,090 units, 
an increase of 113 per cent over the 
23,700 units sold in the same two- 
month period of 1939, Mr. Blood 
stated. “All of our products con- 
tributed toward the February in- 
crease,” he said. “Although electric 
refrigerators led in total volume and 
showed a gain of more than 35 per 
cent, they were topped percentage- 





Collecti t are obtained by dividing the collecti 


wise by electric washers, which reg- 
istered an increase of over 137 per 
cent for the month, and by gas and 
electric ranges, which rose more 
than 248 per cent.” 


* * +. 


Major Units—Large unit mer- 
chandise, by general report, is sell- 
ing more freely nearly everywhere, 
than in any recent past season, and 
these larger items consist not alone 
of the usual home utilities. The 
current season starts off, for ex- 
ample, with very fine activity in 
power lawn mowers, retailing at 
$59.50 to $79.50 each, and rowboat 
motors of the better class appear 
frequently on orders. 


* ” aa 


Home Building Outlook — 
Hardware stores report a substan- 
tial pick-up in demand for builders’ 
and cabinet hardware, and for light 
tools. One of the most promising 
signs for better business as_ the 
spring advances is the better out- 
look for home-building, which al- 
ready has begun a seasonal expan- 
sion. 

* * * 

Plumbing Brass Goods—1940 
sales gains are shown on plumbing 
brass goods by recent Census Bu- 
reau statistics, which show the fol- 
lowing comparisons in number of 
pieces shipped this January and a 
year ago: 

Jan., 1940 Jan., 1939 
Bath and shower fit- 


CRED. ccsscccesesecs 146,775 133,287 
Lavatory fittings .... 238,174 220,129 
Sink and laundry tray 

MD .Ghcadocekben 456,558 366,038 
Miscellaneous items .. 


1,068,158 813,326 


Ne ae 1,908,665 1,532,780 





during the 





r Z on 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 
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Have You 


CHECKED IN A 
i Lola Ge) s 


BLACK FLAG 


for this 4 


PREPARE NOW to get your share of profitable BLACK 
FLAG business during this coming insecticide season! 
Now is the time to order. BLACK FLAG Spray, and 
BLACK FLAG Powder (in both bottles and sprinkler 
cans) are priced right for your counter! 


RADIO-ADVERTISED 
Coast-to-Coast 


TO HELP YOU SELL 


NBC and CBS networks—plus a long list of Southern 
stations—will carry the BLACK FLAG story to your 
customers throughout the season. Don’t miss a good 
thing—plan to tie in displays with this promotion! 


THE A. S. BOYLE 
COMPANY 


Distributors 
Jersey City, N. J. 

















BLACK FLAG 
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Bic VALUE 
ITEMS LIKE 


POL-MER-IK 
Boiled 
Get the business. . 
Make the profits! 























Prevents Film Burning. You've 
seen paint jobs that looked beau- 
tiful when new. A few months 
later the paint had lost its luster — the film had begun to break 
down. This paint film had burned out. The cause of Film Burn- 
ing is oil overloaded with driers. Pol-mer-ik Boiled prevents 
film burning because it's the accurate drying linseed oil. Made 
under laboratory supervision, this oil is tested for accurate 
drying. With Pol-mer-ik Boiled the drying of the paint film is 
controlled. 


Gives Finer Gloss and Greater Durability to Paint Jobs 


Ten percent of Pol-mer-ik Boiled is polymerized. It's kettle 
cooked to a varnish body. This’ heavy-bodied oil makes paints 
brush and level better. The job has better gloss and luster — 
greater durability and longer life. Pol-mer-ik Boiled delivers 
the extra value of cooked oil at no extra cost — the control 
factor that delivers finer appearance and greater durability. 
















Buy it in Cans - Sell it in Cans - Bigger Profits that Way 


Control your linseed oil profits by eliminating the losses of 
bulk selling. Roll out the linseed oil drum. Feature Pol-mer-ik 
in Cans. Packaged Pol-mer-ik enables you to sell all of what 
you buy. No losses from leaks, drip, overmeasuring. No time 

sted filling containers. Merchandise Pol-mer-ik by display- 
ing it on your selling floor. 
















2SBEBEAEBEEEEBEEEEEEEEEEE EE EEE |S 


Archer-Daniels-Midland Co. 40D 




















Roanoke Building 

Minneapolis, Minn. 

Send me the new folder on Pol-mer-ik Boiled and 
the name of nearest j . 





USE THE 
COUPON 


GET COMPLETE 
INFORMATION 
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fit 


LOOKING FOR 


GF VUASHLES? 


Just Display This 
Attractive Carton of 


“a ACME 
Us 





CORRUGATED 
FASTENERS 





This attractive display carton of Acme Tack- 
Point Corrugated Fasteners will act as a 
reminder to your customers—will prove a 
source of extra sales for you. Nearly every- 
one has use for this handy item—home own- 
ers, carpenters, cabinet makers—anyone who 
works with wood. Acme fasteners are just 
the thing for repairing furniture, making 
screens, cabinets, and other wooden articles. 
Fasteners are furnished in two types, parallel 
and divergent. The divergent type tends to 
draw the two pieces of wood closer together. 
The Tack-Point feature assures easy driving, 
and the divergent corrugations make for 
stronger joints. 


If your jobber can’t supply you, 
write us direct. 


~ 





PACKAGED IN 3 POPULAR SIZES 


Fifty fasteners of one size to a box—%x5, 
4x5, or %x5. The display carton contains 
twelve boxes. For larger requirements: the 
250, 500 and 1000 pack; boxes of 100 fasten- 
ers, 10 boxes to a carton; and in 100-Ib. kegs. 


ACME STEEL COMPANY 


General Offices: 2838 Archer Ave., Chicago, Ill, 
Bra nches and Sales Offices in Principal Cities 


MAIL THE COUPON «> oe 
FOR FREE SAMPLE ror (ica 





Acme Steel Company 
2838 Archer Avenue 
Chicago, Illinois 


Acme Tack-Point Corrugated Fasteners. 
Name 
Address 


City State 











Send me, without charge, a sample box of 
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Reproduction in black and white of pages in the Sherwin-Williams new 

Style Guide of 120 pages. The volume, by means of color photography, 

shows actual color effects obtained in house exteriors and interiors. 

The Style Guide is available this spring for study in homes and in paint 
stores and paint departments of hardware stores. 

















Sherwin-Williams Launches 
“Color-Styling”’ Program 


throughout the country, The 
Sherwin - Williams Co., Cleveland, 
Ohio, recently launched a new pro- 
gram designed to set up its dealers 
as paint and color styling headquar- 
ters in their respective communities. 
This new program is based on the 
theory that consumers are now more 
than ever color- conscious and that 
paint departments of hardware stores 
and paint stores should be leaders 


7 a series of sales meetings held 


in color sales. 

An important part of this cam- 
paign is the creation of a Paint and 
Color Style Guide, an enormous book 
of 120 pages, each page over 2 sq. ft. 
in size, produced by the Sherwin- 
Williams Decorative Studios. This 
book opens with a four-page descrip- 
tion of the eight most popular col- 
ors, their uses, the effects they pro- 
duce and the colors which may be 
used with them for contrast or har- 
mony. Then follow individual page 
illustrations all reproduced in full 
color. Exteriors of homes from every 
part of the country, living rooms, 
dining rooms, kitchens, bedrooms. 
baths and recreation rooms are 
shown. Color photography is used 


to capture the true effect produced 
by color after it is applied to a 
painted surface with the actual varia- 
tions in tone produced by highlights 
and shadows. 

Each page contains a brief style 
note and accurate specifications for 
reproducing the coler effects de- 
picted. Most pages show a large 
swatch of the predominant fabric, 
rug or drapery material. The last 
10 pages are devoted to Sherwin- 
Williams principal paint products 
with color cards facing each prod- 
uct description. A page is also 
devoted to the company’s budget 
payment plan. 


Band Festival 


Mason City, Iowa, stages a band 
festival each year which attracts 
bands from 50 communities, and 
also stages a popularity girl con- 
test from these communities. This 
event attracts thousands of people 
to Mason City from small towns 
and rural areas, and merchants do 
a thriving business. 
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“AMES ‘soi SHANK 


Suading Forks 


(SOCKET FERRULE) 


@ “Ames” Solid Shank 
Socket Forks are made 
from one solid bar of 
steel. The head and sock- 
et are one piece of steel. 
By having the head and 
socket an integral unit, 
the fork is strengthened 
at the bend or socket. 


The “Ames” Solid 
Shank Spading Fork 
is the only one piece 
solid shank spading 
fork manufactured. 


Here is a premium 
product at no extra cost 
and one which you 
should investigate at once. 
Ask your jobber about 
the full line of “Ames” 
Solid Shank Forks. 


fo — 
ee. 


} Since 


; 2 7, 
a . 


; | ABW PRODUCTS 
Shovels Forks 
Spades Hoes 
Scoops Rakes 


Post Hole Diggers 
jf Agricultural Handles 
rd 


fF ; 
AMES BALDWIN WYOMING CO 


BURG, W. VA NORTH EASTON, MASS. 
PARKERS , W. ° 
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World’s Largest exclusive manu- 
facturers of door control devices. 




























NORTON MODEL NO. 4 SCREEN DOOR CLOSER 
Every feature is 


the finest in materials 
engineering. 


Special piston cons 
constant checking. The bracket, 
hinge plate are heavy steel sta 
not break and the rust proof t 
brass. A durable screen door c¢ 
excelled service. No. 
cartons with full attach 


and proven 
truction assures 
spring holder and 
mpings which will 
ube is of seamless 
loser built for un- 
4 is packed in individual 
ment instructions. 


No. 4 
SUPER 
VALUE 

RETAILS 
AT $2.00 


NORTON MODEL NO. 04 SCREEN DOOR CLOSER 


An economy model which is unexcelled in true 
value and has proven to give most 
vice. No. 04 requires 
is of the same high q 
is characteristic of a 
plified construction 


satisfactory ser- 

fewer parts and every detail 
+,” . 

uality and workmanship that 

Il Norton Closers. This sim- 


model is packed in individual 
cartons with full attachment instructions, 


No. 04 
REAL 
VALUE 
RETAILS 
AT $1.25 


Consult Your Jobber or Write to 


NORTON DOOR CLOSER CO. 


Divisio of the ale € Oo f Company 
n f h Yale ¢ Towne Mfg. ipa 


2900 N. Western Ave., Chicago, iinois 
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THis VLCHEK 
WRENCH SET HAS 


Unuonal SALES APPEAL 


* A handy wrench set that 
meets the needs of various 


mechanical jobs. 


Contains six wrenches with 12 
openings ranging from %” to 
15/16”. Sizes marked on each 
wrench. Wrenches are of drop 
forged, tempered carbon steel 
with panel bars and parabolic 
heads. 


The hinged container is attrac- 
tively enameled in red for good 


display. 
A profitable item to feature. 


THE VLCHEK TOOL CO. 


3001 E. 87th St. Cleveland, Ohio 


QUICKER SALES 
FASTER TURNOVER 
MORE VOLUME 
BETTER PROFITS 


VLCHEK 
TOOLS 
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North Dakota Dealers 
To Eliminate “Privileged 





Relaxing after the convention, left to right: Ralph Fugelso, president; 
Loren Elenbaum, Louise Thompson, secretary; D. F. Bjelde, retiring 
president; W. J. Gust and Ralph Christenson, directors. 


to op- 


pose the “privileged customer” who 
is always demanding special dis- 
counts, and to support House Resol- 
ution No. 1 and the federal chain 
store tax bill, the members of the 
North Dakota Retail Hardware As- 
sociation concluded their annual 
three-day meeting in Bismarck on 
Thursday, March 7. 

Loren Elenbaum, Langdon, was 
elected president for the ensuing 
year. Other officers and directors 
named are: vice-president, Paul 
Schilla, Dickinson; second vice-pres- 
ident, M. A. Ringsak, Grafton; di- 
rectors, T. I. Strinden, Litchville, 
A. C. Gunvaldson, and Ralph 
Christenson, Watford City. Also on 
the board are the past presidents of 
the last three years, D. F. Bjelde, 
Mayville; Harvey A. Meddaugh, 
Westhope, and W. J. Gust, St. 
Thomas. Miss Louise Thompson, 
Grand Forks, was named secretary. 

All the dealers believed that 1940 
would be a good business year. This 
feeling was born out in figures pre- 
sented by John H. DeWild, of the 
retail trade division of the Minne- 
apolis Chamber of Commerce. Mr. 
DeWild showed that the 1939 farm 
income in North Dakota had in- 
creased inore in that year than that 
of any other state and that it was 
at the highest point it had been 
since 1929. And 1940 looks even 
better, the speaker said. 

Edward F. Flynn, director of pub- 
lic relations for the Great Northern 
Railway, pointed out to the conven- 
tion that the salvation of the farmer 


in this age lay through the dis- 
covery of new products to be made 
from farm-grown raw materials. He 
used as illustration the progress 
made recently in the use of soy- 
beans. He urged hardware men to 
be alert to this field and encourage 
it through the distribution of such 
new products and by encouraging 
the farmers to grow soybeans and 
other crops for which the demand 
is growing. 

One of the highlights of the con- 
vention was the address by Former 
Governor Theodore Christianson of 
Minnesota, now public relations 
counsel for the National Association 
of Retail Druggists. 

Speaking on the Patman Bill, 
which he described as the indepen- 
dent merchants’ Magna Charta, Mr. 
Christianson defended the measure 
on the grounds that when the inde- 
pendent merchants have been done 
away with, the communities will die. 

“We have reached that place to- 
day,” said Mr. Christianson, “when 
our young people have no oppor- 
tunity to enter business for them- 
selves as their fathers did. Instead 
they face the prospect of looking 
across the desk at a manager of a 
big executive on Wall Street, who 
neither knows him or cares whether 
he is an asset to his community or 
not.” 

The former governor traced the 
pattern of dictatorships in Europe 
and showed that they used the same 
principle of subordination of the in- 
dividual that the chain stores use in 
the United States today. He refuted 
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Resolve 


Customer” 


the well-known argument that chain 
stores are more efficient by quoting 
figures to prove that independents 
do as well or better. 

The services which the National 
Retail Hardware Association affords 
the hardware dealer were enumer- 
ated by Dan E. Billman, Minne- 
apolis, national board member. More 
about the work of the national or- 
ganization was told by Charles R. 
Isaacs, manager of the merchandis- 
ing division of the N.R.H.A. 

Talking about collection problems, 
S. E. Cooley, northwest district col- 
lection manager of the International 
Harvester Company of Chicago, 
warned dealers that _ collection 
troubles amounted to nothing if the 
original sale were properly made. 

John Gray, tax commissioner of 
North Dakota, spoke before the con- 
vention outlining the ins and outs 
of the new North Dakota average 
inventory law. This new law calls 
for an inventory figure each month 
and then bases the assessment on 
the average for the year. 

Governor John Moses was an- 
other convention speaker, discussing 
briefly state finances and financial 
problems. 

W. Cott Long of the Briggs-Strat- 
ton Corporation, Milwaukee, took up 
the hardware dealer’s problem of 
handling and selling the larger lines 
of appliances. He advocated going 
out into the country and actually 
selling these units, rather than wait- 
ing for a customer to wander into 
the store. 


Corn Palace 

Mitchell, S. D., has a Corn Pal- 
ace which was erected in 1892 
with a Moorish style of architec- 
ture, remodeled in 1921 and is 
still being used today for many 
civic events which draw farmers 
and other people from great dis- 
tances. Everyone who visits Mitch- 
ell wants to see the famous Corn 
Palace, which makes one think 
that almost every community can 
have one certain civic thing which 
can be made to draw people from 
wide areas to that community. 
Look around and see what you've 


HERE’S YOUR NO-LOSS LEADER 
FOR HARDWARE’S OPEN HOUSE 


THE AMAZING NEW 


DAZEY De Luxe 
CAN OPENER 


If you want to reap the 
biggest possible profit 
and the most permanent 
good from NATIONAL 
HARDWARE OPEN 














GUARANTEED —S 









5S YEARS ~ ea HOUSE give special pref- 
a erence in displaying and 

— advertising the kind of 

IT SWINGS! \ specialties everyone 
” ‘ knows about and wants. 










A E = That, of course, means ex- 
. ; tra special prominence for 

! Made Under theExclusive = DP AZEY KITCHEN 
i Dazey Patents HELPS as no other hard- 
og ware line is so widely known and universally 
1 wanted. Leading that line is the NEW DAZEY 
\ DE LUXE CAN OPENER—a phenomenal value 
XN because it still sells at the old price although 
XN tremendously improved. So be prepared; check 





s o your Dazey stocks now and—ORDER FROM 


a poo" YOUR JOBBER TODAY. 
‘NGS To EITHER S'!°© = DAZEY CHURN & MANUFACTURING COMPANY 
OUT OF WAY Dept. D-15, Warne & Carter Aves., St. Louis, Mo. 
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A PAINT FOR 
REAL BEAUTY 
AND PROTECTION 





Sprays, dips, or brushes to a real chromium 
satin finish. Won't chalk, powder, or discolor 
For all interior and exterior surfaces. % pt. 
to 5 gal. cans 





wre 


SELLIM SUEFFIELDI 


PURE O/L COLORS 
All triple ground in pure linseed oil. Ex- 
ceptional tinting strength In lithographed 
tubes (35 colors) 10c up. Stunning lacquered 
all-metal Display-Stock Cabinet FREE. Also 
% pt., qt. and gal. cans. 











2 SOMETHING FOR 
REPA/RING FURNITURE 


SEULEM SUBFRIELD “8 


Special Sheflield formulated wood paste No 
nitro-cellulose Non-explosive Waterproof 
Free from undue shrinking. Tubes or cans 
20 other Sheffield fast-sellers. Ask your jobber. 
Jobbers: Write for latest catalog 


SHEFFIELD 
BRONZE POWDER & STENCIL CO. 


CLEVELAND, OHIO 
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cs SOMETHING FOR TINTING 
COLORS OR ENAMELS 














Left to right, front row: Theo. Funk, executive board; Wm. Weidensee, 





vice-president; Peter O. Beaulieu, president; Eric Heidepriem, Henry 

Desnoyers and Leo Ellwein, executive board. Rear row: W. E. Kuhn, 

advisory board; Earl Erlandson, manager-treasurer, and O. R. Baily, 
retiring president of the association. 


South Dakota Discusses 
Local Tax Problems 


‘tie South Dakota Re- 


tail Hardware Association, meeting 
at Sioux Falls March 12-14 for its 
35th annual convention, elected 
Peter O. Beaulieu, Winner, S. D., as 
its president and picked Sioux Falls 
as the site for its 1941 convention. 
William Weidensee, Gettysburg, 
S. D., was named vice-president; 
Henry Desnoyers, Clark, S. D., was 
elected a new member of the execu- 
tive board and Earl Erlandson, Cot- 
tonwood S. D., was renamed trea- 
surer-manager of the organization. 
Other members of the executive 
board are Leo fllwein, Freeman; 


| Theo. Funk, Groton, and Eric Heide- 


priem, Custer. Members of the ad- 
visory board are O. R. Bailey, Alex- 
andria, retiring president; W. E. 
Kuhn, Belvidere, and G. R. Siddons, 
Platte. 

Chief among the convention 
speakers was John H. DeWild, man- 
ager of the trade extension depart- 
ment of the Minneapolis Civic and 
Commerce association. “This year 
should be a good year for increasing 
sales through deferred payment 
plans because there has been a size- 
able increase in both industrial pay- 
rolls and farm incomes,” he said, 
and continued, “Farm income in 
South Dakota was slightly under 
$124,000,000 or an increase of ap- 
proximately $14,600,000 over 1938. 
Crops accounted for $4,462,000 of 
this gain. Added to this was $4,604.- 


000 from livestock and_ livestock 
products and $5,520,000 in AAA 
payments over a year ago. Retail 
sales were more than $152,000,000 in 
1939, or an increase of about $7,000,- 
000, while spendable income, accord- 
ing to reliable estimates, reached 
$262.000,000, so that there were 
many dollars that did not reach the 
cash boxes of retail stores even after 
taxes were paid.” 

C. R. Isaacs, Indianapolis, staff 
member of the national hardware as- 
sociation, told of the benefits derived 
from membership in the national as- 
sociation. 

Another prominent speaker was 
Joe H. Bottum, Jr., Pierre, S. D.., 
state taxation director. “Every time 
the government spends money un- 
necessarily it takes money out of the 
pockets of your customers,” Mr. 
Bottum said in urging the hardware 
men to work for economy in govern- 
ment. He remarked sales tax col- 
lections from hardware dealers were 
$147,000 for the last fiscal year as 
against $141,307 for the previous 
fiscal year, an indication that busi- 
ness was somewhat better last year 
than the year before. The first two 
months of 1940 also reflected gains, 
he said. 

Speaking of South Dakota’s new 
use tax, Mr. Bottum said it was a 
nuisance tax but “it’s for your pro- 
tection.” He stated thousands of 
dollars have been collected from 
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The New Low Price 
means ADDED SALES 
OPPORTUNITIES 


for Dealers 













Genuine 


BROWN & SHARPE 
HAIR CLIPPERS 


—The Choice of Professional Users 


Write for Catalog—Brown & Sharpe Mfg. Co., Providence, R. I. 














| ALADDIN INDUSTRIES, INC., 223 W. Jackson Boulevard, CHICAGO, ILL. 


LOOK WHS: HY-LO Vacuum Bottle 
st Yours NO CHARGE with 
Key epee Open House Uinotment 


rele ait LF ut LL i 


“A 






This Special fast-selling assortment of “all” popular numbers, consists of 9-Pint Hy-Lo Vacuum Bottles, 4-Quart Size 

Hy-Lo Vacuum Bottles, and 6-Hy-Lo Lunch Kits, with 1-Pint size Hy-Lo Vacuum Bottle included without charge — cost 

only $15.02 and sells quickly for $23.20 yielding the nice substantial profit of $8.18 or 55% on your investment. 
¢ ORDER THRU YOUR JOBBER AT ONCE °* 


or write direct to us for full details and name of your nearest Jobber who can supply you. 
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ment. 


Presented by 
Conco for Na- 
tional Hardware Open House. Two com- 
binations of best-selling Frigidette and 
Conventional models. Combined they 
earn a profit of $26.32 on a $48.72 invest- 


No order limit. 


material free. 






HOUSE 









OPEN 


HARDWARE 


NATIONAL 


For 


Colorful display 





EARNS YOU 


























Dealer Dealer 
FRIGIDETTE UNITS Selling Cost 

Price — Price 
One 2-qt. T. Action $ 5.25/$ 3.50 
Two 4-gt. T. Action 14.50 9.66 
One 2-qt. $. Action 4.49 3.00 
One 4-gt. S. Action 5.49 3.67 
One 2-qt. Electric 11.95 7.97 
TOTALS: Six units $41.68 $27.80 
Less Discount of 5% 1.39 
Total Cost Delivered $26.41 











EARNS YOU $11.05 




















Dealer Dealer 
CONVENTIONAL UNITS Selling Cost 

Price Price 
One 2-qt. Husky $ 3.291$ 2.20 
Two 4-qt. Huskies 8.58 5.70 
One 6-qt. Husky 6.49 4.33 
Six 2-qt. Zephyrs 6.00 4.50 
Six 2-qt. Husky, Jrs. 9.00 6.75 
TOTALS: Sixteen Units $33.36 $23.48 
Less Discount of 5«% 1.17 
Total Cost Delivered $22.31 











Free Display Material 


Colorful, 


eye-catching display 


material is yours with each ship- 
ment of either Conco Deal. Helps 
sky-rocket your Conco sales and 


profits. 


ORDER THROUGH YOUR JOBBER 
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ONCO 


ENGINEERING 


WORKS 


Division of H. D. Conkey & Co. 
North Avenue, Mendota, Illinois 


RRR eM 


| customers 


patronizing out-of-state 


| mail order houses since the use tax 
| went into effect. 


He invited hardware dealers who 
knew of home town residents pur- 
chasing goods from out of the state 
to send the names of such persons 
to the state tax department. He 
said recently one merchant had sent 
in the names of 21 persons who 
evaded the sales taxes by purchasing 
goods in Sioux City, Iowa, and “we 
collected from each of them.” 

O. R. Baily in his president’s ad- 
dress suggested methods for profit- 
able operation of the hardware busi- 
ness. “The once secluded woman of 
the household now spends 80 cents 
out of every dollar,” he declared. 
“One of the big selling jobs of the 
hardware retailer is to make the 
women conscious of their stores.” 

Mr. Baily said dealers would not 
see conditions “the way we want 
them” until South Dakota farmers 
get good crops and get fair prices 
for them. 

Another speaker was Carl B. Hoy, 
Vermillion, S. D., athletic director 





of the University of South Dakota. | 


One night was set aside for Open 
House with the public invited to 
attend. For entertainment there was 
a concert by the Washington High 
School Band of Sioux Falls and mo- 
tion pictures showing progress in 
manufacture of an automobile. 

There were 130 association mem- 


| bers, 76 visiting dealers and 124 ex- 


hibitors and salesmen at the conven- 
tion despite severe winter weather. 


Human Checkerboard 


Farmers, like any one else, de- 
sire a little entertainment when 
they come to town, ‘so the mer- 
chants who promote the Arkalalah 
Festival at Arkansas City, Ark., 
last year arranged and publicized 
a human checkerboard game 
which was a whopping success, 
and certainly this is an idea that 
can be used by any community. 
This game was played on a board 
26-ft. square, painted on the in- 


| tersection of two prominent streets, 


with 12 boys and 12 girls serving 
as checkers, with the chief of po- 
lice and a deputy sheriff calling 
the moves. Checkers is a game 
which is well liked by most farm- 
ers, and many came to Arkansas 
City to the festival to watch this 
different checker game, and they 
did some buying at stores while 
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Stock Up For 
Spring Profits! 
On This Great 
Competitive Seller... 


The Sherman 


“DIAMOND” 


HOSE NOZZLE 



























Right now is the time to get 
this famous Sherman “Dia- 
mond” Hose Nozzle out on 
your counter. It will bring 
you real volume sales! 

For years the “Diamond” has 
been a remarkable seller—the 
greatest competitive priced 
nozzle on the market. It’s a 
full size, heavy wrought brass 
nozzle, smooth oper- 
ating and pleasing in 
design. And it re- 
tails for only 35¢! 


Order a generous stock of 
“Diamonds” right new 
from your jobber and get 
your full share of the 
Hose Nozzle business this 
Spring! 
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| Check your stock of Alligator today and * 





‘ALLIGATOR TIME! 


@ Year in and year out hardware and [ 
implement dealers have made money | 
out of Alligator Steel Belt Lacing—made ~ 
money because Alligator is used every- 
where that belts are used—made money 
because a small stock of Alligator will 
show a remarkably good turnover. Don’t » 
let this profitable business get away, |. 
because you can't deliver when the | 
emergency calls come in. 





s order from your jobber. 
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FLEXIBLE STEEL LACING CO. 
4616 —* ~ aaege 


“ALLIC GATOR. 


TRADE MARK 


STEEL BELT LACING 
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GENUINE SPEEDWAY 
ELECTRIC TURNTABLES 


FREE 


@ During National Hardware Open 
House Week, April 25 to May 4, 
get a genuine SpeedWay display turn- 
table for your store absolutely free with 









SELL 
WITH 
MOTION 
Force at- 


tention— 
hold inter- 
est by 





















every order of SpeedWay tools totalling 9 
$50.00 (your own selection). This Ware on a 
offer includes a standard No. 269  SpeedWay 
SpeedWay Turntable. Turntable. 


With orders of $100 (list price) a 
SpeedWay No. 275 Double Deck Turn- 
table as illustrated below is included 
absolutely free. 

Limited offer. Order today from your 
jobber or write us for full information. 





@ Above No. 275 (Double 
Deck) SpeedWay Electric 
Turntable. List Price Value 
$17.50. 


To the left is SpeedWay 
Turntable No. 269. A stand- 
ard $9.00 unit for staging 


SpoedWay isis co." 


1836 S. 52nd Ave., Cicero, Ill. 
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GARDENE = LAWN 
AND “iS TOOLS 


MOST COMPLETE LINE 


of Home Gardening Equipment 


HAND CULTIVATORS .. . 3 or 5 prongs . 


4 ft. handles or Midget with 10 inch handles. 
Priced competitively but superior in style and 
finish. 





The DANDELION PULLER .. . a real contri 
bution to home gardening . . . nothing else 
like it on the market. Simple . . . efficient 


- . . @asy-penetrating one-piece drop-forged 
thin steel blade . . . white ash 45 in. handle. 
VERY POPULAR SELLER. 


Y= ED 


V-POINT WEEDERS .. 
the market . . 
cutting edge . . 
or short handles. 


Ask Your Independent Jobber 


C. S. NORCROSS & SONS 


BUSHNELL ILLINOIS 
"Quality Garden Tools Since 1891" 


. superior to any on 
. better balanced . . . sharper 
. better appearance .. . long 
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Do You Need a 
Business Doctor ? 


(Continued from page 78) 


who will not stand for the elimina- 


tion of their “pets” and relatives. 
They stop the business doctor and 
go back to their old habits. A 
“royal family”—controlling stock- 
holders—is hard to handle unless 
the new manager has had the fore- 
sight to have his authority fixed 
legally over a period of time. 

Businesses which might have 
been saved, if checked in time, 
often go on the rocks because the 
owners, frequently only owning 
51 per cent of the stock, hope to 
continue running the business as a 
family racket. They emphasize the 
importance of jobs and salaries— 
not operating profits—until it is 
too late. This is hard on the other 
49 per cent of the stockholders. 

In this article I am starting out 
to lay down certain general prin- 
ciples of management. Later, I 
hope to go into details outlining 
the good and bad things that must 
be watched as we go along. 


Free Hand Needed 


But let me emphasize with all 
the power I can command that un- 
less the management of a business 
has a free hand in executive work 
they had better never start. 

Suppose a patient picks out his 
doctor, has his examination, agrees 
to a recovery program and then 
refuses to follow the diet pre- 
scribed and, when the doctor in- 
sists that it be followed, calls in 
another doctor. His chances of 
recovery would be slim. 

I can hear some of the owners 
of the control snort. “Where do we 
come in? Isn’t it our business?” 
Here, let me make it clear. There 
should be a board of directors. 
There may even be an executive 
committee. But neither the board 
nor the executive committee are 
the executive managers of the busi- 
ness. When they interfere in the 
running of the business you may 
be sure that trouble and losses will 
follow! 

If you are not satisfied with the 
results of your business; if you 
feel the need of a change; if your 
business is sick—then get your 











I—Head can't fly off 
2—FORGED in One Piece 

| head and handle 
3—Thin shank and Leather Grip 
4—Balance perfect and permanent 


| 5 _ Velvet, non-slip LEATHER grip 





6—Irresistible appeal to eye and hand 


7—Greater value and satisfaction 


§—sales over '29 in '39, more in ‘40 


9—Price cutters can't sell “Estwing” 


10—mork YOU as quality headquar- 


ters 
1 1—150 leading jobbers stock them 





i2~YOU GET $2.00 


for the high polished 
$1.50 for the black finish 


32 money and friend makers 


Estwing Mfg. Co., Rockford, Ill. 
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Shelby 


SCREEN DOOR CLOSERS 





This No. 555 model acts both 
as a door check and closer. 
It is a type which has been 
on the market many years 
and has proven highly satis- 
factory for use on ordinary 
storm and screen doors. A 
No. 666 has been designed for 
use on heavier doors. 


Closing or checking speeds 
can be adjusted quickly on 
either model. Also, a special 
tension spring holds the 
plunger against the walls of 
the barrel thus assuring even 
checking resistance. As a fur- 
ther precaution, these models 
are equipped with shock ab- 
sorbers which counteract any 
undue strain on the check 
caused when doors are open- 
ed beyond 90°. 


SHELBY SPRING HINGE CO. 


Main office & factory: 


SHELBY, OHIO 








And #3 Gems are betiee— 


@ Because of outstanding appearance 


bettor FLUE STOPPERS 





— attractive pictures lithographed 
on metal. 


Because picture is permanently 
locked to the blank. 


Because of the famous Gem folding 
wire fasteners—secured to the blank 
by sockets raised from the metal of 
the blank itself; no assembling oper- 
ations or loose parts involved. 


Ask your Wholesaler for #3 Gems, 


or write us for reference. 


J. L. CLARK MANUFACTURING CO 


ROCKFORD. ILLINOIS 












owning stockholders together and 
pick out your business doctor. 
Pick him out carefully. He may 
not be 100 per cent perfect, but 
see that he is fit for this particular 
job. Look up his record, for men, 
as well as horses, usually run true 
to form. 

When he starts to work don’t 
expect him to perform miracles, 
but give him time. I once heard 
a patient say, “Well, Doc, I sup- 
pose you will get me out in a few 
days.” The doctor’s answer was, 
“When you have been doing al- 
most everything you could for 
twenty years to ruin your health 
you have the nerve to come to me 
and expect me to undo all the harm 
you have done to yourself for 
twenty years in a week or ten days. 
No sir, it can’t be done! You have 
some work ahead of you. You 
and Nature have a job between 
you, but while Nature is a sure 
and willing worker, she works 
slowly. You can’t hurry her up.” 

In my next article I will write 
about organization. How to hold 
a directors’ meeting—how appro- 
priations should be made—how 
authority should be fixed. 

Let me say that I am not at- 
tempting to write a business text 
book. I am simply trying to tell 
of some of the things in my own 
experience that worked and other 
things that didn’t work, and why! 


I was once a director in one of 
the companies of one of the largest 
and most successful corporations 
in the U. S. A., in fact in the 
world. Their system of handling 
directors’ meetings was the result 
of years of experience and the most 
expert business advice that money 
could buy. 

They allowed me to keep a file 
of their forms. I told them some 
day I wanted to use this matter in 
a public article. They said it was 
O.K. with them. 

So in my next article you will 
get this most valuable informa- 
tion. It will be worth—if used— 
thousands of dollars to going cor- 
porations. It will also be of value 
to small concerns. 

Suppose your board meetings 
are “discussive” and _ tiresome. 
Suppose you are forced to listen 
to some “show-off” airing his pet 
hobbies. Suppose some garrulous 
old director runs up back alleys of 
non-pertinent ancient history. Sup- 
pose the real information you want 
is not forthcoming. How can all 
this be changed by a board system 
that saves time and gets right down 
to brass tacks. A system that if 
followed gives every director all 
the facts about the business. 

If I had known this system 40 
years ago it would have saved me 
much time and money and many 
mistakes. 





“Speaks 


66 HE thing speaks for itself” is 

a legal doctrine that is some- 
times unpleasantly applied to busi- 
ness men. 

A customer walked into a_busi- 
ness building and while there was 
injured by the falling of a block of 
plaster from the ceiling. He sued 
the business man whose _ business 
was operated in the building. The 
court agreed that the business man 
was legally and financially liable 
for the customer’s injuries on the 
theory that “the thing speaks for 
itself.” 

Assume that the thing which 
causes a customer’s injury is under 
the business man’s control and that 
the accident is of a kind that ordi- 
narily does not happen if the thing 
in question has been given proper 
care and attention. When a cus- 
tomer is injured under such circum- 
stances, the law says that “the thing 
speaks for itself’ and presumes 








for Itself’ 


that the accident would not have 
happened except through the negli- 
gence of the business man in failing 
to exercise the necessary “due care” 
of the thing that caused the acci- 
dent. 

The business man gets a chance 
to show that the accident was not 
caused by any neglect on his part, 
but if the thing that resulted in an 
injury to a customer is absolutely 
under his control, he has pretty hard 
going before court and jury. 

Incidentally, there have been a 
number of cases in different States 
in which business men have been re- 
quired to compensate customers and 
others for injuries caused by plaster 
falling from walls and ceiling. The 
rule that “the thing speaks for it- 
self” has been applied rather gen- 
erally to injuries caused by falling 
objects in stores and other business 
places. 
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"i UNIVERSAL PAINT MIXER 











0 


Motor 


‘ 


Approved by All 
Leading Paint Manufacturers 
* 


Build Goodwill — 
Sell Paint Well Mixed. 
Keep More Business 
Coming Your Way. 

= 


ASK YOUR JOBBER 
Or Write For Literature Today 


13630 Elmira Ave., 
Detroit, Michigan 
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Z LECT ROLE 
THE QUALITY FENCE CONTROLLER 


Establish your store as electric fencing headquar- 
ters with the Electro-Line Merchandising Plan. 
The new, smart Electro-Line Merchandiser with 
only three controllers permits attractive display 
as well as practical demonstration and enables 
any dealer to give complete service with a min- 
imum investment. Electro-Line and Eclipse con- 
trollers are designed and constructed to meet 
the needs of modern farm fencing. Features 
include built-in lightning arrester, radio inter- 
ference eliminator, electric starter, and power- 
glo lamp with fresnal lens. HEAVIER, MORE 
DURABLE CONSTRUCTION, LARGER, 
MORE POWERFUL CHARGER MECH- 
ANISM. Approved by Wisconsin Industrial 
Commission and legal for use in all states. 
This combination display and stock rack is 
free with either of two Electro-Line deals. Ask 
your jobber sal for plete details. 








ELECTRO-LINE FENCE COMPANY 


120 North Broadway * MILWAUKEE, WIS. 








Cooperating National Hardware Open House April 25 to May 4, 1940 


APRIL 4, 1940 
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CAN OPENER 
COMBINATION 
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pat No. 160-B.C. Vaughan’s Improved CAN OPENER 
COMBINATION ... BOTTLE OPENER... CORK SCREW 
.. AND A NEW OPENER FOR ALL CANNED LIQUIDS! 
The only complete Can Opener Combination on the market, 
at a popular price. Packed on individual display cards. One 
dozen to the box. A fine seller. Send for prices. 


Vaughan's 
SAFETY ROLL JR. 
CAN OPENER 


No. 170-W. The only can opener 
that cuts the top out of 
SQUARE, round, or oval cans 
and leaves a safety rolled edge. 
Best seller. More than fifty mil- 
lion sold. Individually packed on 
three-color display card. Two 
dozen to the box. Order now. 


VAUGHAN NOVELTY MFG. CO. 








INC. 
-25 CARROLL AVE. CHICAGO, ILL. 


3211 
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Better 
DIES 


CHASERS 


























Because “ARMSTRONG BROS."' Dies and 
Chasers ‘‘Backed-off"’ teeth give relief from 
cutting points, end drag and spin off pipe 
without tearing or jamming; have the cor- 
rect Cutting Angle, the Correct Throat Angle 
and the Ample Chip clearance, they cut 
smoother, tighter fitting threads, cut faster 
and cut smoother 


Because they are machined from Special 
Vanadium Tool Steel, carefully hardened, 
drawn, tempered and tested, ‘“‘ARMSTRONG 
BROS."’ Dies and Chasers stay sharp and 
they vive complete satisfaction and assure 
repeat business 


Write for Catalog C-39 
showing the most com- 
plete line of Pipe Tools 
manufactured, each a 

better tool. 


a a BROS. 
TOOL CO. 


“The Tool Holder People”’ 
314 N. Francisco Ave. 
Chicago, U.S.A. 
Eastern Warehouse and Sales 
Office: 199 Lafayette St., 
New York. 





BOLTS 





—_— 
Specified by the 
electrical and 
building trades, 
contractors and in- 
dustrial buyers be 
cause they are bet 
ter toggle bolts in 
every detail. Paine 
Spring Wing Tog- 
gle Bolts press 
through smallest 
hole, spring open 
the instant clear 
ince is made. 
‘Never catch or jam 
on rough, irregular 
surfaces. Self 
bracing, they lock 
thread when fully 
tightened. For an 
chorage in any ma- 
terial, there is no 
better toggle bolt 
than Paine. 18 
types in 60 sizes 
Write for complete 
Catal of Paine 
ane ng devices, 
bullding, electrical 
and maintenance 
specialties. 


THE PAINE COMPANY 
2963 Carroll Ave., Chicago, I!linois 
New SS Warehouse & & \ 
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Coming Wage-Hour Hearings Indicate 
Looser Interpretation of the Law 


(Continued from page 80) 


(51 per cent or more) of whose 
business is in intrastate commerce. 
The law contains no such specific 
exemption for employees of whole- 
sale establishments; and subsequent 
interpretations issued by the Wage 
and Hour Division have tended to 
broaden the law’s coverage of whole- 
sale employees. Even wholesalers 
doing an exclusively intrastate busi- 
ness have been told that the safe 
policy is to comply with the law on 
the ground that the purchase of 
goods by the wholesaler in interstate 
commerce would be sufficient to in- 
voke the Interstate Commerce clause 
of the Constitution, giving the Fed- 
eral Government jurisdiction. Pre- 
sumably, the wage-hour law is ap- 
plicable to a wholesaler even if but 
one or two of his customers are 
located in an adjoining state. 

Briefly, the bills pending in Con- 
gress designed to give wholesale dis- 
tributors exemption from the law can 
be classifled this way: 

By Representative Scott W. Lucas, 
Democrat of Illinois—exemption for 
wholesale employees from the law’s 
maximum hour and overtime wage 
provision. 


By Senator Alexander Wiley, Re- 


publican of Wisconsin — exemption 
for all clerical workers; and for em- 
ployees of wholesale establishments 
from the law’s maximum hour and 
overtime wage provisions. Primarily, 
the measure contains an exemption 
for certain newspaper employees. 

By Representative Vincent F. Har- 
rington, Democrat of Iowa — bill 
identical to the Wiley measure. 

By Representative Joseph E. Casey, 
Democrat of Massachusetts — bill 
identical to the Lucas measure. 

By Representative George P.iDar- 
row, Republican of Philadelphia— 
to permit wholesale employees to 
work a maximum of 44 hrs. a week 
instead of 42 hrs. as now required. 

By Represerttative Everett M. 
Dirksen, Republican of Illinois—to 
exempt wholesale employees from 
the maximum hour and overtime 
wage provisions where 50 per cent 
of the employer’s dollar sales volume 
is represented in the distribution of 
agricultural food products. 

The House bills are pending in the 
House Labor Committee. Senate 
bills have been referred to the 
Senate Committee on Education and 
Labor. 





A Message to Business 
(Continued from page 52) 


it.” Is it not time we stopped 
these transgressions? 

Has our Government become too 
stupid or too stubborn to make 
democracy work? ,No! I am sure 
that it is chiefly our indifference 
and the doctrine of “expediency.” 
We have learned by experience 
that the American way—free en- 
terprise— is the best way. It is 
not a system designated by the 
character of the shirts worn, but 
it is a system adopted by our 
hearts and minds, by common 
consent, each having a voice, and 
freedom guaranteed. The dictator- 
ship nations have proven that they 
have destroyed thought and enter- 
prise, and by their own weight, 
will ultimately be destroyed. 

Business has a great stake in 
the course this nation is going! 
Let us keep it upon the road 
mapped by those two great build- 
ers, Washington and Lincoln. Let 


us keep it so that we, truly may 

say: 

“Our Fathers—God to Thee — 
Author of Liberty To Thee we 
sing, 

Long may our Land be bright with 
Freedom’s Holy Light.” 


3500 Attended 


(Continued from page 61) 


A cashier’s desk is located ‘at 
the rear on the street floor. Sales- 
men wrap packages at a wrapping 
counter in front of this while 
change is being made. This saves 
time and prevents errors. 

Modern semi-indirect lighting 
fixtures provide a soft, but ample 
illumination for the entire store. 
Sidewalls of light green and ceil- 
ings of white provide a comfort- 
able atmosphere. Fixtures are pre- 
dominantly ivory in color with 
red and chrome metal trim. 
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_ OPEN HOUSE 
will not be 
complete 
without a 
display of 
Roche 
> paint sprays 
~ by BINKS 


f people using paint 
eae win a Pe home, apartment 
and shop is increasing daily. eran 
“callers” during Open House pont 
good prospects. Have a Roche disp ond 
in your window or on your a “ 
gether with free literature and catalogs. 


WRITE TODAY for descriptive litera- 
ture and dealer discounts. 


BINKS MANUFACTURING co. 


3114-40 Carroll Ave. - pt. F440 . Chicago, IMinois 
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The SPRINKLER BUY 


Overall Betas? 12% 
_— —Ar spread 
11% incheo—Bace 8Y% 


ed in individual on 


with 
STYLE 
APPEAL 





The Ambassador Revolving 
Sprinkler is a suggested 
leader from the complete line 
of Allen Sprinklers and Gar- 
den Hose Accessories. It fea- 
tures modern design of un- 
usual sales appeal and full 














profit for the dealer. Copy ; 
Order Now from Your Jobber 
MANUFACTURING 
COMPANY 
566 W. Lake Street 28 Warren Street 
Chicago, Illinois New York City, N. Y. 
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The New Séreamline 
“Simplex” Spring Butt-Hinge 


(No Hanging Strip 
Required 











Designed to har- 
monize with modern 
architectural require- 
ments, they are as 
modern as the newest 
Streamline train. 

They combine the 
beauty of modern de- 
sign with simplicity 
of application. 
















Type BUT9001 










These and other features of proven ad- 
vantage give strong sales appeal. 


~- (CHICAGO) - 
SPRING HINGES 


LOOK FOR THE TRADE MARK 









Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. S. A. 



















‘Full information 

pb ME co rug ate The pumps are standard and 
ppcseten J and ot may be readily detached from 
ranc ses w e 

supplied on request. the Demonstrator and sold. 


















THIS JACUZZ/ PUMP 
DEMONSTRATOR 15 THE 
BEST SALESMAN 











Your customers can SEE how 
a Jacuzzi Pressure Water Sys- 
tem operates when you install 
this portable Demonstrator. 
They can turn a faucet and see 
the pump start automatically 
. hear the quietness of its 
operation . . . and observe its 
simplicity and safety. 





THE 
J A ORIGINAL 
ACU ZZ } e uray) pee ae 


BERKELEY, CALIF. ei 


















EMBURU MFG.cCO. 


WARSAW, N.Y. 
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FLOATING HEAD 


LAWN SPRINKLER 


Strong — sturdy — has real 
sales appeal! Covers an area 
of 6 to 60 feet with fine mist 
or heavy rain, and will not 
rock or dig the lawn. Send for 
full details and price — be 
ready for real business on this 
Premax Sprinkler. 


7 hemax oducts 


4002 Highland Ave., 














Niagara Falls, N. Y. 





heating, as well as the bicycles, 
toys, ete. 

Somehow the old _ hardware 
dealer seems to know just what is 
required to do the work. One is 
hard put to it to find any other 
store— even drug stores — that 
would have the accumulated 
knowledge that an ordinary hard- 
ware dealer has when it comes to 
either making or mending. 

Since this thought has come to 
me, I have wondered how many 
hardware dealers realize the func- 
tions they are performing, and if 
they realize how much the average 
householder depends upon their 
good judgment in furnishing the 
right materials and right tools for 
doing all of these things? 

It has also occurred to me that 
possibly a hardware dealer could 
improve upon his services by tak- 
ing an inventory of his own home 
and all the mending he has had to 
do or might have to do, and to 
check his stock to see if he has all 
of the necessary equipment for 
doing this mending or construc- 
tion work. After such an inven- 
tory is taken, there wouldn’t be 
much left for a hardware dealer 
to have in his stock to fill out the 
requirements of any 
householder. And, just think how 
much more he would add to his 
own knowledge of what the vari- 
ous and sundry requirements are 
and what they are used for. 

I might further ,add that I do 
not know of anyone who ever will, 
or has tried to, take the place of 
the hardware dealer in fulfilling 
the services mentioned above. I, 
for one, feel that the hardware 
dealer should be proud of himself 
for the fact that he is outstanding 
in this capacity. 

The housewife naturally goes to 


average 


a department store to get goods for 
making or mending dresses or 
other wearing apparel for the fam- 
ily. The department stores have 
featured this service in that they 
are maintaining classes teaching 
women how to knit, do embroid- 
erying and crotheting work. They 
carry all varieties and colors of 
cloths and materials with the re- 
sult that nobody is going to take 





An Outsider’s Viewpoint 


(Continued from page 53) 


the department store’s place in 
furnishing goods to the housewife. 

Possibly this same service could 
be added in the hardware store in 
connection with the furnishing of 
hardware items to the husband— 
and to the wife—for what there is 
to mend or make around the heuse. 
Every little service performed 
( providing, of course, the creation 
is a success) always goes to build 
the husband’s or wife’s confidence 
in their local hardware dealer. 


Sell 2.500 Guns 
in Three Years 


(Continued from page 47) 


knew of such guns in their neigh- 
borhood, for which we would then 
bargain.” 

The bulk of the collection was 
gathered from the store’s trade 
area and most of them were guns 
that had remained from early days 
in the families of their original 
owners. Mr. Hall observes that 
people trading in the antique guns 
would tell their family histories, 
which resulted in fantastic tales of 
marksmanship and_ experiences 
which we have never tried to veri- 
fy. “We now have in this collection 
approximately 80 pieces, dating 
from 1776 to the latter years of 
the Nineteenth Century. However, 
the remarkable thing about our 
collection is the condition of guns 
of such age, mostly all being in 
shooting condition.” 

Of the collection of antique 
guns, Mr. Hall continues, “Our 
limited quarters have placed us at 
a disadvantage as we have found 
that the collection is crowding out 
space that could be used profitably 
for other displays which is going 
to force us to dispose of the col- 
lection.” 


Improved Wallpaper Cleaner 


This improved wallpaper cleaner, ex- 
cept on a few types of washable papers, 
can be used without crumbling. The 
non-crumbling feature of “Walvet” elim- 
inates rolling up rugs, covering furni- 
ture, etc. “‘Walvet” is said to clean 
quickly and easily. Cleveland Cleaner 
& Paste Co., 7275 Neville Ave., Cleve- 
land, Ohio. 
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BEAUTIFUL 
BARR BALL 


ASSORTMENTS 


FOR YOUR 
YEAR ‘ROUND 
TOY DEPT. 


Your inquiry will promptly 
bring complete information 
about these sparkling, high 
quality sales producers. The 
beauty and variety of this 
superb line will please you. 
Write Dept. V-4 today. 


R PRODUCTS CO. 


Y. OHIO. U.S. A. 
UFACTURER § 





“The Skyscraper by the Sea” 


The Claridge is not only known as Atlantic City’s 
tallest and newest ocean front hotel, but it is 
equally famous for the luxury and comfort of its 
appointments and the thoughtfulness of its service. 
Each of the 400 spacious rooms has an outside 
exposure, and most of them have an unobstructed 
view of the beach, boardwalk and park. All rooms 
have private bath, with both tub and shower, 
fresh and sea water. Glass enclosed Solarium on 
24th floor. Three ocean sun decks. Health Baths. 











European Plan 
New York Office, 630 Fifth Avenue, ClIrcle 5-4860 
Washington Office Telephone District 2685 
Philadelphia Office Telephone Kingsley 3150 
Pittsburgh Office . Telephone Atlantic 6240 
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Th Fr 5 Be Sure To Read Your Guarantee of 


Guarantee min GD tee 


Ebor ettes are guaranteed against da age due to deter. 


toration from any h ; 
date you sudenddan liquid for 6 months from the 


This Guarantee Does Not Cover Cuts 


Nationally -==aaeaanameeanemetieas 
Advertised E=ex=aaeceaee : 
and 
« benctteos 

for you on sight 


HAT’S no mere sales talk — thousands of 

stores have proved it. Women everywhere 
are buying these new type neoprene household 
gloves that guarantee them 6 months of better 
hand protection and economy (cuts and snags 
excepted, of course). 17 millions advertise- 
ments this spring boost demand for Ebonettes 
that stand dry cleaners, oils, paints, other house- 
hold liquids, keep their tailored fit, far outlast 
rubber gloves. Put an Ebonettes self-seller 
display, only 64x 844“, on your counter and 
your women customers quickly buy it out— 







































P ° You need buy only 
at extra-profit prices even above Fair Trade / of hs dae 


of 50. Don’t miss this one chance to make 4,;, display car- 
money on household gloves—order Ebonettes jons at a time! 
from your Wholesaler . . . today. 





Here’s HOW 


You Can Regain And 
HOLD Your Customers! 


% Letters from many of your fellow 
dealers tell how carpenters—con- 
tractors — painters — homeowners — 
handymen and others are patroniz- 
ing their stores because they have 
a dependable sander rental service. 
That’s why some dealers get more 
business while many others lose it. 
BUT—here’s how to get it back! 












fats tir 
New Streamlined SPEED-O-LITE 


Takes In $3 to $5 per Day in Rentals Alone! 
One dealer reports $1978.40 in 
Sander Rentals plus extra sales of 
paint, varnish, sandpaper, brushes, 





tools and other supplies in one 
year directly due to his Speed-O- 
Lite sander rental service. An- 
other dealer reports 


25° Increased Paint Sales! 
You can do the same, and keep 
old and new customers coming 
back to you. Write for full de- 
tails of the Lincoln Merchandis- 
ing Plan—and easy terms that let 
you pay out of only a part of 
your profits. 


STURDY 
e 
yp LIGHT-WEIGHT 
e 
FAST-CUTTING 





LIBCOLN-SCHLUETER 


Bes 5 Oe wae eee eae ae eee | eee 
212 WEST CRAND AVENUE CHICACO ILLINOIS 
World’s Manufacturer of the Most Complete Line of Floor Maintenance Equipment 
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SLIPKNOT 
- FRICTION - 


TAPE 


Highest in Quality, 


Competitive in Price— 





Attractively Packaged— 


Sold only through 
reputable wholesalers. 


PLYMOUTH RUBBER COMPANY, Ine. 
CANTON, MASS. 














No. 12 


Carries its own scenery, puts on its own 
performance and drags the money in 
at the box office. That is one way of say- 
ing that here is a household tool boxed 
for counter display, demonstrates valuo 
without a sales talk and pays a good 
profit. The Porter No. 12 is a great big 
quality Clipper brought down to a 
household size and a popular price. 
Competes with no comparable tool. 
Cuts all ordinary types of untempered 
steels. Retails at $3.00. 


"S*/a Real Porter Clipper 
‘/ retailing at $3.00 
*] Eye-catching display box 
in bright colors. 


Send for catalog 


H. K. PORTER, INC. 
17 ASHLAND ST., Everett, Mass. 






SELLS ITSELF 
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im after hours in the 
retail hardware store of Williams 
& Robertson and the lights are 
dim. George Robertson, one of 
the partners, has just put on his 
hat and overcoat and is preparing 
to go home for the night. On his 
way to the door’he passes his 
partner, Frank Williams, who is 
hunched behind the counter busily 
engaged in pushing small pieces 
of paper about on a large scale 
floor plan of the store. 

Robertson: Whatcha doin’, 
Frank, playing one-man checkers 
or “put and take?” 

Williams: Say George have you 
read the March 21st issue of 
HarpwareE AGE? No, of course 
you haven’t or you wouldn’t be 
asking me that. Well, I’m just put- 
ting into practice what I read in 
that third installment of “Modern- 
izing the Hardware Store.” These 
things represent tables and _plat- 
forms and I’m fitting them in the 
best spots. They’re made to scale 
and when I finish the job I'd like 





to sit down with you and see what 
you think about its workability. 
How about it? 


Robertson: Glad to do it any 
time, Frank. Why not do it to- 
gether? 


Williams: Fine! Come up to the 
house after dinner and _ bring 
Mary with you. We'll let the ladies 
entertain themselves and we'll 
thrash this out. You know, George, 
that’s a mighty helpful and in- 
teresting series. 

Robertson: It sure is, and, al- 
though I haven’t had a chance to 
pry that issue loose from you, I 
guess there’s a lot more that’s in- 
teresting in it. 


Williams: You bet there is! 
There’s a mighty fine story about 
the new school in hardware sales- 
manship that’s being conducted in 
Chicago. Guess there'll be a good 
many top notch hardware sales- 
men in the Windy City by the 
time fall comes around. They sure 
give them instruction there. They 
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During National Hardware Open House 


Thousands of dealers 
will feature the 


Complete 


cORY 


COFFEE BREWER 


for brewing superb 
COFFEE AND TEA 


Untouched by Metal 


Only CORY supplies a com- 
plete Brewer... at the one 
price... in one package... 
no extras to buy. Features 
include: Hinged Decanter 


Cover .. “Safety Stand”’ 
Funnel Holder . . . Accurate 
Coffee Measure ... 2-Heat 


Electric Units (Hi-Low)... 
Special Heat-resisting Glass 
by CORNING with beautiful 
platinum decoration 


Popular CORY Glass Kilter FREE with all CORY Brewers. Fits most 
ROD. Brews marvelous Cof- glass coffee makers. Brews delicious Cof- 
fee and Tea, Untouched by fee and Tea. Sold separately . . . 50¢. 


Metal. (Most models also 


have the famous CORY Glass Coffee Brewer Corp. 


“Fast-Flo’’ Filter.) . 
WRITE for latest catalog. 325 No. Wells St., Chicago, Ill. 


Ask About Special Assortments and Advertising 
Big Value POWER TOOLS 


The ideal equipment for home crafts- 

men. Excellent tools scientifically de- 

signed and quality built for long service 

and accurate workmanship. The cost is 

lower than you would expect for good 

tools ... see price list below. Only part 

of the Arcade Line is shown here 

. write for free catalog illustrat- 

ing all Bench Tools, Model Makers 
and Accessories. 


ARCADE MFG. CO. 
1201 Shawnee St., Freepor?, Ill. 




































Order from 
Your Jobber 


RETAIL PRICES 


Grinder Head ........ . $3.30 
Disc Sander, 8'/2" > -00 
Drill Press, 15” high ipod 5.30 
Jig Saw, 10” throat ..... 5.30 


Belt Sander, 4’ ir drums.. 8.00 
Lathe, 8” Swing, 30” be- 


tween . rare 9.50 
Band Saw, 10” .......... 18.00 
Bench Saw, © ome a coos C188 
Bench Saw, 22.50 


new, awith soulite. ‘Bronze 
Cehdaie ited dare 16.50 


HARDWARE & TOOLS 


APRIL 4. 1940 








| ance. Monthly payment terms. 
| Write for circular H 590. F,O. B. FACTORY 






































“MON, | MAKE TH' MONEY 
AND STAND TH’ GAFF!" 


AN DY 


% A RENTAL MONEY-MAKER 
THAT ALSO CREATES 
MORE STORE TRAFFIC 


Thousands of HANDY 
| SANDYS are earning good 
| profits for dealers ail over 
the country—ask us for ref- 
erences. Profits come 3 
ways: from rental fees, 
high profit sandpaper, and 
boosted sales of finishing 
materials (paint, varnish, 
wax, etc.). A fool proof 
machine that stands the gaff 


with very little upkeep. on ly 
Quick change attachments from 
sanding to steel wool buffing, wax $125.00 


polishing. Liberal trade-in allow- 




















The HILGER COMPANY 


701-33rd Avenue — St. Cloud, Minn. 








PRICE—QUALITY—APPEARANCE 


THAT ATTRACT 


VOLUME SALES 


Here are two "'‘live’’ items especially suitable 
for promotin ng volume sales for you during 
National Hardware Open House Week! 


TUDOR MAILTAINER 


“It’s a beauty” —say Homeowners, 
and they buy ’em “on sight.” It’s 
made of rust-resisting metal. Ample 
size front letter opening equipped 
with Dualock. Bottom scrolls hold 
magazines, newspapers, etc. Finishes: 
antique brass, antique old iron, crys- 
tal green, statuary bronze and green 
gold. The Most Beautiful Letter Box Made! 





BLUEBIRD CLOTHES REEL 


A standard household necessity 
priced right for easier, faster 
sales! Some of your customers are 
in the market for it every day. 
Constructed of heavy gauge steel, 
holds 40 pounds of clothes. In- 
cludes 30 feet of braided line. Fin- 
ishes: pastel shades of blue, red, 
Rs, ivory and green. Matches color 
HARDWARE schemes of most kitchens and bath- 


Onou Zhe rooms. 
- ip ese If Not Obtainable From Your 
APRIL 25° MAYA Wholesaler, Order Direct. 


PATENT NOVELTY COMPANY 
305 EIGHTH AVENUE, FULTON, ILLINOIS 
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NOTE REINFORCEMENT 

HANGER 
Put FRANTZ “Glide” track and door hang- 
ers up against any other type on the market, 
and you'll see why FRAN T Z gives you the 
“edge’’ on competition and puts “more pow- 
er’ behind your selling efforts. 


HANGER ATTACHED 
TO INSIDE OF DOOR 


“Glide” combines both track and watershed 
in one piece....is absolutely bird- proof and 
waterproof....has telescope joints providing 
a smooth, continuous track, and is easily in- 
stalled without brackets. These features, and 
many more, plus all-round ruggedness and 
high quality, create ready sales at a generous 
profit, insure customer satisfaction, and en- 
courage repeat business. Write today. 


FRANTZ MANUFACTURING CO. 
STERLING, ILLINOIS 


FRANTZ 
fi 


















skilled axe 
users where jobs are tough, 


Favorites of 
Collins Axes are also the fa- 
vorites of dealers everywhere. 
Woodsmen know they “Cut 
Longer Between Sharpenings,” 
and dealers know that to carry 
Collins means profit in your 
axe line. 

The complete line of Collins 
axes, hatchets, mattocks, small 
axes, bush hooks and hoes, 
promises satisfied customers. 

Order from your jobber. If 
he can’t supply you, write to — 


The Collins Company, iy 


Collinsville, Connecticut. 
DAYTON SINGLE 


BIT BEVELED 


MICHIGAN 
SINGLE BIT 


DAYTON 





For 114 years, 
this trade mark 
has been the 
fuide to axe 
quality. 





tcrvimus 








don’t have to learn the hard way 
the way we did. 

Robertson: What else have you 
read ? 

Williams: Well, there’s a short 
but very meaty article on a credit 
application form that does a real 
job for Wolff, Kubly & Hirsig Co. 
of Madison, Wis. The firm has 
found that by using this form it 
gets the necessary data right on 
the dotted lines. 


Robertson: Anything that sim- 
plifies this credit granting job is 
well worth the price of a year’s 
subscription. I want to look over 
that form as soon as you've fin- 
ished with that issue. 


Williams: That’s another thing 
we'll have to get together on. Then 
there’s another article in that is- 
sue that’s well worth a consulta- 
tion. It’s about F. A. Campbell 
over in East St. Louis. Carries a 
paint stock valued at $2,500 and 
turns it over four times a year. 
Some good paint selling ideas in 
that article and a couple of good 
illustrations that tell a mighty 
fine story in themselves. Funny 
how a train of thought works, but 


speaking of paint makes you think 
about things that are all spruced 
up and that in turn makes you 
think of people who like things to 
be neat . . . the ladies. And that 
reminds me, there’s a good story 
about a firm in Oklahoma that 
modernized its store, attracted the 
ladies and now sell three major 
appliances a week. 

Robertson: Well when we get 
our store modernized I bet you'll 
see a big increase in feminine 
business. By the way, it may be 
pretty cold now but don’t you 
think we'd better be thinking 
about spring gardens? 

Williams: Yes, we should, and 
while we’re on the subject, read 
that article about that Vitamin B,. 
Makes plants grow and gets all 
kinds of unusual results for both 
the farm and garden. 

Robertson: Well, it’s a sure 
thing that neither of us will grow 
any more unless we start thinking 
about dinner. Let’s go, Frank. 
Bring the issue along with you. 
After we finish our talk tonight 
I’m going to grab it. It’s the only 
way I'll be able to get it. 

—G.M.S. 





CASH FARM INCOME IN UNITED STATES—1936-1939 


(As shown by U. S. Department of Agriculture figures) 











1936 1937 1938 1939 
Crops: (In Thousands of Dollars) 
Wheat $ 450,859 $ 604,640 $ 396,082 $ 396,677 




















Corn 264,918 224,316 269,395 326,039 
Other grains 159,542 185,493 144,171 154,809 
Cotton and cotton seed 904,879 883,776 646,921 608,805 
Tobacco ' 243,169 320,518 294,333 263,979 
Potatoes 252,636 208,127 149,493 178,409 
Truck crops 358,261 388,631 345,673 367,282 
Fruits and nuts 434,266 519,223 375,663 413,056 
Sugar crops 88,640 83,631 86,664 80,986 
Soybeans 28,745 30,753 32,313 49,651 
Hay and hayseed 114,329 127,861 97,941 102,073 
Other crops 274,868 300,818 287,575 296,230 

Total crops $3,575,112 $3,877,787 $3,126,224 $3,237,996 

Livestock and livestock products: 

Meat animals $2,232,843 $2,329,917 $2,179,606 $2,262,136 
Poultry and eggs 798,561 831,763 777,173 722,166 
Dairy products 1,459,182 1,531,510 1,398,246 1,354,760 
Wool 96,824 117,270 71,378 85,196 
Other livestock products 49,519 55,878 46,815 48,727 

Total livestock $4,636,929 $4,866,338 $4,473,218 $4,472,985 


Government payments 287,252 


366,899 482,221 807,065 





Tora Casu Farm INcomeE. $8,499,293 


$9,111,024 $8,081,663 $8,518,046 








(Courtesy International Harvester Co.) 
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P GO YOUR SALE 
with this Amazing 






DAYLIGHT-CLEAR TRANSPARENT 
DURABLE GLASS SUBSTITUTE 


NEW SALES.. 


AT A GOOD PROFIT ! 


Here’s the amazing new glassy material 
that’s fast becoming the leadingseller You 
make extra sales with R-V-LITE VITA- 
INE because it can be used 

in —— a 

ry substitutes cannot be used. Sz — 

R-V-LITE VITAPANE is ~~ 1 


madebyanexclusiveprocess. [h® = SN 
s om wax, 2 parafin. ES yi > sadt 
orless, greaseless. Does = |\~ 
nee Se — 4 


: not stick, discolor or become - ais SY 
brittle. Really transparent! Comes in BATT Te 
rolls 36-inches wide by 50-feet long. Your 
customers are guaranteed satisfaction! 


SUGGEST R-V-LITE VITAPANE | JOBBERS! 
AND WATCH SALES SOAR! [| Wee today, Gient sample 
Write for Money- Making Dealer [222!! factsby return mail. 
Proposition and Free Sample 


ee 
Poultry Houses Hot Beds 

















ARVEY CORPORATION 


£ rclec dawe Manufactu ne af R-V-LITE 


NORTH KIMBALL AVENUE CHICAGO, ILLINOIS 
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For the 
HOME 
the 
AUTO 
the 
WORKSHOP 
the 
OFFICE 


EVERYBODY NEEDS ONE! 


The handiest little tool, for both craftsmen and lay- 
men, ever put on the market. Useful everywhere for 


san = sn oi MT epee 

ch t Fn ais 

TE Crh ARE 

oA eng tm 1S @ p 
‘ —_—_—_—_—_: 


kes 





scores of small jobs. Uses a standard single-edge razor 
blade, which may be exposed or concealed in a split 
second. When the blade is needed, a light push with 
the thumb instantly unlocks and puts it into working 


position. 


A Razor Blade Scraper That Can 
Be Carried in the Pocket Safely 


Reverse the action and the blade is concealed, so 


that you can safely carry it in your pocket. No screws 
or nuts to loosen or tighten and no need to touch the 
blade. The blade may be changed in a second by 
sliding it endwise out of the holder. Always handy, 


safe and efficient. Sells at retail for only 15¢. 
Write for Dealer's Terms and 
give your Jobbers Name 


WARNER MFG. CO. 


Minneapolis, Minnesota 


ACCURACY 


WARNED 
































Follow the LEADER 
in “Want Ad” Advertising— 


In every trade there is always a leader. |n 
the Hardware Trade it is Hardware Age. 
Classified as well as National advertisers 
have found it out. 


Year after year HARDWARE AGE has led 
its field in the volume of classified as well 
as display advertising. Its classified col- 
umns bring together buyer and seller, em- 
ployer and employee. 

Those who contact the hardware trade 
know from experience that HARDWARE 
AGE is the logical medium to use to secure 
RESULTS from their classified advertising. 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St.. New York City 
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EVERY 


Ye SHOULD HAVE THIS TOOL 


EXTRA SMALL SOLDERING IRON 


——— | 


The smallest practical soldering iron ever designed 
for work in close quarters. No. 400 is only 9 inches 
overall, 8 oz. in weight, 60-watt element, 4” tip 
with baffle plates to keep handle cool. 


Put it in your display of home craft tools and watch 
your customers pick it up—and buy it—on sight. 


EXTRA HOT SOLDERING IRON 


<—a—H nn 


This No. 325—Special, 125-watt iron with %” tip, is 

ideal for fast soldering work. Fully nickel plated, it 
has baffle plates to keep the handle cool. 

Both irons come with ‘Magic 

ot Cup” soldering stand—a twist 

w ‘Ad 4 &: of the tip in the “Magic Cup” 

<qne ou P 0 and all oxide disappears. Ask 

eee w oY: your jobber for further infor- 


mation or write us direct. 





DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 
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EX-CELL-O 


has features you'd expect 
to find only at a 
much higher price. 

HERE IS THE 


POWER MOWER 
YOU WANT FO 


$79 50 50 


retail 


Pret Values! 


@ Fully enclosed drive @ High gear ratio 
chain @ Saw steel bed knife 
@ Neoprene clutch, @ Sectional roller 
no adjustment @ Oversize auto tread 
a 
a 





necessary tires 
@ Ball bearing jack Chrome hub caps 
shaft Adjustable speed; 


single control . . . 
and many other 
features. Write for 


@ % hp. Briggs & 
Stratton Engine 

@ Five 18” tempered 
blades 


free circular NOW. 








“JTHREE-IN-ONE BOX 
ALL FOR THE PRICE OF TWO 


CAPEWELL BLOCK PLANE — today’s 
greatest plane value. 

JUFFY SHARP — at last, a practical scissors 
sharpener. Works on both blades at once. 

CAPEWELL NAIL HAMMER — with pol- 
ished forged head and ‘Sta-Wedged" 
hickory handle. 

Order from your wholesaler today. If he does 

not —, 2 ane direct and give us the name 

THE «© vow Wite 


CAPEWELL 


MFG. CO., HARTFORD, CONN. 


Fine tools at a fair price | 


148 











| 
| 
| 
| 


National Hardware Open House 


(Continued from page 76) 


kee-Handyman” tools. Only one 
free No. 3400 merchandiser to a 
dealer. Dealer has simply to sign 
the free offer reply postal card 
which he receives packed with the 
No. 233H “Yankee-Handyman” 
merchandiser and mail it to the 
company during Open House. 

No. 3400 is entirely new. It is 
compact, ratchets and works in close 
quarters. Contains three blades of 
different sizes. ° 


Robeson Cutlery Co., Inc., 
Perry, N. Y. 


Is cooperating with a spring sale 
of three popular patterns of ‘Razor- 
Edge” cutlery—an §8-in. slicer to 
retail for 59 cents, regular price 
$1.00; a 6-in. slicer to retail for 49 
cents, regular price 85 cents, and a 
paring knife to retail for 29 cents, 
regular price 50 cents. 

A colorful, free, display, harmon- 
izing with the official Open House 
display material, is furnished with 
a minimum selection of 72 pieces. 


Glass Coffee Brewer 
Corp., 
Chicago, III. 


The Cory special for Open House 
includes six glass coffee brewers and 
the advertising material shown in 
the illustration. A representative 
stock of electric and range models 
is provided. Three have the ivory- 
tone Bakelite fittings and three the 
shining black Durez fittings. Each 
piece has decorative platinum strip- 
ing. 

Advertising material provided in- 





cludes: green and yellow flasher- 
equipped window display with 
separate card for dispensing folders; 
two yellow and black window 
streamers, one of which features 
Open House, and metal-surfaced 
filter rod display. 


Alliance Mfg. Co., 
Alliance, Ohio 


Offers the new “Doo-Klip” stand- 
ard grass shear display illustrated 
here. Measuring only 8% in. across 





New “Doo-Klip” display ready for 
Open House. 


its base, the display can be placed 
almost anywhere. It is designed to 
carry an actual pair of shears so 
that the prospect may examine the 
shears. Lithographed in_ yellow, 
green, and black, one display is 
packed free with each half-dozen 
shears. 








De ee, 


Coffee brewers and display material. 
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Our extensive line of ready to nail Horse, Mule, 
and Bronco shoes is growing in ocqutartty. They 
fit the average horse without alterati 

feetly balanced and shaped. No turning heels or 
welding Nall holes are elean, ecorrestly 
tapered, and spaced. Tough, strong, long wearing. 


— Write for information. — 





But... 
» SO MANY 
USES! 


More Uses that Mean More Profit for You 





There are no dead seasons for “Black Leaf 40.” Dur- 
ing every month of the year at least a part of its 
millions of regular users are buying “Black Leaf 40” 
They ask for the 


for one or more of its many uses. 
package with the familiar “Black 
Leaf” because they know it stands 
for maximum effectiveness in con- 
trolling many insects that attack 
flowers and vegetables, poultry, 
livestock and fruit trees. 


Display “Black Leaf 40” constantly. 
and you’ll cash in on the great. 
1940 national advertising cam- 
paign carried in more than 4,000 
magazines and newspapers. If you 
need fresh display material, call 
your jobber or write direct to us. 


TOBACCO BY-PRODUCTS & CHEMICAL CORP. 
INCORPORATED - LOUISVILLE, KENTUCKY 


APRIL 4, 1940 














COMPR ESSED 


LEAD HEAD 
pore SAS 






Standard 134” NS 
Lead Head Nails 






HOW THEY DRIVE—WHAT THEY DO 


Dickson lead head nails, barbed, lock screw, or 
lock ring shank, length |" to 3", drive directly 
through unpunched lapped steel roofing sheets 
without impairing their sane caps. They seal the 
nail holes with soft lead, make a galvanized roof 
watertight, protect it from rust at the nail holes, 
and add years to its normal life. 

Ask your jobber for prices. 


DICKSON WEATHERPROOF NAIL CO. 


America’s Largest Producer of Lead Head Nails 


EVANSTON, ILLINOIS 


VAUGHAN 


SUB-ZERO AXES 


Designed 


FOR CHOPPING 
AT TEMPERATURES 


TO ° 
5 0 BELOW 
ZERO 


Step up your axe sales—with 
this remarkable Vaughan 
Sub-Zero Axe! It virtually 
sells itself to farmers and 
woodsmen because of its 
ability to “take it’’ under 
severest conditions. It has 
a tougher yet thinner all- 
tool steel blade that stays 
sharper — electrically fused 
by Vaughan’s patented 
process to a tough steel head 
—double heat treated—dis- 
tinctive blue and silver 
striped finish— high grade 
white hickory handle—all at no additional 


cost. 

BIG 3-COLOR DISPLAY FREE for a 
limited time only with any axe order, single 
or double bit. A tested sales producer. Ask 
your jobber or write today for details. 


VAUGHAN & BUSHNELL MFG. CO. 
2114 Carroll Avenue 
CHICAGO, ILLINOIS 
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BELT LACING 


_STEELGRIP 


A stronger lacing for all types of 
belts Put on with a hammer— 
easily penetrates the toughest belt. 
Clinches smoothly into belt, «om- 
presses ends, prevents fraying, makes 
A permanent ‘humpless joint 
2-piece hinged rocker pins provided 
& sizes In boxes, handy packages 
artons and long lengths Recom 
mended for conveyor belts and heavy 
drives especially drives operating 
under outdoor conditions 


wit — 

Preferred  be- 

cause they are 

handled safely, 

and quickly 

Patented blue 

aligning card 

holds hooks, even shortest ends in 

perfect alignment every hook is 

used, no card waste Fit Wiregrip 
other standard  lacers 
Available in 6 sizes 


= 


A necessity at harvest time. Keep 
binders running repair tinder 
slats easily and quickly right on 
the field Get your share cf this 
profitable market 


Dg any 


Write today for Catalog and Circulars 


na. Ave., 
AGO, U.S.A. 


STEARNS 
LOW COST FAUCETS 


Be sure to stock Stearns Faucets. It is a 
profit-making line. Low in price but high 
in dependable quality. Leak-proof. Guar- 
anteed to hold all petroleum products 
and other non-corrosive liquids. Made of 
close-grained grey iron—cadmium-plated. 


“Self-Closing” 
_Faucet No. 60 








U. S. Std. Pipe 
Thre ad. 4%” Flow. 
Special impregnated, 


No. 60 permanent leather 
valve facing. Tapered 


thread sealing plug to permit cleaning valve. 


“Lock-Lever” 
Faucet No. 50 


%” U. S. od Pipe 
Thread. \” Flow. 
Plug ground to each 
barrel. Spring wash- 
er holds tight joint. 


OIL AND MOLASSES GATES 


A full range of sizes and styles—for im- 
mediate de- 





livery. Lock- 
fast and Perfec- 
tion patterns. 
Sizes %” to 6”. 
Pipe thread, 
wood thread, 





flanged and por- 
celain lined. 
Write for circular, price list 
and discounts. 


E. C. STEARNS & CO. 


Syracuse, N. Y. 1864 


Estab. 











Manufacturers’ Open House Offerings 





Vaughan & Bushnell 
Mfg. Co., 
Chicago, III. 


Offers 30 tools, two each of four 
different cold chisels, five pin 
punches, two prick punches, three 





30 tools are displayed here for 
Open House. 


long taper punches and one center 
These are alloy and cadmium 
With this Open House as- 
company furnishes 
free, a wooden display block for 
counter or show case use, which 
displays all 30 of the tools. 


punch. 
plated. 
sortment, the 


The Sta-Tite Snath Co., 
Shelbyville, Ind. 


No. 300 
“Back-Saver” 


“Sta-Tite” 
Trade 


Features its 
and No. 50-IBS 





MODERN ILI 





this Super ¢€ alena 


Wwindaew 


Mark snaths. Both are equipped 
with the “Back-Saver” heel plate to 
eliminate stooping. Snaths are made 





Snaths for Open House. 


of second growth, northern white 
ash. Free newspaper mats are pro- 
vided for wholesalers’ and retailers’ 
advertising and specially decorated 
tags with sales messages for the 
benefit of salespeople and customers 
are available. 


Galena Oil Corp. 
Cincinnati, Ohio 


The Super Galena window display 
for Open House utilizes 25 Super 
Galena airship balloons, two verti- 
cal signs, a spring banner, easel 
cards. Instructions for the display 
are furnished. SAE 20, 30, and 40 
Super Galena fortified motor oil is 


put up in one-quart, five-quart, two- 
gallon cans, and five-gallon pour 
pails. 


RICATTIOS 
< | | { AN | { nS 
| | lom\ | i. 


business 


Lisplay to get 





Galena provides display material for an Open House 


motor oil display window. 
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YO 
CO 
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BY OFFERING A 

tanteed 
LAWN MOWER 
SHARPENING 
SERVICE 





THE IDEAL LAWNMOWER SHARPENER is positively the last word in 
lawnmower sharpening equipment. Fast and accurate, it replaces 
the old hand sharpening method and does a far better job. Hundreds 
of dependable Hardware Dealers offer this service to their cus- 
tomers and make a handsome profit on the side) COMPLETE 
PLANS FREE! Our free plans show you how to establish a 
successful lawnmower sharpening business as 
a part of your present service to customers. 
Many stores average from $30 to $40 PER 
WEEK on the ideal Sharpener which requires 
only the spare time of one of the clerks to 
operate. Send for free catalog today. 


THE FATE ROOT HEATHCO. 


702 BELL ST. © PLYMOUTH OHIO 











Maern Beaty + ice Appeal 
SELLS SAVOIL 





Send for 


new 48-PO8" No. 500 


catalog 
One of 50 Savoil Ranges, 
Stoves and Heaters 


UNITED STOVE CO., Ypsilanti, Mich. 
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For HEALTH’s Sake -Aoller Skate 








Chouwe of Championa 








‘| Get This “OPEN HOUSE” Display 


A beautiful Red, White and Blue tie-in with 
National Hardware Open House. And 
“CHICAGO” VALUES truly portray the na- 
tional slogan GOOD MERCHANDISE — 
LOOKS BETTER—LASTS LONGER. 


Get Facts-——Check Your Stock 
CHICAGO ROLLER SKATE COMPANY 


| 
| 
| 
| 
| 
| 
| 
| World’s Greatest Roller Skates for over 38 years 


4456 W. Lake St. CHICAGO, ILL. 
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CLEVELAND CHAIN 
STANDS THE STRAIN 


Have complete confidence in every 
piece of Cleveland Chain you sell. De- 
pend upon it for full strength, uniform 
quality. Its careful production assures 
user satisfaction. Protect your profits 
by specifying CLEVELAND when 
you order Pound Chain, Log Chains, 
Steel Loading, Liberty Coil, Machine, 
Harness, Buckeye and all other types 
of Welded and Weldless chain. 


THE CLEVELAND CHAIN & MFG. CO. 
CLEVELAND, OHIO 
And Associate Companies 


THE BRIDGEPORT CHAIN & MFG. CO. 
SEATTLE CHAIN & MFG. CO. 
ROUND CALIF. CHAIN CORP., LTD. 


Order From Your Wholesaler 


CLEVELAND 





@ CHAIN 


FIRST QUALITY SINCE 1869 





A Sure-Pay Display 
for “Open House” 














FOLLOW THE ELEPHANTS to profit 
during National Hardware Open House. 
Display Iron Glue—in the new, brilliant 
red, — and black cans. These new 


“elep ant” cans are real “National Hard- 
ware” items—¢ advertised regularly to your 
customers in Life, Saturday Evening Post 
and other National Magazines. They have 
what it my to turn display into sales. 
Sizes from 4-pint to 1-gallon, priced right. 
Ask your fo ber, or write, giving your 
jobber’s name, for full details. 


THE McCORMICK SALES CO. 
420 Light St., Baltimore, Md. 
in Canada address: 
McCormick & Co. (Canada) Ltd. 
Toronto, On 





















Manufacturers 
and Open House 





Binks Mtg. Co., 
Chicago, III. 


Is tying-in with Open House by 
offering an attractive three-color 
counter or window display for its 
low-cost “Roche” portable spray 
painting outfits. One display is 
supplied without charge for every 





Spray painting outfit for 
Open House. 


order of two “Roche” single dia- 
phragm outfits. The “Roche J” gun 
and pressure cup of one of these 
outfits are supplied with a special 
highly polished and _tarnish-proof 
finish for display purposes. The 
outfits retail for $26.95 complete. or 
$19.95 without the mofor. Catalogs 
and consumer folders are also avail- 
able for dealer imprints and distri- 
bution. 


New Haven Clock Co., 
New Haven, Conn. 


To promote National Hardware 
Open House, offers an assortment of 
12 “Tick Tock” alarm clocks for the 
price of 11. An attractive display 
in bright colors and designed to 
hold four clocks in one attractive 
counter unit is included without 
charge. Dealer’s investment is 
$10.12, total retail value is $18.00. 

The “Tick Tock” alarm clock 
has a smart, modernistic metal case 
in choice of black or ivory. Six of 
each color make up the assortment. 
Has a two-tone, gold-color dial, 
polished brass bezel, convex glass 








There’s a Mine 
of Information 


vitafly-important 
facts, live merchan- 
dising ideas and 
sales-producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 























Whats 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


239 West 39th St., New York City 
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5 KINDLER WICKS 


THE RAYBESTOS DIVISION 


OF RAYBESTOS-MANHATTAN, INC. BRIDGEPORT, CONN. 
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THE TOOL EVERY 
HOMECRAFTER 


WILL WANT. 


























Sales of Forstner Auger Bits to home workshop 
enthusiasts will net you worth-while profits! 
Long a favorite with professional woodworkers, 
the Forstner Bit is becoming er pop- 
ular with home craftsmen who 

handy, all-purpose boring tool the , Ann to 
dozens of jobs commonly done with chisel, 
gouge, scroll saw or lathe tool. Guided by a 
circular rim instead of a center, this bit oper- 
ates in any direction leaving a clean, polished 
surface, 


Forstner Auger Bits 
are available for 
machine boring in 
sizes from 4” to 
3” diameter and 
for hand boring in 
sizes from 4" to 
114” Spec A 


chased yh. or 
in sets of 9, 11 and 
17 bits each. Write 
for catalog. 





ROCGRESSIVE MFG CO 


iN G Pee es > COANE CTICUET 


1940 


Every Day SWITCH TO 








5 Ib. 
Spool 


































and Rosin Core Solder is manu- 
A.S.T.M. Class A specifications. Yo |b. 
perience in making core solder. 
. because we believe no 10 Ib., 25 Ib., and 
price. 
DISPLAY CARTON 
This attractive 
easier than ever 
FLUX Household Cans 


More Men SURE-FLUX 
More Men : 
factured of 40% Virgin tin and 
. because behind SURE- ~P°?! 
. because SURE-FLUX 
finer core solder is made, re- i &. 50 Ib. Spools. 
HELPS SELL 
counter display 
to sell solder. Or- 
and get this carton free. 


. because SURE-FLUX Acid 8 
60% Virgin lead, according to 
FLUX stands 15 years of ex- 
comes in 7 convenient sizes. i elie 
gardless of ~— 
ATTRACTIVE 
DEALERS — 
carton makes it 
der a dozen SURE- 
sone NewYork Solder Co. Inc. 








i 15 Crosby Street 
New York, N Y. 





ATTENTION! 


GENUINE ABSORBENT 
SHEEPSKIN 
and DEERSKIN 


WASHABLE LEATHER 
for 


ALL PURPOSES 
Can be used in 
warm or cold water. 


Will dry soft. 


Replaces oil tanned chamois 
at a much lower cost. 


SAMPLES UPON REQUEST 





PIGRO LEATHER COMPANY 
GLOVERSVILLE NEW YORK 
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DEALERS ACCLAIM 
FOUNTAIN PEN-RATCHET 
SCREW DRIVER! 


Re-orders prove the popular- 
ity of this Fountain Pen- 
Ratchet Screw Driver. Has 
2” hardened and tempered 
steel blade, red hardwood 
handle, and _nickel-plated 
brass ferrule. Packed one 
doz. in box. Send for illus- 
trated folder showing com- 
plete Screw Driver line. 


UTILITY'S Adivsteble 
profit HACKSAW 


Cadmium plated. Adjustable 8- 
10-12” blades. Packed | doz. to 
box complete with blades. Send 
for folder 





















Ask about our complete line 
of Popular Priced Household 
Tools; Hack & Coping Saws, 
Hand Drills, 2 in | Hammer 
Tool & Serew Drive Combina- 
tion, Pocket Screw Driver Sets 





and Carded Screw Drivers. 


UTILITY 
HARDWARE CORP. 
315-323 Berry St., Brooklyn, N. Y. 



















WEED KILLER 
SUPER COPPER 
LIQUID SLUG SHOT 
NAPTOSIDE 


— 9) 
~<a) FORMACIDE 














GRAPE and ROSE DUST 








and COUNTER— 
MONEY MUSIC at the Cash Register 


The program for the Hammond Money 
Music Concert is something like this: 


FORMACIDE for Seed Beds 
NO-CROW for Corn, Peas, etc. 
TRIAD for Roses, Perennials, etc. 
SLUG SHOT—2 Forms, Dust and Liquid 
ANT GAS for Ant and Mole Control 
DOG SKAT Repels Dogs and Cats 
These well-known, well-advertised prod- 
ucts will certainly make Money Music 


at your cash register during the coming 
months, if you give them a chance. 
Now is the time to act. Write us at 
once for special Dealers’ Combination 
Offer, and our regular proposition. 








46 Ferry St. 
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HAMMOND PAINT & CHEMICAL CO. 


Beacon, N. Y. 











Special Ofterings for Open House 





crystal. Alarm is a pleasing full- 
toned bell. Sturdy, dependable, 30- 
hour movement, compensated for 
temperature changes. Height, 544 
in.; width, 5 in., and depth, 2 in. 


Behr-Manning Corp., 
Troy, New York 


Suggests for Open House its more 
recent merchandise assortments. 
Scythestone assortment No. 497-A, 
which has a special spring appeal 
to the farmer and home-gardener. 


CRYSTULUM 
KIMFE SHARPENER 














O GRINDING 6) 
| VITRIFIED BORD WHEELS daapvecves 





Behr-Manning merchandise 
assortments. 


Grinding wheel assortment No. 708 
for the home craftsman, garage 
mechanic, owners of small work- 
shops, etc. Crystolon knife sharpe- 
ner assortment No. 273 especially 
attractive to the housewife and to 
the man of the house. Also sug- 
gested are its flint and emery handy 
packages in bright displays. 


American Thermos 
Bottle Co., 
Norwich, Conn. 


Two extra-profit packages, point- 
of-sale material and a national ad- 
vertising tieup have been announced 
in cooperation with Open House. 
Known as Bonus Bottle Package No. 
4034, one of the packages includes 
six quart “Thermos” brand vacuum 
bottles, four with nested “Ather- 
lite” cups and two with aluminum 








Open House price tickets. 


cups, which are purchased at net 
prices. An additional aluminum cup 
quart bottle is given free. A wire 
bracket that displays the nested cups 
and colorful slip-over display are 
also included in the package. While 
this offer continues until July 31, the 
“available” date was set at April 1 
to permit dealers to order their re- 
quirements in advance of Open 
House. 

Another offer is a “Plus-Value” 
package No. 4033. With the pur- 
chase of 11 “Atherlite-cup” pint 
bottles, an aluminum-cup pint bottle 
is given free, as well as a display 
piece. Expiration date of this offer 
is April 30. 

Supporting these two packages the 
company is offering special Open 
House price tickets tying-in with the 
official Open House kit. In the form 
of miniature pennants these tickets 
may be attached to “Thermos” brand 
vacuum bottles or lunch kits, or 
tacked on a shelf below the items. 
Price tickets are packed in en- 
velopes. 

In addition, the May 4 issue of 
The Saturday Evening Post carries 
the official Open House emblem, 
directing attention to the event. 
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Steady turnover—that’s the big idea about Hoppe’s 
No. 9 Solvent. It’s just like “Old Man River” in 
the famous song; “it just keeps rolling along”— 
piling up sales—with no let up. And the same 
thing applies to other Hoppe Gun Cleaning Prod- 


ucts. 





lt Just 


Keeps On 
Moving 
Along. 


Shooters want them because they need— 
and respect—them. And 
good dealers “handle” 
them because they are 
sure of turnover. Write geome ame 

for details and get ="¢] 
acquainted. HOPPE § | 


FRANK A. HOPPE, Inc. 
2314A North 8th St. 
Philadelphia, Pa. 
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AS ADVERTISED! 


MARLIN MODEL 39A 


RETAILING AT 





N°” the ‘‘world’s finest all around 
.22”’ gets big color ads., plus black 
and white full of punch, in the sales- 
making magazines of the outdoor 
field! Only lever action .22 rifle made, 
Marlin’s 39-A has been widely sold on 
its reputation alone. Now that it is 
backed by powerful advertising, no 
alert dealer will fail to feature this 
famous gun. Send for full particulars, 
or order TODAY. 






| | 


BOMMER 


| 
| 


SPRING HINCES 








ARE THE BEST 


Replenish Your Stock with 
BOMMER 


They are in universal demand—are quickest 
to sell—easiest to apply and the most satisfac- 
tory spring hinge made. 


Follow the line 
of least resist- 


ance. Sell 


BOMMER 


products. 
Type 29 Type O 
Supplied with Button Tips when specified 


Bommer Spring Hinge Co., Brooklyn, N.Y. 











Chicago Sales Office: No. 180 N. Wacker Drive 











FIREARMS CO. 


NEW HAVEN, CONN. 
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HERES THE BICCEST 
STORE EQUIPMENT 
Ve 444 dd 117 


Br 8 


mn 





ATTRACT TRADE 
INCREASE SALES 


Proven results — more 
store activity comes to the 
dealer who modernizes his 
store with Heller Equip- 
ment. 

Dealers are breaking profit records by Heller modernization. It 
is the magnet that draws the crowds. Heller Equipment is not 
expensive. They soon pay for themselves through increased sales. 
You can buy them on deferred payment plan. Ask for Heller’s 
quotation. You'll be amazed at the low prices. Ask for catalog 
No. 40-A. , 


W. C. HELLER & COMPANY 


440 Bryant St. 20 Vesey St. 
Montpelier, Ohio New York City 
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“BOY DID THEM TRAPS SNAP FAST...- ||" 











Reprinted by permission from the Farm Journal 


Must be speaking of 


VICTOR 


MOUSE and 
RAT TRAPS 


Thanks, Farm Journal Editors, for giv- 
ing us this opportunity to again point 
out that the rats and mice make the 
market for Victor Traps. Smart retail- 
ers make the sales by simply putting 
Victors out in front where customers 
will see and buy. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 








Featured for Open House 








The Autoyre Co., 
Oakville, Conn. 


Introduces for Open House its 
twin “Clip-On” rack (2693), which is 
a double-bar rack and which clips 
on to apron-type sinks and basins 
and also on to glass shelves. It 
is finished in high-lustre chrome 
over heavy nickel and is _rust-re- 
ristant. Retails for approximately 
25 cents and comes carded, as 
illustrated. 


Detecto Scales, Inc., 
Brooklyn, N.Y. 
Suggests its new No. 1018 bath- 


room scale as an Open House 
merchandise feature. Attractively 





Detecto’s scale 


and display. 


New twin “Clip-On” rack. 





designed and streamlined, this model 
has giant-sized letters on the dial; 
weighs up to 250 Ibs. and is avail- 
able in white, ivory, green, blue, 
black, orchid and peach. This scale 
is registered under the Fair Trade 
Law $2.98 in the East and $3.45 in 
the West. New metal display stands 
and comic counter and window cards 
are available without charge. 


Seymour Smith & 
Son, Inc., 
Oakville, Conn. 
Has created an additional Open 
House special, its No 77 complete 


grass shear sales package. This 
assortment consists of one No. 1575 


“Stand-Up Ezy-Cut” grass shear. 
two No. 137 grass shears and four 
No. 57 grass shears plus an effec- 
tive selection of displays, streamers, 





Seymour Smith offers additional 
Open House merchandise and dis- 
plays. 
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—Steiner's Electric Lawn Mower— 


Latest streamlined design. Bright red color. Attrac- 
tive and easy to sell. Precision built, all steel with 
high grade bearings and material. Cuts full 18 
inches with genuine Emerson Capacitor % H.P. 
motor and will not blow fuses or interfere 


count to deal- 7 
ers. _ 





~~ Big Discount 
to Dealers Delivered 


>= Profitable Steiner Products 








List with radio. The latest method of cutting a 
gtass. Drives wheels and reel, just guide it. - 
Price Cuts average lawn for about 5¢ worth of Ss 
current. Also Gasoline Combination Rotary SS 
50 Weed Cutter and sickles. Write for por 
$69 circulars. List price $69.50 deliv- —= 
ered. Big dis- “ee 





Miter Box 
Made of hardwood with rust proof 
irons. _ Retails $1.50 each. Costs 
dealer $9.€0 dozen. 








width 22”. Weight 1% 

Ibs. Retails $1.00. Dealer cost 
$6.00 per doz Weed Puller 
Manufactured and guaranteed by Pulls dandelions 


STEINER PRODUCTS CORP. 


2554 N. Grand Ave., 


Fine for seeding. Teeth rust proofed 
and tempered, color red, 


Leaf and Grass Rake 







be Pay A gg ae 8 Eight steel prongs, sure 


er cost $6.00 catch. Retails $2.00. Deal- 
St. Louis, Mo. dozen. 


er cost $12.00 dozen. 








APRIL SHOWERS 
. | bring MAY 
+4 ee ring 
\ ‘ 
o\ \@\*o\ \o FLOWERS 
\ & 
UU, mn) NCE _they’ve 
, used the 
CHORE GIRL 
they'll never use 
any other abras- 
ive cleaner. That 
means that the 
CHORE GIRL 
returns profit on 
repeat sales. So 
put her out front 
where she can be 
seen. When your 
customers see the 
« CHORE GIRL 
awe ~ Fes > 2" on your counter 
oul, oe ba, they'll remember 
a iw the compelling 
CHORE GIRL advertisements they’ve been 
reading in leading national magazines—they'll 
remember what a wonderful little cleaner The 
CHORE GIRL is. A CHORE GIRL displayed 
is a CHORE GIRL sold. 









The CHORE GIRL is sold only through legit- 
imate wholesale and retail channels. Order 
amnone now from your jobber. 


METAL TEXTILE CORPORATION 
Orange, N. J. 

















Get Quick Action on these 


FLAMEMASTER 


(Reg. U. 8. Pat. Off.) 


Open House 
ASBESTOS WICK DEALS 


GF into this Flamemaster picture for EXTRA 

PROFITS! Four Special “Open House’’ 
Deals—extra FREE MERCHANDISE IN EACH. 
An opportunity to introduce this popular, fast- 
moving line to your trade—and at the same time 
boost your profits to top figures. 

2 BIG DISPENSER DEALS 

ON FAMOUS "ROCK WEAVE” WICK 
No. 1 DEAL—400 ft. Fiamemaster Wick in 4 
rolls of 100 ft. each. Widths %”, 1”, 1%”, 1%”. 
Merchandiser FREE (original sale only) F. 0. B. 
Jobber’s warehouse. Dealer’s net..........- $8.75 
No. 2 DEAL—Same as No. | but contains two 
100-ft. 7%” rolls and two 100-ft. 1%” rolls. 

Your average profit on these deals is 300% 

Dispenser alone worth price of entire Deal 

Fi iter is also lied in Boxed Sets 


2 FREE 50-FT. ROLLS OF 
DE LUXE 2-PLY RANGE WICK 

“The Wick That Can’t Clog” 
No. D-1 DEAL —with every purchase of 200 ft. 
(any size) one 50-ft. Roll 7%” size ABSOLUTELY 
FREE. Retail value.............e.seereeee $3.25 
No. D-2 DEAL —with every purchase of 400 ft. 
(any size) two 50-ft. Rolls 7%” size ABSOLUTELY 
FREE. Motall value .....ccccccccscccccess $6.50 
Also FREE, either Deal—Wall Wick Cutting Chart. 


EXTRA SPECIAL! 


Flamemaster NEV-A-TRIM Insulafor for cotton 
wicks. Ends wick-trimming nuisance. Stimu- 
lates cotton wick sales. 3 packages, retail value 
45¢, FREE with Dispenser Deals. 


Write us if your jobber can’t supply you 


TRIPLEWEAR, PATERSON, N. J. 





























This Display 
Sells Wire 


20 Ibs. 








FOR HARDWARE OPEN HOUSE j CHICAGO 
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TATE 


This attractive metal display stand is finished in green with ivory letters. 
Displays the fastest selling sizes in soft copper and galvanized iron wire. Con- 
tents 72 coils—6 coils of No. 14, 16, 18, 20, 22 and 24 of both kinds of wire. 
Shows sizes, lengths of each coil and retail price. 
retail profitably at 10¢ each. Packed in corrugated shipping carton, gross wet. 


10 ct. Coil 
Wire Display 





Coils about 3” diam. All 


Send for Circulars of the TATE line of Picture Hangers, Coil Wire, Cup Hvoks, Master Keys, 
Drapery Hooks, Mirror Clips and all sizes and prices of Mop Heads. 


E. H. TATE CO., Boston, Mass., U. S. A. 


Sales Offices also in: 


NEW YORK LOS ANGELES 





Hardware Specials for Open House 





nounced in Harpware Ace. This 
kit contains a large, 25-in. by 34-in. 
poster, finished in seven colors and 
designed to be used as a window 
background. Also included are 
full-color feature cards, carrying 
pertinent sales points, concerning 
items offered for Open House. These 
cards are for use in and around 
counters and window. In addition /. 
there are price cards and pennants. Z 


folders, postcards, and other adver- 
tising material for the dealer. 
The No. 1575 is constructed with 
a long duralumin shaft so that it 
may be operated efficiently from a 
standing position. It has comfort- 
\ able, non-pinching handles at the 
top of the shaft control and self- 
| tensioning cutlery steel blades at 
| the bottom. Shear rolls along on 
wheels. 





oP r ss " ° . ‘ 

The No. 137 is the already estab- The kits are packed with several of 

lished “Clean Clipper and the No. Nesco Open House deals or may be 

\ 57 grass shear is a new, medium- ordered separately. nN 
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a. 


priced tool. 


Catalog | National Enameling and 


| Stamping Co., 
| Milwaukee, Wis. 


The Columbian Vise Q ) 
& Mfg. Co., 
Cleveland, Ohio | 


Cooperates with the “Group of 3” 
homeshop vise display. Three vises, 
one each of Nos. C43, C4314, and 
C44 are packed with the free dis- 
play stand in a strong container. 
Catalog pages on this special avail- 
able to wholesalers upon request. 


A Better 


. . is the aim of every pro- 
gressive Hardware Jobber . . 
And that is exactly the kind of 
book you may look forward to 
when you turn the job over to 
“NORAMPRESS." Building better 
Hardware Catalogs has been our 
specialty for over thirty-five years, 





| Has assembled an Open House 
| kit containing point-of-sale promo- 
| tional material for use with its 
| merchandise specials, previously an- 


Specimen books and full 
facts upon request. 


NORTH AMERICAN | 


728 N. Seventh St. 
Milwaukee, Wis. Press 
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THE SOLUTION 


OF AN AGE-OLD PROBLEM 
THE, } Ker 
l/ 
De cu 
For Screen and Storm Doors 
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What the Wholesalers Are Doing 


(Continued from page 74) 


American Hardware 
Supply Co., 


that will be featured. Contained in 
| the catalog are a great many other 
| specially priced items that are good 











PULL — o eren from iniae— PUSH 


The action is natural, and the latch easy to 
install. SELLS ON SIGHT. Most revolu 
tionary change and greatest improvement in 
screen and storm door latches ever developed. 
Constructed for long life. Write for literature. 


If Your Jobber Cannot Supply You, Write to 


WRIGHT PRODUCTS MFG. CO. 


2101 Kennedy St., N.E., Minneapolis, Minn. 
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for the life of the catalog. 


“It is very evident to us the 


| Open House is causing dealers to 


perk up and take notice, because 
manufacturers, wholesalers, and as- 
sociations have really provided the 
ammunition and emphasized results 
to such an extent that most every 


| dealer is anxious to participate this 
| year. 


We, ourselves, are partici- 
pating stronger than ever before.” 


Pittsburgh, Pa. 


“We believe that as a distributor 
we should do everything in our 
power to help create consumer de- 
mand for our dealers and we are 
planning to cooperate to the fullest 
extent in promoting National Hard- 
ware Open House,” advises H. Leslie 
Gould, director of sales, American 
Hardware Supply Co., Pittsburgh, 
Pa. 

The company has prepared a four- 
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Retails for 


y 


Complete with #. 


high-grade 


back saw. 








“SERVICE” — POPULAR 25¢ SHEARS 
No. 2846 Assortment 


Three pairs each 7” and 8” 
Shears with Nickel Plated 
Handles and Blades; three 
pairs each 7” and 8” As- 
sorted Colored Enamel 
J Handles. Oval Pattern. 
Of) Attractive Modern Design 


OH) \DiQ) N TW \ Display. 
| \ The Acme Shear Co. 


eee ie es 1940 HICKS ST. 
'Go'Gol Go! Go 














BRIDGEPORT, CONN. 
Order from Your Jobber 











Popular MITRE KIT 


appeals to home craftsmen! 
These precision units won't stand long on your display 
counters. Because most home craftsmen need them, 
Mitre Kits have an appeal hard to resist. Each unit 
is well made; accurately cuts various angles and will 
- ? - handle wood size up to 2x4. Write for our wholesale 

prices. Baker-MeMillon Co. 346 Miller Ave., Akron, O. 










sells 
on 


sight 


THE STYLE 
SENSATION of 1940 





—the culmination of over 63 years 
experience in the building of fine 
bicycles. 

Write today for details of Ameri- 
ca’s most popular, fastest selling 
line of bicycles. 

THE WESTFIELD 
MANUFACTURING COMPANY 
Westfield, Mass., U. S. A. 











Get Aboard The EDLUND 
OPEN HOUSE SPECIAL 


Here's The Story: You Buy 





6 Jr. No. 5 Can Openers. . .@ 50c. 
6 No. 3 Egg Beaters........ @ 50c. 
Regular Price to Dealers............ $4.00 
Special Open House Price.......... 3.75 
Your Retail Selling Price..... 6.00 
Jobber YOUR PROFIT ..... 2.25 


DEMONSTRATOR-DISPLAYS FREE 
with every unit 


Edlund Company—Burlington, Vt. 








PLEASE .... 


your change of address 
to the CIRCULATION DEPARTMENT 
at least 3 WEEKS before 


you move 
* 


HARDWARE AGE 
239 West 39th Street New York, N. Y. 














Dealer Display 
Cabinet 


Minimum investment 
for a complete range 


$izes in 


RR of 
7 merchandising unit 


proven 


Sell from your display 
Complete stock of high quality taps and dies, taper pin reamers 
f :] ft t 
screw extractors, tap wrenches and die stocks in attractive hinged 
glass cover display 


Quantities of a size graduated according to saleability 


HENRY L. HANSON, Inc. - Worcester, Mass. 








} 
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Sell SYNCRO SAWS this Spring! 


Syncro Saws are real sellérs—they proved that last year— 
so we invite you to see them this Spring. A complete self- 
contained jig saw, delivering 7200 power strokes per minute. 
sturdy, attractive, educational—they appeal to 
3 Models—De Luxe retails at $12.50; Power Saw 
Non-competitive because 


CY 


aT 


INC. 
Detroit, Mich. 


Powerful, 
man or boy. 
at $10.95 and Syncro Junior $5.95. 
there’s nothing like them. 

Syncro Devices will co-operate to the 


fullest extent to make your franchise 
profitable. Send for a quantity of our 
four-color window and counter display 


and our new give-away circular fully de- 
scriptive of Syncro Saws. 


SYNCRO DEVICES, 
743 Beaubien St. 
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aS re me: Be e| SAND’S 
LEVELS 


TELL THE TRUTH 





Write for Catalog 


SAND'S LEVEL & TOOL CO. 
8631 Gratiot, Detroit, Mich. 





CARPENTERS WOOD AND pen 
SETTERS’ WOOD AND AL 


World's Standard 
For 48 Years 
“Factory Built-In Accuracy" 











APRIL 4, 1940 
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TURN OLD PAINT STOCK 
INTO LIQUID ASSETS 
with 
TAMMS PAINT MIXER 
| and AGITATOR 


moTOR 


AC, % HP, 110 Volt 
MOTOR $7.95 


@ No need to let old stocks deteriorate on the 
shelves . give them a thorough mixing and 
make them good as new with a TAMMS Paint 
Mixer and Agitator Boost your paint sales 
mix every can of paint before it goes out 
assure yourself that every customer is a satisfied 
one! 
@ LOW COST .. yet TAMMS Paint Mixer 
is made of highest quality materials that makes 
possible unlimited trouble-free service. Machine 
mixes paint in cans ranging from pints to gallons 
Quick adjustment to can size! 
@ GUARANTEED for ONE YEAR against defects 
in material or workmanship. 


ORDER YOUR TAMMS PAINT MIXER NOW! 


TAMMS SILICA CO. 


228 N. LASALLE ST CHICAGO, ILL. 








The Finest 
Door Mats 
Ever Seen 


in a choice of designs and color schemes! 


The new Tri-Colored Durable Mats bring new life 
and beauty to entrances and lobbies! Now offered 
at POPULAR PRICES . . get in on this big 
seller. Inquire today for prices and full details 


Sold only through jobbera and dealers 

777 Brook St., 

DURABLE MAT CO. y hang * 
America’s finest Mat Craftsman since 1923 








CLASSIFIED 
OPPORTUNITIES 







Pages 164-165 















Hardware Wholesalers and Open House 





| 


| page circular for their dealers to 
| distribute to their customers. This 
| circular includes many Open House 
| specials. Along with the circular, 
| which will be printed in three colors, 
the company is making available 
window streamers, price cards, and 
other displays for Open House. 


Townley Metal and 
Hdwe. Co., 
Kansas City, Mo. 


“Is urging all dealers, not only 
in our territory but throughout the 
country to be good hosts during Na- 
tional Hardware Open House,” we 
learn from Webster W. Townley. 
“The name of this week means that 
every hardware dealer throughout 
the United States should have the 
flags out in front; the sidewalk 
washed; the windows spic and span; 
new Open House’ merchandise; 
special prices; window trim in the 
windows; the front door open; the 
store freshly clean and painted; 
store banners flying; lights all 
lighted; new merchandise in stock; 
cordial clerks on their toes, and a 


| genial hardware retailer at the front 
| door to welcome his guests. 


“The way to have customers in 
your store is to invite them there. 
National Hardware Open House 
should be the week in which dealers 
throughout the United States invite 
customers, their friends, and poten- 
tial customers. 

“We are helping dealers in this 


| activity by offering them the kit; by 


furnishing a long list of specials 
for May which will make it possible 
in Townley trade territory to have 
special prices to offer during the 
month of May, and by making 
available to dealers, circulars im- 
printed with their names for distri- 
bution to their customers, announc- 
ing the Open House event.” 


Stratton-Warren 
Hdwe. Co., 
Memphis, Tenn. 


“It may be of interest to you to 
know that we have entered into this 
undertaking in a very whole-hearted 
way, writes J. F. H. Barbee. “We 


| have prepared a special flyer, which 


| is going to the trade, and, of course, 
| this is being placed in the hands of 


our salesmen. We have purchased 
manufacturers’ specials and have 
good stocks on hand. In our regular 
weekly letter to our salesmen, Open 


House has been played up promi- 
nently on the first page now for 
some two months.” 


Masback Hardware Co., 
New York City 


From R. H. Langsam, sales pro- 
motion manager — “The results 
achieved during the 1939 National 
Hardware Week campaign were 
very gratifying, and we are cooper- 
ating with manufacturers in the 
development of merchandising prop- 
ositions and assistance for our 
dealers which we are confident will 
make the 1940 National Hardware 
Open House event an even more out- 
standing success. 

“Our plans include the following: 
working very closely with manu- 
facturers who are cooperating in 
the 1940 campaign and tying-in with 
the many attractive merchandising 
propositions which are being de- 
veloped. In addition to special 
merchandise offerings by manu- 
facturers, we are developing many 
of our own merchandising propo- 
sitions and this information is being 
passed along to our dealers just as 
quickly as possible, so that they 
may be adequately prepared long 
before April 25th rolls around. Our 
men have booked orders from 
dealers for the special display kits 
which are so essential to the success 
of the campaign, because they 
create the necessary point-of-sale 
tie-in with the national promotion. 
We are also distributing special 
window and counter display ma- 
terial which has been developed for 
the campaign, as well as electros 
and newspaper mats for use in the 
preparation of special circulars or 
newspaper advertisements.” 





Razor Blade Scraper 





No. 27 has compartment in base of 
handle, large enough to hold 20 blades. 
Handle is wider, more comfortable and 
blade has a new, easy-shifting slot. 
Made of nickel-plated steel throughout. 
Position of blade can be changed. Sam- 
ple free to dealers supplying name of 
wholesaler. Seed Filter & Mfg. Co., 
Inc., 343 Broadway, New York City. 
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ASK YOUR SUPPLIER ABOUT 


[| | () y R F BATHROOM & KITCHEN FIXTURES 


DESIGNED FOR TOP SALABILITY 


OAKVILLE, CONNECTICUT 


WRITE FOR CATALOG INSERTS 














SLOYD ano MANUAL 
“sus «= TRAINING KNIVES 


Shoe Knives 

oer —— 
iving Knives . — ia 

Rubber Knives <<< JP erp mete nae : 

Clam Knives = a 

Mackerel Knives No 

Cigar Knives 

Pruning Knives 

Oileloth Knives 

Buteher Knives 





* 





For 90 years this quality line of knives has been 
meeting the standard of excellence demanded by 


Plaster Knives schools and colleges. STAY-SHARP knives are made 
Kitehen Knives of finest quality steel, uniformly hardened and tem 
Stencil Knives pered. The students using Murphy knives become fu 
Roofing Knives ture customers . . . for Murphy knives satisfy. 
Shirt Cutters’ 

Blades and Write for complete Catalog and Price List 





Handles ROBERT MURPHY'S SONS CO.., Ayer, Mass. 

















Gardiner Acid-Core Solders make 
good because they are made good. 

Their reputation for highest qual- 
ity, uniformity and economy is _ nation- 
wide . . . is a big factor in stepping up 
sales and profits. Win the cream of the big home market by stocking the popular 
Gardiner Repair-All Household Package. Cash in on the preference of farmers, 
mechanics, garages and other |, 5 and 20-pound spool buyers for solders bearing the 
Gadiner trade mark. Ask your jobber for prices and details. 


7% 





4821 S. Campbell Ave., Chicago, III. 








Wanta Good Position? 


The quickest and surest way of securing a 
good position is through the Classified Oppor- 
tunities Department of Hardware Age. 


Hardware Age will put you in touch with 
Hardware concerns who want help and look 
for it in the Trade-paper that reaches the 
greatest number of readers. 


Send your copy with remittance to 


HARDWARE AGE 


Classified Oportunities Dept. 
239 West 39th St.. New York City 











R. MURPHY’S STAY-SHARP 



















LAST CALL 


FOR THE FLETCHER 


“OPEN HOUSE’ SPECIAL 


Specify ‘‘for Open House” and get 
your order in now. Four double-edge 
blades with every FLETCHER 
“Quick Grip’’ Wood Scraper at no 
extra cost. This means increased 
scraper sales, so get your order in 
at once while this offer lasts. Special 
display furnished. 


IT’S TIME TO ORDER “GOLD TIP” GLASS CUTTERS. 


THE FLETCHER, TERRY CO. 
FORESTVILLE, CONN. 




























MR. KEES SAYS: 
“FEATURE THE 


ATTRACTIVE COUNTER 
DISPLAY OF .... 








KEES Screen Door Guards” 


They'll sell themselves, because they fit 
any door and give positive protection 
to the wire cloth. Write for sample dis- 
play and Free Catalog. 









Distributed Thru 
4 i Hardware Trade 


F.D.KEES MFG. CO. 


Box K-40 Beatrice, Nebraska 





The Customer Who Wants 
A Blow Torch 


—buys when he sees you carry C. & L. 
WHY? ... (1) More than 50 years of 
leadership. (2) Mechanical advantages 
that give highly efficient performance— 
and yet (3) priced to meet competition. 
... All good jobbers carry C. & L. Torches. 


CLAYTON & LAMBERT 
is ot Coe @1 © Pum YS 07-11 























Imperial provides effective calf and 
cow weaners in any size, in any style 
and at prices that please customers. 
You'll find it most economical to buy 
all of your weaners from a single, 


Halter 


Imperial Bit and Snap Company . . . Racine, Wisconsin 


responsible source with the leading 
maker’s name behind them. Hundreds 
of leading dealers everywhere, do 
Specify Imperial weaners on orders 
to your jobber. They cost no more. 








APRIL 1940 
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All-In-One CEMENT 


Holds everlastingly. Ce- 
ments wood, glass, china, 
metal, cloth, linoleum, tile, 
paper, leather and bric-a- 
brac. Non - inflammable, 
transparent, no odor, not 
sticky to handle. In % and 
1 oz. bottles, % pt., 1 pt., 
1 qt. and 1 gal. cans. Re- 
tails from 10¢ to $3.50 ea. 
in order given. In Display 
Carton that makes sales. 


All-In-One Cement Co. 


4663 Page Bivd., St. Louis, Mo. 























sf » BRUSH-NU COMPANY ,. 
y BALTIMORE MARYLAND ee) 











KEY BLANKS 


OF EVERY DESCRIPTION 


3 


Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U. 5. A 








STEEL MORTAR BODS 

- = No dripping onto 
at RON CLAD" _ - the user's back. 
“/ “NEVER a), 

Made entirely of 
w stee) with wooden 
shoulder saddle 
and handle. 
Edges are heav- 
}ly reinforced. 
The fork is 
pressed from 
heavy gauge 
steel. 





Write for prices. 
The Gevetané Wire Spring Co. 
38th St. and Hamilton Ave. 
oa Cleveland, Ohio oe e 














ROCHESTER ADJUSTABLE 
SASH BALANCES 


A product of Guar- 
anteed quality. Real 
profit in handling 
them. 





Write for prices. 


Rechester Sash Balance Co., Ine. 
Rochester, N. Y. 














“SUN SHINE 


ess 
5 Prot 
Fr ec 


cHAMO 


MADE IN U.S A 


ASK YOUR JQG886R 
POR GUR EXTRA VALUE 
GEWEO PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 
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The *““WHO MAKES IT ?”’ issue of 
HARDWARE AGE enables you to 


quickly locate sources of supply and 


helps you answer many questions re- 


garding brand names, products, etc. 


Brookings, S. D.: Who makes the 
Fluffy beater? Waltz Hardware Co., 
Inc. 

ANSWER: Fluffy Beater Co., 48 
Younger Ave., San Jose, Cal. 


* * * 


Brooklyn, N. Y.: Who makes the 
Bengal gas range? H. P. Brown, 
Ine. 


ANSWER: Floyd-Wells Company, 
Royersford, Pa. 


* * * 


Cleveland, Ohio: Who makes the 
Arrowhead fishing tackle box? A. 


Rus Wendell. 


ANSWER: Walton Products Co., 
4444 W. Chicago Avenue, Chicago, 
Ill. 


Campbelltown, Pa.: Who makes 
the Brown Brockmeyer electric mo- 
tors? A. M. Brandt. 


ANSWER: Brown Brockmeyer 
Co., Inc., 1940 Bickford St., Day- 
ton, Ohio. 


Raeford, N. C.: Who makes the 
Roll-A-Way beds? McLauchlin Co., 
Inc. 

ANSWER: Roll-A-Way Corp., 
2525 N. Clybourn St., Chicago, Il. 


* * 


Baltimore, Md.: Who makes John 


Collins cement? Steele & Howes. 


ANSWER: Standard Laboratories, 
446 W. 26th Street, New York, 
N. Y. 
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Kew Daisy Waterers 
for HOGS and POULTRY 


ALSO SHAW and DAISY 
CALF WEANERS 


99 m BEST FOR 25 YEARS 
? Write for FREE Circular Mfrd. By 
e im QUINN WIRE & IRON WORKS 


SCRU-LESS 
WINDOW 
CLEANERS 


Single rubber equal to two or more. Use 
all four edges of rubber. Sliding handle. 
No screws. 

























































Information regarding sources of supply as provided readers of 
HARDWARE AGE by the “Who Makes It?” editor is here pre- | 
sented as an aid to others in the trade who may be seeking the | or ag ono Tg 
same articles. The inquiries reproduced have been selected be- | | spon ter © few mere geod commission 
cause of their general interest to hardware merchants and buyers. | W. E. KAUTENBERG CO. 

This editorial feature in each issue supplements the service ren- FREEPORT. ILL. 

dered by the “Who Makes It?” issue. When writing to the firms 

mentioned, state that you secured your information from the YS 


— 
TNs 0 PX, a 
HARDWARE AGE Directory Number. ~~, | aa testi 
) } 
/) ; 


MACHINE SHOP CHISELS 
Cold @ Cape @ Diamond 
Round Nose 

; : 2 P Forged for fine shops from th 
Westfield, N. J.: Where can we Roselle Park, N. J.: Who makes | cnaghet enabonnh fom qutess 
purchase parts for Roseman field the Eifel Plie Rench pliers? Brown | ee, oe 


mower? Taylor Hdwe. Co., Inc. Hdwe. Corp. OXFORD TOOL COMPANY 
| 1633 N. 2nd ST. @ PHILA., PENNA. 


We also make lawn rakes, mop sticks, 4 
suction washers, rat traps, etc. \. 





kK 
N 

































ANSWER: Roseman Tractor ANSWER: American Plie Rench 
Mower Co., Evanston, Il. Corp., 4611 N. Ravenswood Ave., | 
Chicago, IIl. 
* * aa | CLIP-RITE 
* * | 
Lansdale, Pa.: Who makes the | COOK'S 
as 2 eee > a Pinckneyville, Ill.: Who makes NEW STREAMLINE 





Becky Porter food dicer? John T. 


Daub Hdwe. Co. SUPER VALUE 


NAIL CLIPPER 


metal slat awnings for residences? 
Gruner Hardware. 





TOCTwrn CT TAT? . ie pls f New member of Gem 
_ANSWER: C. 4 a ae ANSWER: Sunvent Metal Awn- Nat, ‘Clipper ‘amity. {Qe 
Novelty Co., 53 Badger Ave. New- = ing Co,, 31712 Bronx Blvd., New file, cleaner. Heavily 
ark N. J. r T , | nickeled. Doz. on colorful card 

York, N. : a | at jobbers Send for details. 
* % # THE H. C. COOK CO. 


27 Beaver St., Ansonia, Conn. 









* * * 
Hopewell, N. J.: Who makes an | 
S ice shaver or plane, suitable for New York, N. Y.: Who makes the | D E i i & T O N 
smoothing skating rinks, lakes and Juicex juice extractor? W. W. Gib- 
ponds? J. B. Hill & Sons. bons. | Triple Lock NAILS 
ANSWER: R. Stell & Sons, Inc., ANSWER: Modern Diet Supply | si Mccag of atin 
42-21 Ninth St., Long Island City, y d J Wiehe rive Screw ank gives po 
a? in 0 y — 1428 N. 24th St., Milwaukee, | grip. Lead under the head and down 
liad si | the shank plugs hole around the nail 
ez 8 # i a to form weather-proof lead seal. Nail, 


| lead and sheet solidly locked ped 
: | by “bump”... Send for samples. 
Detroit, Mich.: Who makes B.L.P. Bebe M546 South 


Williamsport, Pa.: Please furnish | w. 
ile paint? 3+ [Jniversal Sales e 2 } estern Ave. 
Mobile paint? Horst Universal Sale: the address of Palmer Products Co. | The DENISTON Co. CHICAGO 

















Co. Dickey-G Hardware Company. —/_ 
a ee ee ee ee eae ee Halter Camp & Picnic Grill 
ANSWER: Mobile Paint Mfg. Co., ANSWER: Waukesha, Wis. site Cea 
Mobile, Ala. Height 14 in. 

#100 Grid 15 x 10” 
lati ne | sto Meant 1s 
z ei 
’ Grid 20 x 10 
Mt. Vernon, N. Y.: Who makes Boise, Idaho: Who makes the SELL $3.00 EACH. 
Real Host gas range? R. Hoffman Clean Cut bit brace? Idaho Hdwe. we i - 
Hardware. & Plumbing Co., Ltd. ae ee 
‘ | CASH IN ON LARGE SALES-POSSIBILITIES 
ANSWER: Harry C. Weiskittle ANSWER: Special brand of Dun- Mfg. By 
Co., Inc., 4601 Philadelphia Rd., ham, Carrigan & Hayden Co., 2 THE JACOB HALTER SONS CO. 
Baltimore, Md. Kansas St., San Francisco, Cal. CLEVELAND, OHIO 
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Classihied Opportunities Section... 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





| Clarified Adwentining Rater | 





Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $3.00 
All capitals, maximum, 50 words.... 4.00 
Each additional word......... .06 


Positions Wanted 
(Special Rate) set solid, maximum, 
DME cddcvevedesebecacectece .50 
Each additional word .............- 01 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
Ge DE hui t.0606600466-00506080084 $5.00 
Each additional inch ......... 4.00 








DISCOUNTS FOR CONSECUTIVE INSERTIONS 


4 insertions, 10% off; 8 insertions, 15% off. 

Due to the special rate, these discounts do 

not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency. 








HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St.. New York City 











| = Positions Wanted =| 


| = Ponttions Wanted =| 


| — Positions Wanted | 








HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re- 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 152 West 42nd Street, 
New York City. 





MAY I SERVE YOU? Would your business 


profit by the services of a young man with na- 
tional chain store training in sales promotion, 
modern merchandising, store arrangement and 


display’ Address Box D-927, care of Harpware 
Acer, 239 W. 39th St., N. Y. City 


PURCHASING AGENT OR ASSISTAN’1 
14 years’ experience with industrial company pur- 
chasing factory supplies, and materiale for the 
manufacturing of machinery. Have a _ thorough 
knowledge of purchasing department methods. 
Address Box D-919, care of Harpware Acer, 239 
W. 39th St., N. Y. City. 


YOUNG MAN, 24 YEARS OF AGE, 5 years’ 
hardware experience dealing with general hard- 
ware, metals, construction hardware, etc.; also 
familiar with office routine, stock, shipping, and 
window trimming. Able to drive truck. Salary 
secondary. Location—-New York City or nearby 
vicinity. Address Box D-920, care of Harpware 
Ace, 239 W. 39th St., N. Y. City 


WINDOW TRIMMER, EXPERIENCED 
HARDWARE SALESMAN having had over 
fifteen years’ retail experience, know how to meet 
people, very active, not afraid of work; appearance 
and habits irreproachable. Keep stock and store 
displays in A-1 condition Interview desired 
Address Box D-928, care of Harpware Ace, 239 
W. 39th St., N. Y. City 


SALESMAN, TWELVE YEARS COVER. 
ING THE hardware, building and sporting goods 
trade of southern New York State, desires posi- 
tion with manufacturer, or specialty man for job- 
ber. Have also sold bicycles and motorcycles, 
in Central and Southwestern States. Single, ref- 
erences; go most anywhere. Address Box D-903, 
ave of Harpware Ace, 239 W. 39th St., N. Y. 

ity. 


TRAFFIC AND EXPORT MAN, 30 YRS., 
aggressive, pleasant personality; heavy diversi- 
fied experience in above positions, thorough 
knowledge of domestic and foreign shipping. Rail 
and ocean ladings, trucking, warehousing; heavy 
experience in export orders, sales follow-up, 





large volumes. Satisfactory service resulting in 
future good will. Locate anywhere. Address | 
Box 1-897, care of Harpware Ace, 239 W. 
39th St., N. Y. City. 





YOUNG MAN, 22, MECHANICALLY IN- 
CLINED, technical training, honest, dependable, 
seeks position in hardware store. Familiar with 
work, residence in city. Address Box D-911, care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 


YOUNG MAN, AGE 30, WITH 16 years’ ex- 
perience in retail hardware and paint line desires 
position with firm, preferably in New Jersey, 
where there is a definite opportunity for advance- 
ment. Now employed. Address Box D-918, care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 


ALCOHOL AND TURPENTINE SALES 
MAN SEVEN years following Brooklyn. Well 
known and liked in the trade. Large following 
paint and hardware stores. Hard sincere plugger 
—can really get results. Ask chance to prove 
ability. Address Box D-910, care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 


YOUNG MAN OF 22, MECHANICALLY 
INCLINED, experience doing locksmithing, sig- 
nal wiring, Bx cable wiring, glazing, carpentry, 
etc. Generally adaptive, wait on trade, care for 
stock, display. Drive. 3% years with Brooklyn 
firm now out of business. Asking $20. No ob 
jection to try-out. Write to—Box D-912, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


PURCHASING AGENT, 7 YEARS’ EX- 
PERIENCE with 3 large wholesale hardware 
concerns, 3 years’ experience in the manufacture 
of tinware, electrical appliances and equipment, 
gears and other mechanical equipment. Familiar 
with motor rewinding and factory maintenance, 
also construction. Private school graduate, some 
business schooling. Position wanted with future. 
Age 31. Address Box D-840, care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 





SALESMAN--WOULD LIKE TO REPRE- 
SENT manufacturer of wood or metal working 
machinery, tools, or related lines in Ohio, Indi- 
ana or Michigan. This must be a permanent 
position with a reliable company. 25 years a 
skilled mechanic, 2 years as a manufacturer’¢ 
agent. References. Personal interview preferred. 
Address Box D-898, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 


STORE OR DEPARTMENT MANAGER— 
six years in charge of hardware, housewares, 
building materials, farm equipment, electrical and 
other “hard line” departments of leading Nationa, 
Chain Store Organization. Thoroughly experiencec 
in modern merchandising and sales promotion 
methods, buying control, store arrangement and 
display. Location no object. Age 36. Address 
Box D-917, care of Harpware Ace, 239 W. 39th 
Se, H.. H. Cap. 


WHOLESALE HARDWARE COMPANY 
LIQUIDATED. Salesman wants’ connection 
Western Pennsylvania, Eastern Ohio and West 
Virginia territory. References from _ principal 
customers. Forty years of age, college education. 
Address Box D-846, care of Harpware AGez, 239 
W. 39th St., N. Y. City. 


ACCOUNTANT-BOOKKEEPER, OFFICE 
MANAGER WITH 10 years’ experience in the 
wholesale hardware and electrical supply fields 
seeks a connection with a reputable manufactur- 
ing or jobbing organization. Capable of taking 
complete charge, preparing tax returns, financial 
statements, cost records, systematizing. Ad- 
dress Box D-792, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 


BUYER, WHOLESALE HARDWARE 10 
YEARS’ experience in automotive, radio, elec- 
trical, cutlery, paints, sporting goods, household 
supplies, tinware, enamelware, etc. Some traffic 
and cost. Electrical and mechanical manufactur 
ing. Age 31. High school graduate, attended 
business college. Now employed, wants position 
with future. Go anywhere. Address Box D-839, 
= of Harpware Ace, 239 W. 39th St., N. Y. 

ity. 


POSITION WANTED—BY EXPERIENCED 
HARDWARE MAN, 48 years of age, 20 years 
with one of large national jobbers, 15 years of 
which was buyer of staple and heavy hardware, 
last 10 years buyer and department manager of 
AAAI mid-central states jobber for above lines. 
also agricultural goods, plumbing, etc. Would like 
position as buyer, sales manager, or sales repre- 
sentative for jobbing concern or in selling or ad- 
visory capacity with manufacturer. Address Box 
D-894, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 


MANUFACTURER’S REPRESENTATIVE 
DESIRES A LINE for the St. Louis area and 
surrounding territory. Trade covered—hardware, 
drug, furniture, variety jobbers, department stores 
and direct buyers among the better retail dealers. 
Well acquainted with the buyers for premium 
items. Have a car. Can furnish A-1 refer- 
ences. Address Box D-893, care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 


[Sales Representatives Wanted | 


























MANUFACTURER OF BLUNT AND 
EDGED striking tool handles desires representa- 
tive already covering territory with non-conflicting 
lines calling on retail hardware dealers, industrial 
consumers. Territory available for assignment in 
Minnesota, Western Pennsylvania and Detroit, 
Wayne County, Michigan. Address Box D-908, 
care of Harpware Acz, 239 W. 39th St., N. Y. 





, City. 





Samples of Merchandise, Literature, Catalogs, etc., will not be forwarded unless accompanied by full 


postage for remailing. 
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| Accounts Wanted  —| 














SALESMEN WANTED 


Salesmen to handle complete line of na- 
tionally-known factory modernized vacuum 
cleaners fully guaranteed for one year. Only 
salesmen who have other lines catering ex- 
clusively to the hardware trade will be con- 
sidered. We have a nation-wide distribution 
of cleaners and are the largest independent 
manufacturer in this field. Newspaper mats, 
show cards, and other promotional sales helps. 
Permanent display space at the American 
Furniture Mart, Chicago, Illinois. Write to- 
day giving complete references and the terri- 
tory you cover. References required. 


RE-NEW SWEEPER COMPANY 
9591-9593 Grand River Avenue, Detroit, Michigan 











Manufacturer of Patented 


houseware articles wants re- 
gional direct agents, selling jobbers, 
chains, department, hardware stores. 


COVALT MFG. COMPANY 
409 N. Crescent Dr., Beverly Hills, California 


small 











ROPE SAL ESMEN - WANTED — PHILIP. 
PINE MADE Manila Rope sideline, long estab- 
lished trade necessary. 5% commission. Write 
fully about yourself giving references. Address 
Box D-905, care ef Harpware Ace, 239 W. 39th 
, K. FT. Coe 


WANTED—SALES REPRESENTATIVES 
IN New England, Pennsylvania, Maryland, Vir- 
ginia, North Carolina and Mississippi River ter- 
ritory for a quality, popular-priced line of horse 
collars, harness and strap goods. Commission 
basis. Address Box D-881, care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 











WANTED — SALES REPRESENTATIVE 
WHO IS at present handling a line of butts, to 
handle a complete line of locks and locksets as a 
side line. Straight commission basis. Territories 
open—New York State exclusive of the Metro- 
politan area, Texas, Indiana. Address Box D-896, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 


SALESMEN: TO CALL ON JOBBERS, 
dealers, contractors, and commercial consumers 
for established manufacturer of complete line of 


NOTICE 
MANUFACTURERS DISTRIBUTERS 
JOBBERS 


Young man, age 26, with 10 years (2 employers) of 
better hardware retailing is fully prepared to enter 
wholesaling in the capacity of salesman. 

My qualifications are—good personality, proven sales 
ideas and sales ability, consistent, retailers’ point 
of view, sales producing suggestions anu advice on 
any hardware, plumbing, electrical, paint, builders’ 
or mill supply, carpenters’, draftsmen’s or ma- 
chinists’ tools, sporting goods, home furnishings 
or gardening problem. 

Immediate sales improvement guaranteed. Pres2n: ly 
employed in Metropolitan area at a $30 salary. 
Single—driver’s license. Will locate for convenience. 


Address Box D-913, care of HARDWARE AGE, 
239 W. 39th St., N. Y. City 
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MANUFACTURERS’ AGENT WANTS 
LINES SOLD by lumber yards and hardware 
stores in State of Indiana and Kentucky. Address 
Box D-930, care of Harpware AGe, 239 W. 39th 
St., N. Y. City. 


CANADIAN MANUFACTURERS’ AGENT 
DESIRES TO represent manufacturer of tools, 
hardware or electrical specialties in Canada on a 
commission basis. Well acquainted with the lead- 
ing firms and buyers. Highest of business refer- 
ences. Address A. Appleby, 458 Elm Ave., Mon- 
treal, Canada. 











ADDITIONAL QUALITY LINES WITH 
VOLUME possibilities wanted by well-established 
manufacturers’ representative. We have been op- 
erating in Indiana and Kentucky for twenty years 
and have large personal following among all 
jobbers and large retail hardware dealers. Tools, 
sporting goods and builders’ hardware preferred. 
Address Box D-916, care of Harpware Ace, 239 
W. 39th St, N. Y. City. 


| Basiness Opportunities | 


; WE WILL PURCHASE FOR CASH 
Any Quantity of 
HARDWARE—TOOLS—PAINT, etc. 

Write what you have to offer. 


MAZER BROTHERS 
































The Bourse Phila., Pa. 
Note: We are also cash buyers of entire 
stocks of merchandise—no stock too large or 
too small. 





—a 
FOR SALE—ESTABLISHED, PAYING AND up-to 
late hardware, paint and housefurn'shings store in the 
lead belt of South East Missouri. City of about 4.500 
with a large surrounding trade territory. Annual sales 
approximate $85,000. Good fixtures, clean stock, all 
well arranged making an attractive and convenient 
store to do business in. The stock can be bought rea- 
sonably and the building also, or will lease the build- 
ing at a reasonable rental. The only reason for offer- 
ing this fine and profitable business for sale is the 
advanced age and poor health of the owner. 

Address “= i 924, care of ‘5 “es AGE 
9 W. 39th St., N. Y. Cit, 











MANUFACTURERS INTERESTED IN 
BUSINESS FROM wholesale hardware houses, 
large retailers, mail order and chain stores in 
the Middle West can now be represented by one 
who has had successful results. Address Box D-877, 
care of Harpware Ace, 239 W. 39th St., N. y: 
— 

MANUFAC TURE R S’ AGENT, WELL 
KNOWN IN eastern territory, seeks two or three 
non-competing lines. Has following among both 
wholesale and retail trade and can furnish any 
required references as to character, ability, etc. 
Address Box D-921, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 

MANU UFACTURERS' REPRESENTATIVE 
NOW CALLING ON distributors and large deal- 
| ers in principal cities in Florida would like to 
have a good rug specialty or nationally-known 
appliance or furniture specialty line. Have good 
sales background and can furnish good reference. 


of approximately 12,000. 


tel supply business. 
to sell. 


"MILL SUPPLY SAL ESMAN WITH $5,000 
to $10,000, to join organization in business over 
ten years. Address Box D-915, care of Harp- 
ware Acr, 239 W. 39th St, N. Y. City. 


MERCHANDISE ‘WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 











HARDWARE STOCK FOR SALE—we offer 
for sale our entire stock GY general hardware. 
Owner devoting entire time to another business. 
Located in rapidly growing North Georgia town 
Splendid opportunity. 
Address Box D-923, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 

FOR SALE—A GOOD GOING hardware ho- 
A good reason for wanting 
Stock will invoice $10,000. Fixture $1,- 





ter only. 


partment 


Minnesota. 


company. 


694A, 
igan. 


week beats 


high-grade floor maintenance and finishing mate- 
rials, also automotive polishes and cleaner. Part 
Liberal commission. 
Address—W. R. Wakefield, 5134 Lan- 
caster Avenue, Philadelphia, Pa. 


OLD RELIABLE CORPORATION OFFERS 
WONDERFUL opportunity to sideline or full- 


or full time. 


time salesmen. 
stores. 
light sample case. 
on only best concerns. 
Address—Dustmaster 


~ MIL KER. DISTRIBUTOR — SALESMEN— 
Invest $50. and be your own boss; one sale per 
working for someone else; capable 
hard workers earn $3,000. up retail prices as low 
as $69., also amazing new machine by 36-year-old 
State full experience. 
Anker-Holth Mfg. Co., 


Fast patented 
Positively world’s finest. Call 


W. 39th St., 


Address Box D-922, care of Haroware Ace, 239 
HN. ¥.. City. 


000. Tyler is a city of 35,000 and a good place 
to live. Stock is clean and well bought. Address 
Box D-929, care of Harpware Ace, 239 W. 39th 





Apply by let- =e 


SALES 
SEVERAL YEARS’ 


sellers. Small 


REPRESENTATIVE, 
experience selling the hard- 
ware, roofing, paint, building material wholesalers 
and ae also ng —— in Illi- 
=; : nois, Wisconsin, Minnesota, Iowa, issouri and 
Selling furniture, hardware, de- | yw. Indiana, wants one or two additional lines 
of merit and repeat possibilities. 
D-926, care of Harpware Ace, 239 W. 39th St., 


St. B.. ¥.. City. 

FOR SALE—ESTABLISHED UP-TO-DATE 
HARDWARE, paint and fousefurnishings store 
in Eastern New York State. Fixtures and stock 
in excellent condition. Inventory at cost, $6,000. 
Owner expe¢ts to retire. Will sell for $3,000 
Address Box D-914, care of Harpware 
N. Y. City. 


GENTILE, 


Address Box | cash. 
Ace, 239 W. 39th St., 








Best selling season now. N.Y. Cit 
Corporation, Minneapolis, : wi STORE FOR SALE IN PENNSYLVANIA. 
7 Wholesale and retail heavy hardware, plumbing, 

— MANUFACTURERS’ REPRESENTATIVE | heating and mill supplies. Can meet all competi- 

NEW YORK TERRITORY, well established, re- | tion plus quality and make money. Excellent 

town about 40,000 drawing population. Can do 


reputable 
Address—Room 


Port Huron, Mich- | ences furnished. 





liable concern selling to the wholesale, jobbing, 
syndicate and chain store trade seeks additional 
attractive line of merchandise manufactured by | or better. 
organization for distribution | 
important outlets in Metropolitan area. 

Address 
Harpware Ace, 239 W. 39th St., { 








$120,000 to $175,000 yearly and net ten per cent 
Store has good standing—40 years of 


through | honest service. Stock and fixtures $35,000. No 
Refer- | shoestring deal. Reasons for selling—plenty age, 
Box D-925, care of | little cash. Address Box D-909, care of Harp- 


N. Y. City. ware Ace, 239 W. 39th St., N. Y. City 














The Story of the 


“WANT AD” 


A Business paper’s value as a —— for 
“Want Ads” depends upon how widely and 
thoroughly it is read in its field. Every 
classified advertiser in placing his adver- 
tisement in HARDWARE AGE offers spon- 
taneous evidence of his conviction that this 
paper is most widely and thoroughly read 
in the hardware trade. 


Year after year HARDWARE AGE has led its field 
in the volume of classified as well as display adver- 
tising published. Its classified columns have proven 
a valuable aid in bringing together buyer and seller, 
employer and employee. Those who contact the 
hardware trade most closely know, from observation 
and experience, that HARDWARE AGE is most 
widely and thoroughly read by live hardware men. 


HARDWARE AGE 








APRIL 


4, 


1940 


165 


WHOLESALE SEEDS 


ORDER a Display Case of Page’s 
Tested and Dated Seed Packets 
on our 


SALE ‘AND RETURN CONTRACT 


Selected and Tested Varieties of Field, Vegetable, and Flower 
Seeds. Onion Sets, PA-SE-CO brand Seed Corn. 

Write for FREE GARDEN GUIDE and WHOLESALE PRICE 
LIST for 1940. 


THE PAGE SEED COMPANY 


P. 0. BOX B-3 GREENE, N. Y. 


“At Your Service Since 1896” 
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Bartlett Manufacturing Co. 


3034 EAST GRAND BOULEVARD 
DETROIT, MICHIGAN 


Bartlett No. |-W 
Compound Lever Tree Trimmers— 
Rope Pull 





Preferred by Public 
Utility Companies be- 
cause of the protection 
to the operator and its 
easy cutting qualities, 
Drop forged blade cuts 
1% in. limbs 


BARTLETT Tree Paint 


For destroying and preventing the growth of wood 
destroying fungi and for the protection of wounds, 
use Bartlett's Tree Paint. Easily applied with 
ordinary paint brush 

Used by Highway Depts., Public Utilities and Pro- 
fessional Tree Experts. Write for Catalog No. 25. 

















Genui"® TOMES & SILENCE 
See SILENT Y - SOFTLY - SMOOTHLY 
SAVE FURNITURE 
& FLOORS-CREATE QUIET 
Name Domes of Silence 
Bias af Siience 
Rubber Cushion Glides 


If he is not supplied write to 


N.Y. C. 


Ask your Jobber 


DOMES of SILENCE, Inc., 35 Pear! St., 


166 
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Western Cataphote Corp........ 
Westies Mis; CO. ccicccvceses 159 
ba “epee Electric & Mfg ead 
Reha wads sepleleWredae ees 77 
Wic awire Brothers .....-.+e++- 18 
Wickwire Spencer Steel Co...... 
Winchester Repeating Arms Co.. 
Wire Screen Cloth Mfgrs.’ Insti 
PETE ORT ERC TT eee 123 
Woodruff & Sons, Inc., F. H... 156 
Wooster Brush Co............:; 
Wright Prods. Mfg. Co..... 158 





Wright Steel & Wire Co., G. F.. 151 


Y 





Yale & Towne Mfg. Co., The. .54-55 








Moulded RUBBER GOODS © Speciathe 











PLAIN AND MUSHROOM BUMPERS 
RUBBER HEAD NAILS e@ TOILET SEAT BUMPERS 
CHAIR TIPS @ CRUTCH TIPS @ SUCTION RUBBERS 


SEND FOR CATALOG OF COMPLETE LINE 


The ELASTIC TIP Co 


LANTIC AVE: BOSTON:MASS: 








PRODUCTS 


GENUINE i | om 
Slandarde 


HAYING TOOLS 


Hay Carriers, Carrier Track, Track Fixtures, 
Hay Forks, Hay Slings, Sling Attachments, 
Hay Pulleys, Gable Hinges, Hay Rack 
Clamps, Power Hoists, Hay Knives, etc., etc. 


Established 1879 


~— atso BARN EQUIPMENT anp 
HARDWARE SPECIALTIES 


“Guaranteed to satisfy he user’’ 


THE NEY MFG. CO., CANTON, O 


BRANCH HOUSE - COUNCIL BLUFFS, IA. 
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A lot of your customers would prefer having the 


CARTER :::1x NOZZLE 


SPRAY 
and YOU ring up dollars, not dimes! 


Spring advertising will tell over 15,000,000 readers about 
Carter's modern one-hand control, automatic water-saving 
shut-off, and set-nut stationary 
flow. You'll sell all you stock. 
Order half a dozen Carter coun- 
ter display cartons (6 to the car- 
ton) from your jobber NOW! 


CARTER PRODUCTS CORP., 

702 Front Avenue, Cleveland, Ohio 
Representatwes: EAST—W. A. Hirsch, 38 Lamport 
Rd., Upper Darby, Pa.; Central Representatives, Inc., 
1105 Broadway, N.Y.C.; F. A. MeGuire, 5 Rutgers 
St., Utica, N. Y¥.; SOUTH—W. Bert McDonough, 
431 Peachtree St., N.W., Atlanta; SOUTHWEST— 
The Hafer Co., 707 So. Ervay St., Dallas; WEST— 
Prank W. Lee, 2117 Fair Park Ave., Los Angeles; 
Wilson Ellis, 353 Middlefield Rd., Palo Alto, Calif. 








It’s Swell for 
Washing Cars! 





ALL CONTROL- 
LED BY HAND 
PRESSURE 














Nn The (patented) Washburn 


SOD SPIKER 


cultivates the soil beneath the Lawn without tear- 
ing the top surface 





Now endorsed and sponsored 
by increasing numbers of job- 
bers and dealers. 

A real necessity Pleas- 
ant and profitable to sell. 

LU Ask your Jobber, or write 


UNIVERSAL LAWN 
TOOL CO. 


3450 N. E. Broadway, 
PORTLAND, ORE. 

















RETAIL $1.75 


WHAT IT DOES 
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One KUEHNS 


i 


We SQUARE GUTTER job 


. leads to another 


As yo 
‘shock 


the wir 


Seven exclusive MZZ COR. features help you do rotatio 
the satisfactory work that builds your reputation intrusia 


Seven business-getting advantages . . . at the price ag 


of ordinary half-round, (in 4" and 5” sizes)... the ‘‘fe1 
Hanging is easy . . . accessories fit quickly ... wis 
because precision manufacture makes every meas- Red Dew 
urement exact . . . Quick-delivery points carry acca 
ready-to-ship stocks of Kuehn’s Square Gutter .. . 
and everything your customers need in rain-carry- 
Hemmed here for strength and easy handling. ing equipment...including the new Milcor Seamed 
Eaves Trough Mitres for stronger, better-looking 
Desssntive Flats abies chengh. corners . . . Take on the gutter that gives you 
Sectectiy Seuned Comes. something to sell besides price . . . and helps 
your sheet metal shop turn out good-looking jobs 
Fluting on Outer Side reinforces and beautifies. that bring new ones... Stock Kuehn’s Square 
Gutter . . . Order from your jobber . . . Write 
P reps Manufacture makes trough straight today for colorful literature and free sample. 47 
an ue. 


Outer Bead has stiffening tongue. 
‘ itienaatatuie MrccoR. STEEL COMPANY 


Decorative and Reinforcing Flute on bottom. MILWAUKEE, WISCONSIN CANTON. OHIO 
HICAGO. ILL * KANSAS . ° CROSSE WIS. © ATLANTA 3A 


© NEW YORK. N.Y. © R Y. © BALTIMORE. ML 





Sales Offices: Minneapolis. Minn 


HARDWARE AGE 








As you know, all types of live stock 
‘shocked’ a few times will not go near 
the wire. Thus scientific grazing, pasture 
rotations, inexpensive enclosures (one wire 
replaces a fence) and protection against 
intrusion are among those large markets 
opened to you through the sale of Red Devil 
No. 333. A Red Devil protected enclosure is 
the ‘‘fence’’ a hog won't try to root under. 
WISCONSIN I. C. SAYS IT’S SAFE! 
The Wisconsin Industrial Commission’s approval of 
Red Devil's safety and efficiency is your assurance 
that it won't injure animals or humans. 


(s 


TIMED LIKE A PULSE BEAT! 


This Hermetically Sealed RED DEVIL ELECTRIC FENCER operates over 
14 miles of single wire fencing from one 6 volt battery. The greatly 
reduced current drag occasioned by the magnetic breaking of contact 
features greatly increased battery life. Each ‘‘pulse beat’’ approximates 
only 8/100 of a second timing—at least half visible motion is created 
by momentum which requires no current whatsoever. 

Thus at $10.95 retail, this fine quality, perfectly safe fencer gives 
value and performance the equal of much higher priced units—at less 
upkeep. And furthermore, jobbers and dealers are fully protected 
because the RED DEVIL can't be purchased by customers direct. 

The RED DEVIL NO. 333 ELECTRIC FENCER has no revolving 
parts. No oil or grease to worry about. No interference 
with radio reception. Operates day and nightin any 
weather. Hermetically sealed in heavy glass cover 
(shows operation) mechanism is protected against 
tampering, short-circuiting, ice and condensation. 


Your Jobber Now Has Them in Stock 





PUT PEP IN YOUR SALES GO UP! 
YOUR PAINT Sell RED DEVIL No. 333 Elec- 


tric Fencers and you also sell 
If you use or sell paint you wire, insulators, batteries, posts 


pull ges Rage gn and extra equipment. TO MAKE 


about the RED DEVIL 


PAINT CONDITIONERS SALES QUICKER & EASIER 
that — = a seg we offer 5-Color animated 
mosigh apeash laos qa aegdingec w0 Demonstrator - Display, and 


er than fresh in a few 
minutes time. There is a 


consumer circulars for your ime 


model for every can from print. SEE YOUR JOB- 
7 ONG Se Sob. setigns BER or WRITE US FOR 
WRITE FOR FOLDERS. 
, COMPLETE DETAILS —.™S™ & OREED 40441 :1(ald2 [44°] 





(include Jobbers Name.) OPERATES OVER 14 MILES BM OF SINGLE WIRE FENCING 





LANDON P. SMITH, INC., IRVINGTON, N. J., U.S. A. 


APRIL 4. 1940 











Welty \tollim ics aan iit 


t Adjustable Handle « | 








AN r4g 


i... FOR CLOSETS AND 


om 


&.. DRAIN PIPES 
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OPENS A NEW MARKET FOR YOU 


ARDNER Adjustable Handle Cleanout Augers, open a new- 

profitable market for Hardware Retailers. This item, once an 
exclusive plumber’s tool, is now a necessity in over sixty percent of 
the homes you serve. Conveniently and attractively packaged in a 
combination shelf and counter display box, Gardner Cleanout Augers 
have overnight become leaders in the 1940 hardware parade. 





CLEANS DRAINS QUICKER 


Simply insert Gardner Cle 


out Auger into the drain a 


SIX POPULAR SIZES | osting handle op auger wert 


into the clogged pipe. Clear 
Gardner Cleanout Augers are furnished in six clogged drains the plumber 
popular sizes. way qui kly surely 


DEALERS’ 
TYPE Size NET PRICE 


No. 1940— 6-ft. Auger . . . . $4.80 doz. 

No. 1940— 8-ft. Auger . . . . 5.60 doz. 
.1940—10-ft. Auger . . . . 6.40 doz. ideal for Factories— 
. 1940—15-ft. Auger . . . . 8.00 doz. Farms and Homes 
. 1940—20-ft. Auger . . . . 9.60 doz. 
. 1940—25-ft. Auger . . . . 11.20 doz. Order through your jobber. If he « 


(Each auger packed in an individual 2-color supply you, write us giving jobber’s 1 


HEAVILY PLATED display box.) 


FEATURE THIS ITEM TO YOUR TRADE wORKS 


WHERE CHEMICALS 
FAIL! 


Sink drains @ Closet drains 
Wash tub drains @ Floor drains 


FOR HARDWARE OPEN HOUSE WEEK 
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QUICKER 


er Clear 
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